L 


ANOTHER  EXCELUM  FIRST! 


Just  completed-our  modern  half-million  dollar  extru¬ 
sion  plant.  First  in  the  East;  finest  in  the  country! 
We  control  production  throughout ...  and  pass  the 
savings  on  to  you. 


Quality?  Design?  Delivery?  Price?  Name  it  — 
Excelum's  got  it!  Dollar  for  dollar,  feature  for 
feature  there  isn’t  a  window  or  door  on  the 
market  that  compares  with  it! 

EXCELUM  IS  A  SPECIALTY  SALESMAN’S  DREAM 

. . .  designed  and  produced  by  men  WHO  REALLY 
KNOW  storm  windows  and  doors  and  the  prob¬ 
lems  in  selling  them.  Excelum’s  superior  3-track 
(with  exclusive  interlocking  inserts)  and  NEW 
PROMOTIONAL  2-track  are  outstanding  windows 
—  unequalled  in  year  ’round  protection  or  cus¬ 
tomer  satisfaction.  And  every  Excelum  window 
and  door  is  a  PROVEN  SALES  BUILDER.  They 
can  mean  the  difference  between  an  ordinary 
and  B-O-O-M-l-N-C  year  for  your  firm. 


OUARAMTEKD  FINEST  QUAUTY 
mt  TRULY  COMPETITIVE  PRICES... 

and  prompt  on-the-button  delivery  too.  Remember 
you  can  pay  more ...  but  you  can’t  buy  better! 

Write  far  details  ef  eur  “Exclesive  Territory” 
KD  Distributer  Plan. 


Mactatara^  trada  marti  oft 

JAMAia  SASH  &  DOOR  CO. 

Eastern  Plants:  New  Hyde  Park,  N.  Y. 
Midwest:  3419  Rutger  St,  St  Louis,  Mo. 


•Whmn  Th»  N«m«’s  Cxcmlum...ThB  Window  Will  Soil  'om' 


Aim 


■jm 
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&  Home  Improvement  Dealer 


General  Aluminum  Products  Corporation  offers  you  a  complete  line  of  smartly  styled,  thoroughly  engineered  awnings 
finest  and  simplest  construction,  competitively  priced  and  you  get  immediate  delivery. 


Profit  RIGHT  Now!!  WRITE  NOW!! 


GENERAL  ALUMINUM  PRODUCTS  CORPORATION 

3949  SOUTH  FEDERAL  STREET  KEnwood  8-5533  CHICAGO  9,  ILLINOIS 


GENERAL  ALUMINUM 
PRODUCTS  CORPORATION 


Radiant 
baked  on  colors 


manufacfurers  of  aluminum  weather  protec¬ 
tion  products  invites  dealers  and  distribu¬ 
tors  to  merchandise  GEM-ALUM  awnings 


NO  INVESTMENT 

IT  IS  NOT  NECESSARY  TO  TIE  UP  CAPI¬ 
TAL  IN  MERCHANDISE  -  WE  SHIP  lAAME- 
DIATELY  -  ANYWHERE  -  ON  YOUR 
ORDERS. 


CUSTOM  MADE 
PERMANENT 
DURABLE 
LEAKPROOF 
RUST  PROOF 
FIRE  PROOF 
EASY  TO  INSTALL 
PRICED  RIGHT 


Manufactured,  sold 
and  shipped  direct 
to  you  from  our  plant 
— no  stock  necessary 
—  your  money  not 
tied  up  in  inventories 


“  Homes  —  Hotels  —  Offices  —  Motels  —  Stores 

Hospitals  —  Factories  —  Restaurants 
CANOPIES  —  WINDOWS  —  TERRACES 
NOW  IS  THE  TIME  TO  JOIN  OUR  ESTABLISHED  ORGANIZATION 
and  ASSURE  LEADERSHIP  OVER  COMPETITION 


I  GEM-ALUM 

I 

ALUMINUM  AWNINGS 


AAAKE  NEWS  WITH  THE 

DEAL  IN  THE 

TRIAD  guarantees  that  no  matter  what  windows  you  are  now  selling  — 

TRIAD  TWINS  offer  you  the  best  engineered 
3-Track  Interlock 
All-Welded 

Aluminum  or  Stainless  Steel 

Combination  Windows  and  Doors  at  a  price  NOBODY  .  .  . 

Yes,  NOBODY  .  .  . 

can  beat. 

TRIAD'S  many  years  of  engineering,  tooling  and  production  line  experience  is  the  reason  we  con 
produce  the  BEST  for  the  LEAST. 

TRIAD  frames,  gloss  and  screen  inserts  ore  oil  welded  .  .  .  positively  trouble-free  .  .  .  the  easiest 
window  on  the  market  to  install. 

We  guarantee  that  your  mechanics  con  install  4  windows  per  hour  without  difficulty. 

TRIAD  TWINS  con  be  K.  0.  in  your  plant  if  you  desire.  Complete  K.  D.  equipment,  jigs,  every¬ 
thing  you  need,  will  not  cost  you  more  than  $1,000  for  Aluminum,  or  $2,000  for  stainless  Steel. 

_  { 

TRIAD'S  price  to  you  meons  you  con  compete  with  anyone  in  the  market. 

\  , 

Read  this  od  carefully  . . .  study  it . .  .  think  what  it  means  to  you.  .  . . 

Then  ACT  FAST. 

Phone  TOm  and  ash  for  MATC  smVIt/ 

DIAMOND  BUILDING  PRODUCTS 

CORPORATION 

3650  East  93rd  Street  P(/ioi/if  3-mo  Cleveland  5,  Ohio 
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GREATEST  PRICE-PACKAGE 
STORM  WINDOW  INDUSTRY 


triad’s 


NEWEST  SET  OF 


A  low-priced  Ve"  thick  Extruded  Aluminum  Door 

with  Z-frame,  Bottom  Expander,  Hinges,  etc.  Complete. 

—  PLUS  — 

A  sensational  engineering  job  ...  A  full  thick. 

A//  Welded  Aluminum  Door 

Z-frame  —  3  CONCEALED  Stainless  Steel  Hinges  —  Stainless  Steel  Weatherstrip  ail 
the  way  around  —  Bottom  Expander  —  Outside  Door  Overlap  to  keep  out  rain,  sleet 
and  snow. 

TRIAD  now  gives  A  Top  quality  Stainless  Steel  Window,  and  Stainless  Steel  Door. 

—  PLUS  — 

TRIAD  quality  Aluminum  Window  —  Low  Priced  Door  —  and  Top  Quality  All  Welded  Door, 

TRIAD  TWINS  offer  you  the  opportunity  of  a  lifetime  to  build  peak  volume  and  profits 
NOW  .  .  .  this  fall  .  .  .  and  ail  year  'round. 

fast.  Wire  or  Write  Today, 
or  PHOHB  and  ask  for  HATE  dROWH 

DIAMOND  BUILDING  PRODUCTS 

CORPORATION 

3650  East  93rd  Street  VULCAH  3^1000  Cleveland  5,  Ohio 


&  Home  Improvement  Dealer 


The  XadiUac"  of  the  Business 


aramount 


NOW  PRICED  TO 
OUT-SELL  THEM  ALL! 


r/ie  Only  Window  Line  with  ML  these  FAST  SELLING  SUPERIOR  FEATURES! 


prollurt  of 
Aluminum 
^kUlrraft 


NEW  IMPROVED 


TRIPLE-TRACK 

R  ALL-ALUMINUM 

STORM  &  SCREEN 

^DOW  COMBINATION 

wHh  Built  in  Weatherstrip 

TRIPLE  TRACK 

—  Not  CHANNEL 

EASY  msmiAim 
TWIN  VENTILATION 

—  Sashes  Raise  or 
Lower  (o  Any  Level 

•  CHANGEOVER  NEVER 
NECESSARY! 

—  Make  Self-Storing 

•  POSITIVE  100%  WEATHER 
STRIPPING 

•  HEAVY  EXTRUSIONS 

OU HUM  BLASS  x' 

Compftr*  fi  II  ^1 

WtATHte-STKIPPING  f 

America's  Finest  Fastest-sell-  ^  ij 

ing  ALL-ALUMINUM  Combi-  I  ■  I 

nation  STORM  and  SCREEN  ^  |  .  | 

-  DOOR  \  f  !  SSnSri  i  I 

•  Fully  extruded.  I  I'  1 

•  Single  life  doors,  two  lite  1  y  111 

doors,  self-storing  doors.  I  ^  \  d 

•  Aluminum  Wire  screen.  <  I 

•  Expander  on  sill — for  H 

•  Reenforced  corners  for  |  £ 

life-time  rigidity.  J  |  'll 

•  Complete  with  aluminum 
ensemble  and  stainless 
steel  hardware. 

•  BOTH  are  3  WAYS  BEnERIi! 

I.  QUICKER  AND  EASIER  TO  INSTALL.  2.  SERVICE-PROOF. 

3.  KEEPS  PROFITS  INTACT  FOR  YOU  DUE  TO  REDUCE  CALL-BACKS. 

ADVERTISING  MATERIAL  AVAILABLE:  Cuts.  Mats.  Literature! 


•  Introducing 
the  Hew  Sensutionai 
BUS! HESS  BUUBER 

paramount 

ALL-ALUMINUM 

CilSENEWT  MM  WIDOW 


With  the  EXCLUSIVE  FULL  LENGTH 

PIANO  HINBE  feature 


Some  other  Outstanding 

1.  Full  Lei^th  PIANO  HINGE.  S. 

Permits  easier  cleaning  from 
the  outside. 

2.  EXTRA  HEAVY  EXTRUSIONS 

(#63  ST.  5  Alloy  Extrusions). 

3.  SPECIALLY  DESIGNED  SPONGE 

RUBBER  6 

To  affect  a  perfect  seal  be¬ 
tween  Casement  window  and 
storm  window.  Eliminates  _ 

Window  Condensation. 

4.  FULLY  EXTRUDED  Weather  8. 

Stripping  installed  on  each  9. 

Window  Vent  opening  for 
positive  seal.  10. 


Selling  Features 

Specially  designed  rubber  ex¬ 
trusion  to  seal  ond  secure 
glass  in  plate,  for  permanen¬ 
cy.  And  permitting  simple  re¬ 
placements  of  broken  gloss  by 
home  owners. 

Designed  for  Single,  Double 
thick  and  Demiplote  for  Pic¬ 
ture  Windows. 

Controlled  ventilation. 

Droft  Free. 

Reenforced  for  permanent 
rigidity. 

Priced  Right. 


3ft  aluminum  products  corp. 

JfJ  it  I  it  111  U  U  II  I  180-11  Jamaica  Ave.,  Jamaica,  L.  UN. 
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Our  cover  for  August  pictures  the  becnitilul 
residence  of  Mr.  Colin  D.  Smith,  346  Derwyn 
Road.  D.'exel  Hill.  Pa.  While  originally  the 
customer  contracted  only 
for  the  front  to  be  cov¬ 
ered  with  Heather  Stone, 
the  'decision  to  do  the 
entire  iob.  including  not 
only  the  sides,  rear  and 
chimney  but  also  the  gar¬ 
age  (not  shown  in  pic¬ 
ture)  was  decided  upon 
finishing  the  installalion. 

This  application  of  Heath¬ 
er  Stone  was  made  over 
stucco.  The  foundation  of 
the  house  was  originally 
built  with  real  stone, 
which  was  left  untouched.  The  stone  used  was 
the  Balmoral  Bhie  Gray  pattern  which  har¬ 
monize  with  the  existing  stone  foundation  and 
is  a  quiet,  dignified  stone  especially  fitting 
for  a  better  residential  properly  of  this  kind. 
The  installation  was  made  by  J.  E.  Rowland 
and  Company,  Inc.,  Philadelphia,  Pa.  Heather 
Stone  is  manufactured  and  sold  by  National 
Heather  Stone  Inc.,  2105  E.  Gillingham  Street, 
Philadelphia  24.  Pennsylvania. 
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Combination  door.  The  light  weight 
door  with  the  heavy  wall  thickness. 

No  buckle,  no  twist,  no  stick. 

Available  in  1-pane  or 
2-pane  styles. 

All  dealers  who  are  interested  in 
more  sales  and  more  profits, 
send  today,  for  complete 
information.  Don’t  wait.  Ask 
about  the  new  “Finesse"  awnings  too. 


STATE  STORM  WINDOW  CO.,  INC. 

131  Shonnard  St.,  Syracuse,  N.  Y. 


•  • 


Every  house  is  wonderful  with 
“Finesse."  Windows  are  available 
assembled  or  KD.  With  KD  plan 
total  cost  is  under  $10.00  for  24  x  24 
2-lights.  This  includes  all 
materials:  glass,  screens,  labor,  etc. 
Remember  that  low,  low  price. 


Combination  window.  Full  extruded 
aluminum.  Self-storing  and 
interchangeable— glass  or  screen  on 
top,  bottom,  in,  or  out — with  sliding 
inserts.  Overlap  or  blind-stop. 
Special  weather  seal  cams. 

Easily  installed. 


The  beauty  of  them  all.  The  “Finesse’ 
offers  dealers  three  most  important 
features— Quality,  Price,  Delivery! 
And  of  course,  the  result  has  been 
MORE  SALES,  MORE  PROFITS. 


•  • 


jinem. 


•• 


The  building  boom  still  retains 
much  of  its  momentum  but  all 
indications  are  that  we  must  ex¬ 
pect  a  slow  decline  in  new  con¬ 
struction  after  IS.'iS.  However, 
there  is  still  a  vast  market  for 
home  improvement  dealers  among 
the  42  million  existing  homes. 
Since  even  rich  America  is  not 
wealthy  enough  to  provide  all  the 
people  who  need  adequate  housing 
with  brand  new  private  homes,  it' 
is  apparent  that  our  rapidly  in¬ 
creasing  population  will  have  to  be 
housed  in  older  homes  that  must 

be  remodeled  and  improved. 

*  *  * 

Today  more  Americans  in  cities 
and  towns  than  ever  before  live  in 
I  their  own  homes — about  67,000,000. 
That  number  includes  all  family 
members  living  in  the  home.  The 
actual  number  of  home-owing  in- 
I  dividuals  is  roughly  27,000,000. 

!  These  estimates  were  made  for 
'  the  United  Press  by  Government 
housing  experts,  the  Census  Bu¬ 
reau  and  private  builders.  All 
agreed  that  housing  conditions  are 
much  better  today  than  in  1937 
w'hen  the  late  President  Franklin 
D.  Rosevelt  saw’  “one  third  of  a 
'  nation  ill-housed.” 

j  ♦  ♦  * 

I  A  spokesman  for  the  Federal 
I  Housing  Agency  said  the  nation’s 
builders  have  constructed  10,000,- 
000  housing  units  since  1940  but 
in  that  period  only  400,000  slum 
and  substandard  houses  have  been 
cut  from  the  nation’s  total. 
“Almost  as  fast  as  we  clean 
I  them  out,  they  pop  up  again  some- 
!  place  else,”  he  said. 

The  Census  Bureau  reported 
6,700,000  inadequate  homes  in  1940. 
{Continued  on  Page  72) 
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WALL  TEXTURE 


FOR  ALL  EXTERIOR 
WALL  SURFACES 


ASBESTOS  SIDING 


STUCCO,  BRICK 
SHINGLE,  CINBER 
BLOCK,  CONCRETE 
CLAPBOARD  AND 


•  More  and  more  homes  are  demanding  the 
efficiency  and  economy  of  Sprayed-on-Sidewall 
Mastics . . .  and  more  and  more  applicators  are 
turning  to  PRESTO-MASTIC  because  of  its  depend¬ 
ability  and  guaranteed  satisfaction.  The  tested,  mica- 


FACTORY  REPRESENTATIVES 
WIU  TRAIN  YOUR  SALESMEN 
AND  YOUR  APPUCATORS 


asbestos  base  of  this  amazing  mastic  is  the  most  dur¬ 


able  known  . . .  element-defying  and  long  lasting  in 
its  beauty.  A  single,  low-cost  application  of  PRESTO- 
AAASTIC  beautifies  and  protects  ANY  exterior  wall 
surface  . . .  adding  an  armor-like  coat  that  weather¬ 
proofs  and  insulates  . . .  and  NEVER  needs  painting. 


STERLING  MATERIALS  COMPANY,  INC. 

I860  BROADWAY,  NEW  YORK  23,  N.  Y. 
Presto-Masfic  Division  COlumbus  5-6885 


STERLING  MATERIALS  CO.,  INC. 

1860  Broadway,  New  York  23,  N.  Y. 

Please  rush  at  once  full  information  regarding 
PRESTO-AAASTIC  franchises  and  sales  plan. 


ADDRESS 


The  ‘Orange’  Screen 

The  EaKje-^'v^®Ohk 

Cincinnati  (i)» 
Gentlemen: 

I  am  interested  m  d 

u 

with  The  ‘Orange’ 


.Picher  Company 


Name .  •  •  • 
Firm  ••• 
Business 
Address. 

City - 


State 


Zone . . 
loithin  a 


I  will  hear 


understood 
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Sinte  1843 


It’s  a  chance  to  get  an  exclusive  franchise  on  nation¬ 
ally  advertised  products  that  are  unexcelled  in  quality 
and  made  by  one  of  the  oldest  and  most  reliable  com¬ 
panies  serving  America  since  1843. 


We  have  spent  five  years  planning  this  new  expansion 
to  assure  its  success.  We  have  also  waited  until  the 
aluminum  shortage  w'as  relieved  so  that  we  could  back 
our  dealers  and  distributors  with  a  sufficient  supply 
of  windows  and  doors. 


If  you  are  looking  for  a  good  profit  with  one  of  the 
country’s  leading  manufacturers,  clip  out  the  coupon 
below  and  send  it  today. 


Complete  line  of  aluminum  com¬ 
bination  storm  and  screen  win¬ 
dows  for  Double-Hung,  Casement 
and  Picture  Windows. 


The  fastest  selling  storm  and 
screen  door  on  the  market  today 
available  in  finished  or  K-D 
form,  popularly  priced. 


SCREEN  DEPARTMENT 


The  Eagle-Picher  Company 
Cincinnati  (1),  Ohio 


A  new  business  opportunity  for  sound-thinking  businessmen 


We  are  looking  for  aggressive  dealers 
and  distribntors  for  the  sensational  new 
d^uM^Triple-Slide  Windows  and  Doors 


A  prestige  and  money-making  opportunity  with 
‘Orange’  products  Screen  Department  of  The  Eagle- 
Picher  Company  is  available  for  you.  Here  is  a  brand 
new  proposition  —  one  that  has  never  occurred  before 
and  will  probably  never  occur  again. 


the  Aummim 

and  the  COATING 


TONS  OF 
PRESSURE 


Color  is  FUSED 
to  Aluminum 


with 


m 

PlltEIUMEII 


inlerfMl  crMt< 
McNee  ef 
ffceeewt 
iiMfc 


CHOICE  OF  16  COLORS 
ON  THIS  SIDE 


Arrow’s  Mew  Color-Fused 
Aluminum  Awning  Stock 

Applied  under  tons  and  tons  of  pressure,  ARROW’S  new  PORCENAMEL 
finish  is  actually  /used  to  the  metal — forming  an  inseparable  bond  between 
the  beautiful  protective  triple-coating  and  the  awning  stock. 

Radically  unlike  ordinary  processes  which  merely  place  a  film  of 
paint  over  the  metal,  pressure-coated  PORCENAMEL  positively  cannot 
chip,  crack,  peel,  bubble  or  craze! 

Thousands  of  pressure-coated  PORCENAMEL  awnings  are  in 
existence  today.  Many  test  units  have  been  in  use  since  1945 — under  the 
severest  weather  conditions. 

PORCENAMEL  color-fused  aluminum  costs  no  more  than  ordinary 
materials.  It  makes  sense  to  the  consumer  and  protects  your  investment 
in  the  finished  awning. 

Get  the  whole  story  on  ARROW  coils,  both  solid  colors  and  Twintv»ne 
with  ARROW’S  PORCENAMEL  finish  today!  Details,  prices,  samples, 
engineering  and  merchandising  consultation  without  obligation.  Just 
drop  us  a  line. 

y*ar*  of  occofoitWod  scfoiOMc  foWt  ero  yw  suoroo- 
foo  of  taHtfacHom  mdor  ovoa  Mvorotf  of 

woaHtor  oocf  wo. 
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90  Million  Pounds  of  Alnminum 


Available  to  Mfrs.  In  3id  Qnartef 


'p'HE  General  Services  Adminis- 

tration  reported  recently  that 
more  than  90  million  pounds  of  pri¬ 
mary  aluminum  will  be  available  to 
independent  fabricators  during  the 
third  quarter  of  1953. 

It  said  the  metal  will  come  from 
the  three  major  producers — Alumi¬ 
num  Co.  of  America,  Reynolds  and 
Kaiser — and  will  represent  an 
amount  left  over  after  the  filling  of 
stockpile  purchases  and  set-asides 
for  Atomic  Energy  Commission 
and  Defense  Department  pro¬ 
grams. 

Total  production  of  primary  alu¬ 
minum  in  the  third  quarter  will 
be  more  than  650  million  pounds, 
of  which  some  220  million  will 
come  from  new  facilities. 


Independent  Producers 


GSA  said  construction  under  the 
“first  and  second  rounds  of  the 
aluminum  expansion  program  is 
al)out  75  per  cent  completed.”  It 
spoke  of  efforts  to  interest  inde¬ 
pendent  producers  in  “third-round” 
expansion  and  noted  that  one  such 
contract  has  been  signed  with  the 
Harvey  Machine  Co.  of  Torrance, 
Calif. 

“Actually,  the  90  million  and 
some  pounds  of  primary  aluminum 
(pig,  ingot  and  billets)  to  be  sold 
by  the  three  producers  to  non- 
integrated  users  during  the  third 
quarter  is  greater  by  some  18  mil¬ 
lion  pounds  than  the  amount  they 
are  required  to  sell  to  such  users 
under  the  two-thirds  rule.”  GSA 
said. 

“The  18  million  pounds  to  be  sold 
to  non-integrated  users  over  the 
minimum  required  by  the  contracts 
brings  the  total  for  the  quarter  to 
approximately  the  same  amount  of 
primary  aluminum  available  to 


non-integrated  fabricators  during 
the  present  quarter.” 

Sharp  cuts 


must  reserve  for  Government  use 
during  the  last  quarter  of  this 
year. 

In  announcing  fourth  quarter  al¬ 
lotments  of  steel,  copper  and  alu¬ 
minum  under  the  Defense  Mater¬ 
ials  System,  Office  of  Defense  Mo¬ 
bilization  officials  pointed  out  that 
the  allotments  are  less  than  the 
third  quarter  figures  by  20  per  cent 


*1  ^ 


tion  that  wi 
spring  were  i 


tial  declines  in 
trolled  metal 


New  Ho 
Encoora 


PRESIDENT 
Congress  af 


islation  for  th 


surpassed  the 


nation’s  home 


Spokesmen  f 


ciation  of  ht 


hardly  contain 


“This  is  e^ 


asked,”  .said  oi 


At  the  top 


was  a  provis 


President  to  cu 


PAC 


FHA-guarante 
$12,000  to  5  p 
Mr.  Ei.senhow  ' 

turity  teiTOs  or 
thirty  years. 

Al.so  in  the 
that  in  effect  1< 

V.A.-insured  mortgages.  •  OUffHew 
have  cried  loud  and  long  that  the 
May  18  V.  A.  ban  on  such  discounts 
have  halted  consti  uction  of  homes 
for  veterans. 

Dropped  from  the  bill  before  it 
was  finally  approved  was  a  pro¬ 
vision  to  force  builders  to  give  F. 
H.  A.  and  V.  A.  home  buyers  a  one- 
year  warranty  against  “shoddy” 
construction.  Builders  protested 
that  unscrupulous  and  “fly-by- 


etion  in  the 

next  twelve  months. 

Representative  Jesse  P.  Wolcott, 
chairman  of  the  Hou.se  Banking 
Committee,  said  the  law  would 
allow  builders  to  “build  all  the 
houses  that  the  economy  will  ab¬ 
sorb.” 

The  law'  gives  the  Federal  Hous¬ 
ing  Administration  the  authority 
to  gurantee  another  $1,500,000,000 
{Continued  on  Page  74) 
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DISTRIBUTORS; 

A  few  key  cities  still  open 
for  active  distributorships. 
WRITE  TODAY 
for  complete  details. 


ADJUSTABLE  RAISED 

to  any  position,  from  inside  for  moximum  light  in  winter, 
or  outside  the  building.  on  cloudy  days  year  'round. 


itection 
V  olike. 


AWNINGS 


OLDING  feature,  alone,  is  enough  to  keep 
ir  out  in  front  .  .  .  ahead  of  competition  .  .  . 
^  gets  rough. 

IE*  of  the  features  which  make  it  easy  for 
o  close  more  sales  ...  in  less  time  .  .  .  extra 
tra  PROFITS! 

iblished,  aggressive  dealer . .  .  interested  in 
mey  . . .  real  money  . .  .  this  year  —  and  if 
ell-known,  nationally  accepted  product  that 
«.«;signed  . .  accurately  engineered  .  .  .  care¬ 
fully  built ...  and  PRICED  TO  SELL  .  . . 

Then  .  .  .  write  us  on  your  letterhead  today  . . .  for  facts  about  a 
Ron-del*  dealership  in  your  city.  Get  started  NOW  in  this 
rapidly  growing,  highly  profitable  field. 


Penthouse,  Reserve  Loan  Life  Building, 
Dallas,  Texas. 


♦Registered 


Pat.  No.  2378139 


&  Home  Improvement  Dealer 


90  Million  Pounds  of  Alnminum 
Available  to  Mfrs.  In  3rd  Quarter 


'pHE  General  Services  Adminis- 

tration  reported  recently  that 
more  than  90  million  pounds  of  pri¬ 
mary  aluminum  will  be  available  to 
independent  fabricators  during  the 
third  quarter  of  1953. 

It  said  the  metal  will  come  from 
the  three  major  producers — Alumi¬ 
num  Co,  of  America,  Reynolds  and 
Kaiser — and  will  represent  an 
amount  left  over  after  the  filling  of 
stockpile  purchases  and  set-asides 
for  Atomic  Energy  Commission 
and  Defense  Department  pro¬ 
grams. 

Total  production  of  primary  alu¬ 
minum  in  the  third  quarter  will 
be  more  than  650  million  pounds, 
of  which  some  220  million  will 
come  from  new  facilities. 


Independent  Producers 

GSA  said  construction  under  the 
“first  and  second  rounds  of  the 
iUuminum  expansion  program  is 
about  75  per  cent  completed.”  It 
spoke  of  efforts  to  interest  inde¬ 
pendent  producers  in  “third-round” 
expansion  and  noted  that  one  such 
contract  has  been  signed  with  the 
Harvey  Machine  Co.  of  Torrance, 
Calif. 

“Actually,  the  90  million  and 
some  pounds  of  primary  aluminum 
(pig,  ingot  and  billets)  to  be  sold 
by  the  three  producers  to  non- 
integrated  users  during  the  third 
quarter  is  greater  by  some  18  mil¬ 
lion  pounds  than  the  amount  they 
are  required  to  sell  to  such  users 
under  the  two-thirds  rule.”  GSA 
said. 

“The  18  million  pounds  to  be  sold 
to  non-integrated  users  over  the 
minimum  required  by  the  contracts 
brings  the  total  for  the  quarter  to 
approximately  the  same  amount  of 
primary  aluminum  available  to 


non-integrated  fabricators  during 
the  present  quarter.” 

Sharp  cuts  in  military  produc¬ 
tion  that  will  take  effect  next 
spring  were  reflected  by  substan¬ 
tial  declines  in  the  amounts  of  con¬ 
trolled  metals  which  producers 


PRESIDENT  EISENHOWER  and 

Congress  approved  housing  leg¬ 
islation  for  the  coming  year  that 
surpassed  the  fondest  hopes  of  the 
nation’s  home  builders. 

Spokesmen  for  the  national  asso¬ 
ciation  of  home  builders  could 
hardly  contain  their  delight. 

“This  is  even  more  than  we 
asked,”  said  one. 

At  the  top  of  the  builders’  list 
was  a  provision  permitting  the 
President  to  cut  down  payments  on 
FHA-guaranteed  mortgages  under 
$12,000  to  5  per  cent.  It  also  lets 
Mr.  Eisenhower  extend  the  ma¬ 
turity  terms  on  these  mortgages  to 
thirty  years. 

Also  in  the  new  law  is  a  clause 
that  in  effect  legalizes  discounts  on 
V.A.-insured  mortgages.  Builders 
have  cried  loud  and  long  that  the 
May  18  V.  A.  ban  on  such  discounts 
have  halted  construction  of  homes 
for  veterans. 

Dropped  from  the  bill  before  it 
was  finally  approved  was  a  pro¬ 
vision  to  force  builders  to  give  F. 
H.  A.  and  V.  A.  home  buyers  a  one- 
year  warranty  against  “shoddy” 
construction.  Builders  protested 
that  unscrupulous  and  “fly-by- 


must  reserve  for  Government  use 
during  the  last  quarter  of  this 
year. 

In  announcing  fourth  quarter  al¬ 
lotments  of  steel,  copper  and  alu¬ 
minum  under  the  Defense  Mater¬ 
ials  System,  Office  of  Defense  Mo¬ 
bilization  officials  pointed  out  that 
the  allotments  are  less  than  the 
third  quarter  figures  by  20  per  cent 
for  steel,  11  per  cent  for  copper  and 
9  per  cent  for  aluminum. 

'This  means  that  correspondingly 
larger  amounts  of  the  three  metals 
will  be  available  for  civilian  users 
during  the  fourth  quarter. 


night”  operators  who  were  guilty 
of  such  practices  had  been  driven 
out  of  business. 

Clongressional  leaders  saw’  the 
new  law  as  a  boon  to  the  real  estate 
market  and  the  national  economy 
generally. 

“It  should  dissipate  the  fears  of 
all  those  who  are  omnisciently 
pointing  to  an  impending  depres¬ 
sion  or  recession.”  said  Senator 
Homer  Capehart,  chairman  of  the 
Senate  Banking  Committee  that 
drafted  a  large  part  of  the  law. 

Mortgage  Money  Market 

Mr.  Capehart  said  the  law’  would 
loosen  the  mortage  money  market 
and  would  permit  a  “reasonable” 
level  of  home  construction  in  the 
next  twelve  months. 

Representative  Jesse  P.  Wolcott, 
chaii’man  of  the  House  Banking 
Committee,  said  the  law’  would 
allow  builders  to  “build  all  the 
houses  that  the  economy  will  ab¬ 
sorb.” 

The  law’  gives  the  Federal  Hous¬ 
ing  Administration  the  authority 
to  gurantee  another  $1,500,000,000 
{Continued  on  Page  74) 


New  Home  Loan  Tenns 
Enconraging  to  Bnildeis 
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DISTRIBUTORS: 

A  few  key  citie?  still  open 
for  active  distributorships. 
WRITE  TODAY 
for  complete  details. 


for  you! 

that’s 

the  picture 

when  you 

sell 

SOLD  DIRECT 
^fom  Factory 
to  Dealer 

^^^y^reZTf:j:r-  : 

th,>  r  .  from  • 

theT^Xf"-  • 

^“•">»ve.hea/v'r:  .* 

japes  Of  the  • 

production  and  * 

^^f'yery  capacity  * 
prices  of  ; 

«  '«'Pe  factory  . 
almost  as  • 

If  it  Were  in  • 
>'«ur  own  ‘ 
•store.  ^ 

FXClUSIVi  • 

ourifrs  .* 

ONLY  ; 


low  PR/Cfj- 

Af  A 


inarK 

NO  INVENTORY- 

needs  of  the  r»  <  •  ''**^*^ 

^ou  have  no 

J'^n'ngs  to  carry  yet  „?  ”r 
oeliverv  nn  ^.^l^^nick 
8ea.sons  «// 


:  OUTSTANDING 

:  QUAUTT  - 

:  txptwiNjj.®  ,„s. 


Strong  Local 
Advertising  Program 


4%  of  the  manufacturer  s 

price  is  for  advertising  m 
your  own  area. 

fAST  DtUVlRT: 

Big  Production  Capacity. 
Normal  delivery— 10  to  14 
days  from  receipt  of  orders 
in  all  seasons. 


•  is  one  of  the 

:  over  15  , 

,  e«pew""  ^ 

•  production 

•  Opacity 

•  been  taxed, 

•  despite  doubled 

,  sales  almost 


•  yearly 

•  New  enlarged 

•  plant  now  in 

•  operation. 


EASY  INSTALLATION  Factory-trained  experts  start  your  crews  off  right  on 
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No  other  Awning  Can  offer  ALL  of  these 
Quality  and  Exclusive  Patented  Features... 


Compare  the 
Quolity 
at  Any  Frite 


i 


STRONG,  PERMANINT, 
SPECIAL  HAT-SHAPED 
CHANNEL  SUPPORTS 
NOT  OVER  24”  APART 


VENTILATED 
AT  THE  WALL  LINE 


PATENTED,  EXCLUSIVE 
CONSTRUCTION  FEATURES 
STRONGEST,  HEAVIEST, 
lASY-TO-ASSEMBLE, 
EXCLUSIVE  CLIP  EVER  USED 


r 

12 

BEAUTIFUL 

L 

COLORS 

SECTIONALLY 

CONSTRUCTED 


Act  Now! 

turn  the  key  today  to 

Full  Awning 
Profits 
for  You  . . 

Mail  inquiry  today 


Charles  Hiern,  Jr.,  Sales  Manager, 

B  &  M  Corp., 

Houma,  La. 

Please  send  me  full  details  on  how  I  can  make 
EXTRA  PROFITS  with  B-M  Aluminum  Awn¬ 
ings. 

Firm  Name: . . . . . . . . . . . 

Address: . . . . . . . 

City: . . . State: . . . 

Signature: . . — - - 

Date: . . . . . .  I 


&  Home  Improvement  Dealer 
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V// 


ADJUSTABLE 


EXCLUSIVE  WITH  LUDMAN 

"Magic  Mullion$"  —  throa  standard  widths  halp 
you  cut  installation  costs  by  saving  tim*! 
Adjustobla,  thoy  parmit  compUt*  flaxibility 
in  making  any  installation  .  .  .  oosiarl  Thoy 
•liminata  Hia  nocouity  of  using  wood  fillar 
strips  .  .  .  mok*  "Uvalling  up"  oasiar.  Amur* 
positiva,  tight  louvar  dosura! 


NEW  TENSION  GRIP 
LOUVER  CLIP^ 


Salvos  jolousio  industry's  oldest  problom! 
Clips  hours  off  glou  installation  time. 
Eliminates  breakage  ond  chipping  .  .  .  gives 
tighter  fit!  Stops  glass  rattle  and 
increases  weather  tightness.  Holds 
glou  securely  in  place,  yet  glass  con 
be  slipped  in  or  out  with  easel 
^patent  applied  for 


THERE'S  A  LUDMAN  DISTRIBUTOR 

NEAR  YOU 


...  to  help  you  get  started  selling 
ludmon  Windo*Tite  Jalousies. 
Distributors  carry  a  ready  stock 
of  jalousies  and  all  the  needed 
supplies  to  help  you  make  any 
installation  you  sell. 


L  U  D  M  A 

BOX  4541,  DEPT. 


BS-8,  MIAMI,  FLORIDA 


V 


i' 


FACTORY  SALES  OfF/C£S;-NEW  YORK  •  BOSTON  •  WASHINGTON,  D.  C. 

.W- 
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all  the  world! 

—  and  we  do  mean  all  the  world! 


From  Saudi  Arabia  to  Siam,  throughout  the  East 
Indies . . .  from  South  to  Central  America, 
throughout  the  America's  —  Ludmon  Windo-Tite 
Jalousies  are  being  used  all  over  the  worldl 
And,  wherever  you  go,  you'll  find  them  the  world 
leader  for  qualityl 

Why  self  any  other  jalousie  when  you  con 
sell  Ludmon  —  the  jalousie  recognized  for 
its  quality  .  .  .  everywhere! 

Ludmon's  advanced  design  and  unrivaled  craftsmanship 
give  you  the  jump  on  competition!  Ludmon 
engineering  and  manufacturing  facilities, 
combined  with  streamlined  distribution,  make 
it  possible  for  you  to  offer  Ludmon  Windo-Tite 
Jalousies  to  your  customers  at  prices 
competitive  with  ordinary  jalousiesi 


ludman'i  advanced  engineering  design  mokes  Ludmon's 
Windo-Tite  Jalousies  practical  in  any  climatal 
They're  engineered  to  the  finest  window 
specifications  —  laboratory  tested  far 
minimum  air  infiltration  .  .  .  less  than 
average  infiltration  through  an  ordinary  window. 
Available  with  interchangeable  inside  screens 
for  summer  —  storm  sash  for  winter. 


LUDMAN  HELPS  YOU  SEU 

Hord  selling  notional  advertising  creates 
product  acceptance.  Hord-selling  dealer 
helps,  folders,  natural  color  photographs, 
lighted  displays,  envelope  staffers,  '  ^ 
portable  displays  . . .  are  all  available 
to  help  you  get  busineu. 


Get  ^lie  FACTS  now! 
Mail  this  coupc^  today^ 


LUDMAN  CORPORATION 

Box  4541,  Dept.  BS-8,  Miami,  Florida 

Name _  —  - 


Company- 
Street _ 


CHICAGO  •  ST.  LOUIS  •  ATLANTA  •  SAN  FRANCISCO 


City. 


Zone- 


Stote. 


&  Home  Improvement  Dealer 
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SHOWER 

TUB 

ENCLOSURE 

KITS 

Under  Your 
Private  Label 


y^E  MANUFACTURE  the  world’s  leading  5  foot  recessed  glass 
aluminum  tub  enclosure.  OUR  sales  reveal  a  tremendous  market 
for  this  product — the  scope  and  potential  of  which,  regardless  of  our 
own  huge  sales  has  hardly  been  scratched.  Overhead  Rollers. 

y^E  ARE  offering  you  the  sensation  in  the  tub  enclosure  field — at  the 
”  LOWEST  PRICE  IN  THE  ENTIRE  INDUSTRY  ...  a  price  so 
low  that  YOU  can  compete  with  any  tub  enclosure  in  the  U.  S.  You 
can  now  ride  in  on  the  ever-growing  glass  tub  enclosure  market. 

^HE  tub  enclosure  K.  D.  (knocked  down)  kit  we  offer  is  furnished  to 
you  complete.  Top  and  bottom  rail,  side  jambs,  screws,  neoprene 
rubber  glass  channel,  cadmium-plated  ball  bearing  rollers,  which  we 
attach  to  the  glass  frame,  handles,  and  instructions.  Our  aluminum  is 
extra  heavy,  heat-treated,  rust-proofed  and  highly  polished  for  the 
fastidious  American  housewife  who  wants  to  glory  in  her  housekeeping. 
All  parts  are  completely  and  fully  machined.  YOU  DO  NOT  NEED 
TO  INVEST  IN  ANY  MACHINERY  OR  TOOLS.  No  drilling;  No 
Mitering!  You  only  need  to  furnish  7/32"  glass.  To  prevent  damage, 
we  sleeve  all  parts.  Each  K.  D.  kit  comes  individually  cartoned.  All 
extrusions  have  fluted  design. 

Y^UR  profit  is  unlimited.  Look  below  at  your  low  costs  for  K.D. 

kits.  Order  your  K.D.  kit  now  and  see  for  yourself  the  profit  possi¬ 
bilities  awaiting  your  action.  Prices  to  dealers  are  as  follows: 


1  to  5  Units 

$38.00  each 


6  to  1 1  Units 

$36.50  each 

Prices  sllghtb'  higher  west  (4  the  Rockies 


12  Units 
$35.00  each 


F.  O.  B.  Chicago,  Denver,  Los  Angeles,  San  Francisco,  New  York  City 
Write  Dept.  K  for  complete  details  NOW 

SHOWER  ENCLOSURES,  INC. 

MAIN  OFFICE 

6351  N.  Mafnolia  Ave.  Chicago  40,  Illinois  Phone  BRiargate  4-3070 

Divisional  Offices 

E.  H.  Umbert  &  Co,  122  E.  42nd  St,  New  York  17,  N.  Y. 

Western  Beauti-Dor  Co,  12  E.  20th  Ave,  Denver,  Colo. 

Arthur  C.  Maryon  Co,  Western  Mdse.  Mart,  1355  Market  St.,  San  Francisco 
John  L.  Lyons  Co,  1472  Beaudry  Blvd,  Glendale  8,  Calif. 


NOTE:  Several  exclusive  franchise  disrtihutor  territories,  present¬ 
ing  NOT  less  than  1,000  kd.  kit  unit  sales  per  month  are  available 
to  foresighted  businessmen  not  scared  of  yearly  sales  in  seven  figures.  On 
franchise  territory  contracts  we  turn  over  all  business  in  territory  to  our 
franchisee  and  II^E  pay  freight  and  advertising.  If  you  have  confidence  in 
your  business  ability  and  if  you  have  the  weight  to  handle  sales,  then 
write,  wire  or  phone  for  deuils.  PRINCIPALS  ONLY, 


Hints  To 
SALESMEN 


(From  an  orticle  on  specialty  selling) 

The  average  salesman  is  very 
much  like  a  good  big  league 
pitcher.  He  is  a  master  when  it 
comes  to  pitching  a  sale  across. 
Yet,  when  he  is  facing  the  offer¬ 
ings  of  a  Sales  Manager,  who  is 
pitching  a  deal  to  induce  the  sales¬ 
man  to  go  to  work  for  him,  he  does 
not  know  how  to  evaluate  the  job 
offered  him.  So  in  self  defense,  he 
agrees  to  report  back  for  work. 

Then  he  answers  all  the  ads  in 
the  paper,  picks  a  sales- job  on  in¬ 
tuition  and  a  glib  sales  manager’s 
talk,  and  when  the  firm  and  the 
product  turn  out  to  be  indifferent,  ' 
he  goes  to  work  in  an  office  or 
shop,  firmly  convinced  that  selling 
is  a  lousy  profession. 


As  every  salesman  knows,  all 
Sales  Managers,  take  over  the  in¬ 
terview,  and  the  salesman  listens. 

After  the  Sales  Manager  is 
through  “Romancing"  the  prospec¬ 
tive  sales-job,  the  salesman  should 
take  over  the  interview  thus-wise: 
Now  Mr.  Sales  Manager  do  you 
mind  if  I  ask  you  a  few  questions? 

Here  is  some  of  the  information 
you  should  try  to  extract  from  the 
sales  manager : 

Find  out  how  long  the  company 
has  been  in  business.  If  it  is  an  old 
company  that  has  stood  the  test  of 
time  and  is  well  organized  and  fi¬ 
nanced  your  chances  or  permanent 
emplc3Tnent  are  considerably  in¬ 
creased  provided  you  are  able  to 
deliver  the  goods.  Ask  in  what 
national  magazines  the  product  is 
advertised.  Advertising  is  a  valu¬ 
able  support  for  salesmen.  Your 
job  will  be  much  easier  if  you  have 
the  prestige  of  a  nationally  adver¬ 
tised  product  behind  you. 

(Contiuued  ou  Page  28) 
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YEAR  IN  THE  STORM  ENCLOSURE  BUSINESS! 

INDED  ORGANIZATION  OFFERING  SPECIAL 
;ERING  AND  SALES  ASSISTANCE 


DISTRIBUTORS 
OR  DEALERS 
WANTED  FOR  K.  D 
AND 

ASSEMBLED 

SALES! 


nUMlNUN  HOME  PRODUGS 

BLOOM  and  ARTHUR  STREETS 
LOUISVILLE,  KENTUCKY 


TRADEMARK 
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•  MORE  SALES 

•  QUICKER  PROFITS 


Eagle’s  NEW  Storm  Window 
(for  double  hung  windows)  Does 
Perfect  Selling  Job  for  Dealers 


Sell  ’em,  Install  ’em,  Forget  ’em.  .  .  .  Thanks  to  the  amazing  simplicity  of  the 
newest  storm  windows  on  the  market  today.  Only  2  working  parts  in  the  entire 
installation  give  all  the  features  of  ordinary  douMe,  triple  and  even  quadruple  track 
windows.  Needs  only  2  tools  to  assemble. 

This  new  storm  window  costs  less  ...  so  you  sell  more!  You’ll  make  more  money 
selling  these  storm  windows  at  a  price  every  storm  window  should  be,  BUT  ISN'T. 

Price  $6.50  k.d.  also  available  assembled 


Eagle’s  NEW  Casement  Storm  Sash 
(AII'Aluminum)  Practically  Sells  Itself 


This  brand  new  Casement  Storm  Window  is  available  for  immediate 
delivery.  .  .  .  Dead  air  space  to  control  condensation  .  .  . 

installed  permanently.  .  .  .  Drafts  through  primary  windows  are 
prevented  by  weather-stripping  seal.  .  .  .  Unlimited  quantity. 

Get  this  valuable  franchise  while  territories  are  available 


MAIL  THIS  COUPON 


I 


EAGLE  ENGINEERING  COMPANY 

P.o  Box  175 

Branctiville  Station,  Maryland 

Please  send  me  complete  information  on  how  I  can  make 
bigger  profits  with  your  Double  Eagle. 

NAME  . 

ADDRESS  . 

CITY  . ZONE .  STATE . 
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lf*«  M  49MMcf  tdmad  for  aluminum  owning  monufacfurort  oftor  Juno  30tfi.  Your  |NO«lucHon  worriot 
oro  ovor  .  .  .  and  to  oro  your  sah$  worriot  if  you  lot  ROIL  COAT  glorify  your  {w^ucli  ... 
Thit  rovolutionory  now  confinuout  cooling  |>rocott  for  aluminum  coil  tMp  givot  you  S<HID 
WHITE  on  ono  tido,  SOLID  COLOR  on  tho  othor  ...  in  15  goigoout  “DuLux**  colort  by 
DuRoid.  It  oddt  now  oyo  appool .  .  .  buy  oppocrf  .  .  to  your  owningt.  Tho  whilo  undor- 
cooling  givot  moro  Ught  liriloction  for  brightor  roomt.  And  ROLL  COAT  fwo-cofar 


onomolod  ttrip  octuolly  cottt  LESS  than  you  havo  boon  paying  for  ono  cofor. 


PUT  MORE  SELL  IN  YOUR  AWNINGS  .  . .  START  USING  ROLL  COAT  NOW! 


7  «Olt  coATt 
I 

I  "'ouX" 


INC. 

•HOIAHA 


ROLL  COATER,  INCORPORATED 
PENDLETON,  INDIANA 

Phone  Pendleton  521 


New  Stone  Veneer  Now 
Available  To  Dealers 

Meadowstone  Corp.  after  ex¬ 
haustive  study  and  expensive  re¬ 
search  has  organized  its  produc¬ 
tion  and  application  techniques  to 
a  point  where  they  are  prepared 
to  extend  their  dealerships  on  a 
national  basis. 


The  manufacturer  states  that 
the  following  features  are  exclu¬ 
sive  with  Meadowstone: 

1.  Live  .steam  curing  process 
gives  more  uniform  curing  than 
cast  stone  allowed  to  dry  and  cure 
in  normal  air.  Tighter  adhesion 
of  aggregate  and  cement  eliminat¬ 
ing  future  crumbling.  Uniform  siz¬ 
ing  of  color  in  stones  since  maxi¬ 
mum  possible  fading  takes  place 
in  live  steam  curing  process.  Live 
steam  curing  produces  maximum 
shrinkage  at  one  time  and  no  fur¬ 
ther  shrinking  after  application 
thus  eliminating  craze  marks  on 
stone  and  cracking  at  mortar 
joints. 

2.  Meadowstone,  according  to  the 
manufacturer,  is  40%  heavier  than 
most  cast  stones*  on  the  market 
today. 

3.  Longer  stones  which  do  away 
with  l)ox-like  installations  giving 
buildings  to  which  it  is  applied  a 
true  stone  effect. 

4.  Meadowstone  has  duplicated 
the  original  chisel-out  face  of  real 
stone  with  a  perspective  of  true 
depth. 


5.  To  further  the  appearance  of 
tru  cut  stone,  Meadowstone  also 
has  angle  cut  stones  to  eliminate 
the  monotony  of  only  horizontal 
and  vertical  lines. 

Meadowstone  Corp.,  Dept.  BS,  2 

Atherton  Street,  Yonkers,  N,  Y. 

*  *  # 

New  Line  of  Pamco 
Aluminum  Comb.  Windows 

Pamco  Window  Mfg.  Co.,  Inc. 
formerly  the  Parkchester  Mfg,  Co., 
has  recently  come  out  with  a  new 
low  priced  aluminum  storm  and 
screen  window.  The  window  known 
as  the  “Parkchester  400”  is  a  com¬ 


pletely  new  redesigned  window  fea¬ 
turing  an  overlap  frame,  complete 
self-storing  and  the  new  improved 
glide-o-lock  for  adjustable  ventila- 

If  further  information  is  desired 
about  articles  appearing  in  the 
pages  of  this  magazine  send  a  card 
or  a  letter  to  the  editorial  depart¬ 
ment. 


tion.  Bert  Glaser,  sales  manager, 
says  “Dealer  response  to  this  new 
window  has  been  a  tremendous  suc¬ 
cess.” 

Pamco  Window  Mfg.  Co.,  Dept. 
BS,  1651  E.  233  St.,  New  York  66, 
N.  Y. 

«  «  ♦ 

New  ILCO  Metal  Door  Lockset 

Announcing  a  new  lockset  for 
metal  combination  screen  and 
storm  doors.  Independent  Lock 
Company,  Fitchburg,  Mass.,  states 
that  the  new  set  provides  full  cyl¬ 


inder  lock  security  and  is  virtually 
burglar-proof  in  that,  even  if  the 
outside  knob  is  completely  cut  off 
with  a  hacksaw,  the  door  remains 
securely  locked  and  the  spindle 
cannot  be  pushed  through  from 
outside. 

The  secret  of  this  new,  extra  se¬ 
curity  feature  lies  in  the  cuter 
knob.  No  screws  or  rivets  are  used 
to  fasten  theiknob;  it  is  retained 
by  an  internal  spindle  key  and  can¬ 
not  be  removed  except  by  first  re¬ 
moving  the  inside  handle. 

Another  valuable  feature  of  the 
new  I.  L.  C.  O.  lockset  is  its  ease 
of  installation.  This  is  partly  due  to 
the  ease  with  which  the  lockset  it¬ 
self  can  be  assembled  to  a  door  but 
an  even  more  important  factor  is 
{Continued  on  Page  64) 
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A  WINDOW  FOR 
EVERY  OPENING 


AWNIN* 


1  1  1 

R 

— 

u 

Ci 


JALOUSII 


DOUILt  HUNS 


FIVOTED 


•ASEHCNT 


UTILITY 


■IK  OUR 

CATALOO  IN  iWCET  * 
OR  WRITE  US  FOR 
CONPLETE 
INFORNATION 


mew  Hmns 


ALUMINUM  AWNING  WINDOWS 

EXCLUSIVE  HEAVY-DUTY 
ROTO  OPERATOR  WITH 

BUILT-IN  CAM  LOCK! 


1 

OTHER  FEATURES:  the  frame  is  of  hravicr  alumi. 

NUM  .  .  .  STURojlj  .  .  .  MORE  RIGID.  CKNTCII  OPENATOR. 
OVER  RO  DEGREE  DPENING.  .  .  .  FLUSH  SCREEN  .  .  ■ 
INTEGRAL  DRIP  CAP.  TORSION  BAR  OILITE  BEARINGS.  JIFFY- 
QUICK  SILL  CLIPS  SLIDE  IN  CHANNEL  FROM  EACH  SIDE.  AS 
MANY  AS  NEEDED  AND  WHERE  WANTED.  INTEGRAL  FIN 
COMPLETELY  SURROUNDS  WINDOW.  TAKES  STANDARD 
BRICK  FIN  AND  FIN  TRIM.  COMPLETE  RANGE  OF  SIZES. 

World's  Largest  Manufacturer  of  Aluminum  Casement  Windows 


No  other  Aluminum  Awning 
Window  has  this  built-in  cam 
locking  device.  It’s  a  Ualco  ex¬ 
clusive!  Locks  and  unlocks  auto¬ 
matically  as  the  vents  are  closed 
or  opened.  No  separate  locking 
ofierations.  Safe!  Sure!  Impos¬ 
sible  to  strip  threads  through 
•failure  to  unlock  window  before 
opiening.  The  roto  operator  actu¬ 
ates  both  sides  of  the  ventilators, 
too  .  .  .  they  open,  and  close, 
and  lock  with' a  finger’s  touch. 

Production  has  been  increased 
many-fold  to  meet  the  national 
demand.  You,  like  other  dealers, 
can  enjoy  the  sales  leadership 
Ualco  quality  creates. 

UNION  ALUMINUM  COMPANY.  INC. 

SOUTHERN  SASH  SALES  &  SUPPLY  CO. 

SHEFFIELD.  ALABAMA 


Union  Aluminum  Company,  Inc. 
Southern  Sash  Sales 
&  Supply  Co. 

Sheffield,  Alabama 
Gentlemen: 

Please  rush  technical  data  and  prices. 
Name - — — — 


Address.. 


City- 


JState- 


&  Home  Improvement  Dealer 
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A  SHORICUT  to  % 
THE  BUILDERS  HEART  f 


AMERICA’S  FASTEST  SELLING  WINDOW  and  DOOR  ENCLOSURES 


PRECISION  ENGINEERED  FOR 


MASS  PRODUCED  FOR 


(VA  AND  FHA 

approved) 


(lowest 

IN  THE  ^ 

industry) 


AIR  CONTROL  glass  jolousies  are  fast  becoming  America’s 
favorite  window  and  door  enclousures. 

They  add  BEAUTY  to  any  architecture,  homes,  schools, 
factories,  offices,  hospitals,  etc. 

They  ore  PRACTICAL  —  the  glass  louvers  can  be  locked  in 
ony  position  allowing  100%  ventilation,  or  AIR  CONTROL’S 
"SEAL-TITE”  feature  keeps  out  the  most  severe  weather. 
Using  AIR  CONTROL’S  standard  sizes  in  single  units  or  in 
combinotion  keeps  cost  low.  Completely  assembled  units 
individually  pockaged  make  storing  easy  and  installotion 
is  minimized  and  there  is  little  or  no  maintenance,  no 
painting,  no  glazing,  no  dry  rot. 

Made  of  heavy  gauged  63-ST5  aluminum  extruded  frames, 
welded  corners,  4"  penciled  edged  glass  louvers  in  clear 
or  obscure  gloss. 


FOR  FURTHER  INFORMATION, 

PRICES  AND  INSTALLATION  DETAILS, 

WRITE  OR  WIRE  TODAY! 

0  P.  0.  417,  AHapottah  Stotioii,  Miami,  Flo. 

Air  Control  Isport  Dopl.,  1401  Congrots  Il4g.,  Miami,  Ha. 
Gontlomon;  DEPT. 

Ploaso  tone!  full  information  about  Glass  BS-2 
Jalousie  Windows  and  Doors. 

Chock  one:  lolklt  □  ClRtfiCter  □  DclICf  □ 


1  iiilf'ii'itipi' 


AIR 

CONTROL 
GLASS 
JALOUSIE 
WINDOW 
and  DOORS 


V* 

.  .  <1  world  s  largest  manufacturer 
of  glass  jaldfjsie  windows  and  doors 


NAME 


ADDOFCC 

riTY 

CTATf 

MINIATURE  SALES  SAMPLE  SHIPPED  ON  REQUEST  $8.50 
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(fou  da  it 


WINKO  ALUMINUM  PRODUaS 

BOX  126,  WOODSIDf,  N.  Y.  STIUWfU  4-7B33 


'liJe.atUe'i- 


7^/ 

ALUMINUM 


\ 


WILSON  ALUMINUM 

STORM  SASH  IN  3  POPULAR  TYPES 


CHtCK 

THESE  FEATURES: 


CI)p-On  Hinge 
Type  Type 


Insert 

Type 


Permanently  installed  outside  of  casement, 
storm  panel  swings  with  ventilator  win¬ 
dows.  ^  N 

Installed  inside,  ventilator  opens  inward  v 

Spring  lock  assures  tight  fitting  insert  on 
swinging  panels  > 

Concealed  locking  device.  No  screvys  or 

catches  visible  \ 

Stainless  steel  hinges  v 

Drip  cap  blocks  moisture  seepage  >  \ 

Metal  weatherstripping  insulates  and 

weatherproofs — blocks  air  passage  >  % 

Refrigerator  type  hollow  rubber  insulator 

surrounds  entire  panel — blocks  air  passage  > 

Full  1  *  dead  air  space  protects  against  cold, 
saves  up  to  25%  on  fuel  —  minimizes  con¬ 
densation  \  \  N 

Easy  to  wash  from  inside  V  >  V 

Smart  appearance  blends  harmoniously  ^ 

with  any  exterior  or  interior  color  v  V  V 

Easy  to  re-glaze  v  v  v 

Sizes  for  all  standard  metal  casements  V  '  V  \ 

Sizes  for  all  standard  jalousies  and  awning 
type  windows  V 

All  Units  Available  Either  Factory  Assembled  or  K-Dfor  E-Z  Glaiz 
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WITH  THE  HEW 

PLAM 


mm  SAIES  •  BIGGER  VOLUME 


Here  are  top  quality  aluminum  storm  windows  at 
prices  far'below  what  you’ve  been  paying.  The  secret 
isTn  Wilson’s  amazing  new  simplified  design  created 
especially  for  K-D  operation.  This  design  makes  as¬ 
sembly  so  easy,  so  simple  that  anyone  can  start  his 
own  profitable  K-D  operation.  No  special  tools  or 
equipment  are  needed. 

We  ship  you  complete  K-D  units,  minus  glass. 
You  do  your  own  assembling  .  .  .  save  on  shipping 


charges  and  factory  overhead.  Buy  and  install  your 
own  glass  to  fit  your  particular  sales  requirements. 
This  keeps  your  inventory  to  the  minimum,  yet  per¬ 
mits  you  to  keep  adequate  stocks  on  hand.  Each 
shipment  contains  all  necessary  frames,  hardware, 
special  glazing  bed  tape  and  splines 

Buying  the  Wilson  E-Z-GLAIZ  way,  your  total  cost, 
including  your  own  glass  and  labor,  will  average 
25%  less  than  regular  factory  assembled  storm  sash! 


ONLY  3  SIMPLE  STEPS  WITH 


Special  tape  for  lining  the  glazing  bed  Buy  your  own  glass,  either 
is  furnished  in  exactly  the  right  width  for  pre-cut  to  size  or  cut  it  your- 

use.  Just  cut  into  desired  lengths  and  lay  self.  Simply  lay  the  pane 

along  the  frame.  The  adhesive  requires  on  the  tape  in  the  glazing 
no  pressure  other  than  that  applied  by  bed. 
the  fingers. 


The  final  operation  is  pressing  the  special  snap-in 
spline  into  place.  Requires  only  fingertip  pressure. 
There,  in  only  seconds,  your  WILSON  E-Z  GLAIZ 
window  is  completely  assembled  and  ready  for  de¬ 
livery!  It’s  fast,  easy,  efficient!  Special  snap-in  spline 
is  furnished  in  either  stainless  steel  or  vinyl  plastic. 


WHY  YOUR  CUSTOMERS 
PREFER  !E-  Z  Gillie 

Wilson  E-Z  GLAIZ  Storm  Windows  can  be  sold  at  prices 


I  Please  send  me  full  details  on  your  E-Z  GLAIZ  Storm  Windows. 


well  below  your  regular  prices  ...  or  you  can  keep  the 
difference  in  profits  for  yourself! 


I  am  a _ dealer _ distributor 


E-Z  GLAIZ  Storm  Windows  have  a  host  of  features  that 
will  appeal  to  your  customers.  They’re  made  for  perma¬ 
nence  .  .  .  easy  to  wash  from  the  inside.  Only  the  best 
materials  are  used  throughout.  Just  check  the  many  fea¬ 
tures  listed  to  the  left — you’ll  find  them  only  in  the  most 
expensive  makes! 


NAME _ 

COMPANY _ 

ADDRESS _ 

CITY _ ZONE _ STAn. 


Home  Improvement  Dealer 
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Hints  to  Salesmen 

{Continued  from  Page  18) 


Large  national  retail  sales  vol- 
j  ume  is  usually  an  indication  of 
,  how  successful  the  company  is. 

;  If  you  are  interested  in  latching 
I  on  to  a  successful,  fast-moving 
.  outfit,  ask  for  the  figures  in  dol- 
I  lars  or  unit-wise  of  the  company’s 
I  national  retail  sales  volume  and 
I  also  that  of  the  office  or  branch  for 
I  which  you  will  work. 

I  Get  a  line  on  how  the  company’s 
I  retail  price  stacks  up  against  that 
j  of  its  competitor.  An  unwisely 
I  priced  product  sometimes  imposes 
an  unnecessary  handicap  on  its 
salesman.  If  the  company  cuts 
prices  to  meet  competition  who 
stands  the  cut,  you  or  the  com- 
I  pany?  If  it  doesn’t  cut  prices, 

I  that’s  something  to  consider  also. 

You  should  also  inquire  about 
the  extent  of  your  territory  and 
whether  you  have  to  share  it  with 
another  man.  Your  territory  may 
not  be  large  enough  or  too  sparse¬ 
ly  populated  to  be  worth  while. 


It's  no  magic  alchemy  —  it's  better  than  that!  The 
boys  at  Vulcan  have  carefully  planned  the  whole  opera¬ 
tion  from  factory  to  fabricotor.  Standard  sides  and 
widths  in  specified  lengths  (over  8  foot)  are  shipped  — 
every  sash  easily  made  without  any  waste  or  expensive 
inventory  of  dead  stock.  Makes  all  stock  a  profit  item. 

Vulcan  has  streamlined  their  method  of  shipping  — 
any  size  order  packed  and  shipped  within  a  week! 
Fabricotion  is  simple  and  easy  —  no  expensive  tools 
are  needed.  Trouble-free  installation  will  eliminate 
costly  service  calls  that  cut  deep  into  profits. 

Vulcan's  Superior  Storm  Sash  has  "it".  It's  made  by 
one  of  the  industry's  finest  names  —  VULCAN. 

Mail  coupon,  call  or  wire  today  for  complete  dope  on  how 
you  can  start  coining  dough  immediately. 


VULCAN  METAL  PRODUCTS 

2801  6th  Avenue,  South  Birmingham,  Ala.  Phone  4>5424 


To:  VULCAN  METAL  PRODUCTS, 
Please  RUSH 
complete  information — 
without  obligation — 
and  sample  of  your 
SUPERIOR  Storm  Sash  to 


2801  6th  Ave.,  South,  Birmingham,  Alabama 


NAME 


ADDRESS 


CITY .  STATE 


Your  possibilities  for  advance¬ 
ment  are  extremely  important  so 
ask  whether  promotion  to  assistant 
manager,  dealer,  contact  man,  etc., 
is  made  through  the  ranks,  by 
merit,  or  does  the  company  take  in 
men  from  the  outside  to  fill  these 
positions. 

If  you  feel  yourself  capable  of 
advancing  to  the  position  of  a  deal¬ 
er  find  out  what  your  chances  are 
of  owning  your  own  business,  how 
long  it  would  take  to  become  a 
dealer  and  what  dealerships  are 
open  in  your  territory. 

Of  course,  you  will  inquire  about 
the  commission  rates  and  how  and 
when  they  are  paid.  Some  com¬ 
panies  have  rates  and  methods  of 
payment  that  are  unsatisfactory  to 
salesmen  and  it  is  wise  to  satisfy 
yourself  about  this  problem  in  ad¬ 
vance. 

•  •  • 

Some  salesmanagers  like  to  paint 
a  glowing  picture  of  dazzling  finan- 

{Covtinued  on  Page  80) 
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KEYSTONE  ALLOYS  COMPANY 


l„tY  HOIHt  0WH« 

for  one  or  more 

_ t^kip  prodocts- 

l^.c  1  • 


SELL  the 


LINE! 


When  you  sell  Keystone,  one  sole  invariably  leads  to 
others.  This  is  why  we  produce  a  complete  line  .  .  . 
Aluminum  Storm-Screen  DOORS,  WINDOWS  and 
SIDING.  Each  has  notional  acceptance  for  outstond- 
^ing  quality,  reasonably  priced. 

KEYSTONE  Storm-Screen  DOORS 

Th*  Only  Door  of  it*  kind  it  is  easily  recognized  by  the 
full  length  Piano-type  Hinge  . .  .  just  one  of  Keystone's 
^  exdusive  features. 

KEYSTONE  Combination  WINDOWS 


Our  products  ore  sold  coast  to  coast  through  successful 
distributors  and  dealers.  If  Keystone  is  not  represented 
in  your  community,  write  us,  let  us  give  you  the  Key¬ 
stone  story. 


Available  in  triple  track  or  conventional  design  they 
have  the  much  desired  Ventilating  Louvers  .  .  .  another 
^  Keystone  feature. 

KEYSTONE  Storm-Screen  CASEMENTS 

Furnished  in  type*  for  either  outside  or  inside  installation. 
Keystone  Storm-Screen  Casements  provide  maximum 
allweather  protection  with  convenient  operation  for 
^  cleaning. 

KEYSTONE  Aluminum  SIDING 


Practically  industrvctible  by  elements  of  weather. 
Multi-coated  and  baked  (not  sprayed)  by  a  process  that 
gives  an  even,  lasting  finish  that  defies  deteriorah'on 
indefinitely.  Keystone's  exclusive  interlocking  flanges 
makes  for  greater  protection  and  more  efficient  installa¬ 
tion  . . .  installotion  starts  fron'  bottom  up.  Available  in 
white  or  pastel  shades. 


&  Home  Improvement  Dealer 
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There  is  no  question  about  it,  gentlemen 
.  .  .  As  the  market  switches  to  the  buyers 
favor,  the  consumer  demands  more  and 
gets  more. 


The  smart  K.D.  operator  or  dealer  can 
meet  this  demand  and  maintain  steady 
profits  if  he  has  the  right  product,  the 
right  price,  the  right  sales  policy,  the 
right  advertising.  We  offer  all  these 
factors  plus  sales  training  in  the  field. 
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SELL  THE 


GET  STARTED  •  GET  SHOWING  •  GET  SELLING 


The  best  looking  extruded  aluminum 
storm  window  ever  designed.  Ribbed 
contour  frame  housing  each  insert  allows 
more  glass  space  than  ever  before. 
"Foolproof"  triple  track  operation. 
Adjustable  sill  is  "leak  proof"  assures  a 
perfect  fit  under  any  condition.  Positive 
interlocking  meeting  rails  on  all  inserts. 
Prowler  proof  cannot  be  opened  from 
the  outside.  Tubular  safety  screen  insert 
frame.  Completely  self-storing  —  inserts 
easily  arranged  —  easily  removed  for 
cleaning.  Many  other  exclusive  money 
making  features. 


5  Year  Customer  Guarantee! 


SAFETY 

SCREEN 


PROWLER 

PROOF 


A  real  sales  closer,  complete 
with  operating  instructions. 


#  Strikingly  beautiful  folders 

#  FREE  newspaper  ad  mats 

#  Dealer  identification  decals 

#  Complete  ad  co-op  plan. 


EASILY 

CLEANED 


REAL 

PERFORMANCE 


Fast  delivery  assured.  Quality 
controlled  from  smelting  to 
finished  product  in  the  largest 
plant  of  its  kind. 


YOUNGSTOWN  WINDOW  AND  DOOR  COMPANY 

706  South  State  St.,  Girard,  Ohio,  Phone  LI  5-5431 


K.D.  OPERATOR  □  DEALER  □ 


NAME 


ADDRESS 


STATE 


&  Home  Improvement  Dealer 


31 


li  you're 
America's 
line  of  anodized  alumi¬ 
num  packaged  storm 
doors,  write  today  for 
Trim-A-Seal  dealer,  dis¬ 
tributor  or  assembly 
plant  information. 


ALUMINUM  AIR-SEAL  MFG.  CO. 

3400  W.  FEDERAL  ST.,  P.  O.  BOX  1355,  YOUNGSTOWN  1,  OHIO 
Phones:  Girard  5-5493—5-5494 


AL  intnoduce^ 

^  Height  and  Mr*  Width ••• 

.r=r’ 


Here  is  an  entirely  new  packaging  program  for  Trim-A-Seal  Anodized 
Aluminum  Storm  Doors.  Vertical  extrusions  cut  to  size  for  a  particular  height  are 
in  one  package;  horizontal  pieces  in  another  .  .  .  complete  with  all  necessary 
fastenings  and  hardware.  To  assemble  a  door  measuring  31"  x  79"  for  example, 
you  merely  take  a  Trim-A-Seal  Width  box  marked  31  and  a  Height  box 
marked  79.  Everything  you  need  is  right  there  with  the  exception  of  the  glass, 
screen  and  kick  plate  ...  no  bother  or  fuss  looking  for  parts,  measuring  and  cutting 
them  to  size.  You  may  pvuchase  any  number  of  widths  and  heights;  they  are 
priced  individually.  There  is  a  door  size  immediately  available  for  the  installation 
you  require,  simply  by  removing  one  width  and  one  height  package  from  stock. 


Reduces  Your  Dollar  Inventory 
Makes  More  Door  Sizes  Available 
Eliminates  Damage  in  Transit 


Fast- drying  ASBES¬ 
TOS-SEAL  minimizes  frost-crack  even 
after  drenching  rain.  Adds  beauty  and 
extra  protection,  too,  at  low  long-range 
cost. 

*  Sun-proof  *  Heat-cold  resietemt  *  Self 
leveling 

*  Peel-,  blister-,  chip-resistant  *  Crack- 
resistant 

*  Unaffected  by  lime  *  Alkali-resistant 

*  Can  be  tinted 

*  Gloss  and  flat  finish  *  8  colors  including 
white 


ytRFlDl 


''Bake- Like"  exterior  re¬ 
finisher  .  . .  spray  applied. 

Recently  introduced  but  already  proven 
tops  in  its  class,  “Bake-Like”  VER-A- 
SPRAY  for  wood,  clapboard  and  similar 
painted  exteriors  gives  better  service  over 
longer  years  than  conventional  applications. 

*  Bake-like  finish  *  Thick,  smooth  coat¬ 
ing 

*  Quick  drying  *  Uniform  weld-like 
adhesion 

*  Color  fast  *  Sunproof  *  Long  lasting 


*  Reduces  total  work-time  to  2-3  days 


*  12  beautiful  colors. 


Pressure-applied  TEXTURED 
COATING  .  .  .  for  any  side- 
wall  surface. 

An  exclusive  forowla  of  indestructible  silicon, 
mica  and  asbestos,  SEAL-TEC  sepercoats 
equal  to  over  10  thicknesses  of  paint.  Seals 
and  beautifies,  rejuvenates  worn,  dirty,  dis¬ 
colored  buildings  making  them  like  new. 

*  Moisture,  cold,  heat  protection  *  Insulates 
interior 

*  Termite-proof  *  Wind-  sun-proof  *  Lime  re¬ 
sistant 

*  Can't  chip  *  Color-fast  *  Super-adhesiee  bond 

*  12  colors  —  3  textures 


Siliconized  WATER  RE¬ 
PELLENT  for  masonry 
.  .  .  applied  by  garden 
spray,  air-pressure  or 
brush. 


This  latest  scientific  de¬ 
velopment  in  protective 
coatings  provides  an  invi¬ 
sible  ^raincoat”  for  masonry  walls.  Prevents 
ugly  black  streaking  and  efflorescence  (white 
staining).  VER-A-SIL  causes  no  change  in 
color  or  porosity  .  .  .  causes  dirt  to  wash 
off  rather  than  soak  in. 

FOR:  Brick  —  Stucco  —  Porous  Cement  — 
Asbestos  Shingles  —  Precast  stone  —  Sand¬ 
stone  —  Terraxzo  —  Terra  Cotta  —  Porous 
Marble  —  TUe  Mortar  —  Cinder  Blocks  — 
Limestone  —  Concrete  Block  —  Mfr'd  Stone 
—  Gypsum  Slag  Blocks  —  Cement  Paint  — 
Water-base  point  surfaces. 


BIG  4 


VERFLEX 


/j/'r  f/rJ  cirr// 


Asbestos  &  Masonry  , 

WATER  REPELLENT  ... 
for  Interiors  and  ex- 
teriors  .  .  .  brush  or  ^ 

spray  applied. 

Fast- drying  ASBES¬ 
TOS-SEAL  minimizes  frost-crack  even 
after  drenching  rain.  Adds  beauty  and 
extra  protection,  too,  at  low  long-range 
cost. 

e  Sun-proof  *  Heat-cold  resistant  *  Self 
leeeUng 

*  Peel-,  blister-,  chip-resistant  *  Crack- 
resistant 

*  Unaffected  by  lime  *  Alkali-resistant 

*  Can  be  tinted 

*  Gloss  and  flat  finish  *  8  colors  including 
white 


VERFLEI  SALES  CORP.^ 

1T7  Moonochim  Avunue 
Carlftodt,  Nuw  Junuy 


Verftex  Seles  Corp.,  Cerlstedt.  N.  J. 

Send  full  particulars  on  a  VERFLEX  operation  to: 


We  are  Dealers  —  Distributors 

Manufacturer's  Reps  Other 
We  ore  (are  net)  familiar  with  protective-coatings  sales  and  | 
application.  I 
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WHO  SHOULD  BS  DISTRIBUTIliO 


?  r  on  exclusive  big  fwrilory  bosb)  '  f : 

the  ALWINTIfE  LINE 

comjM'Mtiefl  sterni  wi 


er^ 


GENERAL  BRONZE  CORPORATION,  the  world’s 
largest  producer  of  aluminum  windows,  is  now  ready 
to  appoint  additional  large-territory  K-D  distributors 
for  its  Alwintite  combination  windows  and  doors. 

If  you  have  a  hard-hitting,  aggressive  retail  sales  or 
dealer  organization,  or  are  well-rated  and  in  a  position 
to  establish  such  an  organization,  it  will  pay  you  to 
investigate  the  profit  possibilities  of  our  Alwintite 
franchise. 

To  the  right  organization  in  each  territory,  Alwintite 
offers  a  terrific  10-point  sales- stimulating  program. 

Backed  by  the  resources  and  40-year  reputation  of 
General  Bronze  for  fine  quality  window  products, 
Alwintite  today  is  America’s  leading  combination 
window.  For  complete  details,  write  to  Dept.  BS  538 
or  phone  Garden  City  3*4400. 


ALUMINUM  COMBINATION 

INDOWS  AND  ^OORS 

ALWINTITE  DIVISION 

RAL  BRONZE  CORPORATION 

Stowort  Avmiu*,  GordMi  City/  N.  Y. 
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Dealers  &  Distributors  Find  Huge 
Profits  In  New  Jalousie  Sales  Plan 


ALENCO  Proven  Sales  Plan  Offered 
To  Selected  Firms  Throughout  Nation 


Here  is  your  opportunity  for  greater  profits  with  the  ALENCO  SALES  PLAN. 
This  plan,  tested  and  approved  by  163  dealers  in  the  Southwest,  is  now  being  offered 
to  you.  You  can  enter  the  profitable  jalousie  market  with  this  comprehensive  sales 


plan  .  .  .  and  start  making  money 
at  once. 


ALENCO  Means  Profits 

An  ALENCO  DEALERSHIP,  or  dis¬ 
tributorship,  means  high  profits  and  large 
dollar  volume.  ALENCO  dealers  are  es¬ 
tablished  directly  by  the  manufacturer. 
A  constant  flow  of  sales  help,  advertising 
material  and  dealer  promotions  is  fur¬ 
nished  dealers  by  the  manufacturer  .  .  . 
thus  saving  the  distributor  this  expense. 

ALENCO  distributors  supply  dealers 
from  their  inventory  of  KD  units.  This 
method  of  distribution  means  faster  serv¬ 
ice  for  the  dealers  and  established  out¬ 
lets  for  the  distributors. 


Proof  of  Profits! 


Here's  an  actual  example  of  a  typical 
job.  The  installation  above,  including  all 
labor,  materials,  and  ALENCO  Jalousies. 


Product  Cives 
Lifetime  Service 


9  Extruded  Aluminum  Frame 

9  Easily  and  Quickly  Adjusted  in  Width 
9  Easily  Assembled  With  Only  S  Screws 
A  Trouble^ree  Worm  Gear  Operators 
G  Hurricane  Froof  Construction 
G  Easily  Removoble  Screens  and  Storm  Sash 


figures  as  follows: 


Tremendous  Market 

Every  house  with  a  porch  is  a  prospect. 
Extra  rooms  are  needed  by  most  families, 
but  construction  costs  are  high.  ALENCO 
Jalousies  inexpensively  transform  a  porch 
into  an  extra  room  that  can  be  used  the 


Retail  Sales  Price  1331.12 

Actual  Cost  198.60 


GROSS  PROFIT  $132.52 

67%  MARK-UP  OVER  COST! 


Get  Started  Now 

Here’s  a  deal  that  brings  you  high  prof¬ 
its,  with  large  dollar  volume  in  a  tre¬ 
mendous  market.  The  ALENCO  glass 
Jalousie  and  sales  plan  have  proven  to 
be  money-makers.  Tear  out  the  card  .  .  . 
mail  it  today  .  .  .  we  pay  the  postage. 


year  'round. 

Another  fast  growing  market  is  new 
home  construction.  Builders  and  con¬ 
tractors  find  ALENCO  Jalousies  give 
their  homes  a  fresh  new  sales  appeal. 
Jalousies  are  also  winning  popularity  in 
commercial  and  industrial  construction. 

Dealers  Are 

Not  Forgotten 

ALENCO  dealers  are  supported  with 
conventions,  sales  training  programs  and 
national  consumer  advertising  campaigns 
.  .  .  all  designed  to  back  them  up  and 
put  these  dollar  profits  into  their  pock¬ 
ets.  Your  dealer  salesmaster  includes: 
advertising  material,  floor  displays,  signs, 
decals  and  many  other  tested  and  proven 
sales  aids. 


MAIL  THIS  COUPON  NOW! 


FIRST  CLASS 
Permit  No.  4519 
Sm.  34.9  P.  L.  &  R. 

HOUSTON,  TEXAS 


BUSINESS  REPLY  CARD 

No  Postage  Stomp  nocossary  if  mailed  in  the  United  States 


POSTAGE  WILL  BE  PAID  BY 

ALBRITTON  ENGINEERING  CORPORATION 
2501  WtOXTON  ROAD 
HOUSTON  5,  TEXAS 


Prominent  Houston  Dealer,  E.  S. 
LeGaye  says,  “ALENCO  jalousies 
coupled  with  the  ALENCO  proven 
sales  plan  are  an  unbeatable  profit 
producing  combination.” 


DON'T  MISS  THIS 


GLASS  JALOUSIE  DEALER 

MAKE  SOME  REAL  MONEY 


RETURN 

THIS 

CARD 


ps 


OflTS 


TKIMIMDOUS  MARKET 

advertising  assistance 

sAtes  PI*" 


p» 


AUtmON  ENOINiEIINO  COVORATION 
SS01  WIOXTON  ROAD 
HOUSTON  5,  TEXAS 


START  MAKING 
PROFITS  NOW 


Please  tend  me  more  information  on;  □  The  ALMCO 
distributorship  plan  [j  The  AL^ICO  proven  dealer  sales 
plan.  I  understand  that  this  information  will  be  sent  to  me 
without  cost  or  obligation. 


Firm  Nome. 
Addrese^ _ 


ALSIITTON  IHGINIIIING  COSSOIATION 

sset  WtOITOM  tOAO.  HOUSTON  S.  TflAt  •  tT«cl>b«rf  l«tl 
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Koiean  Tnice  Not  Expected  To 
Have  Any  EUect  On  Bnsdness 

Outlook  for  the  remainder  of  the  year  considered 
good — Washington  sees  no  stretchout  or  major 
reduction  in  defense  spending. 


^^HATEVER  the  political  sig¬ 
nificance  of  the  Koiean  truce, 
most  economic  experts  are  con¬ 
vinced  that  it  will  have  little  im¬ 
mediate  effect  on  business.  The 
civilian  industries  which  are  de¬ 
pendent  on  aluminum  will  prob¬ 
ably  benefit  somewhat  in  the  near 
future  since  it  is  expected  that 
stockpile  demands  may  be  some¬ 
what  reduced.  Combination  storm 
window  and  door  manufacturers 
and  aluminum  awning  manufac¬ 
turers  may  get  a  more  abundant 
supply  of  aluminum  for  the  fourth 
quarter  if  the  truce  goes  through 
as  planned. 

Washington,  with  a  finger  on 
the  nation’s  economic  pulse,  re¬ 
ports  that  the  business  outlook  for 
the  balance  of  this  year  still  is 
good,  that  there  will  be  no  defense 
expenditure  cutbacks  of  major  sig¬ 
nificance  and  that  a  general 
stretchout  in  defense  production 
is  not  in  the  cards. 


Such  is  the  consensus  of  in¬ 
formed  Administration  officials. 
The  impact  of  the  truce  will  be 
largely  psychological,  it  is  felt,  and 
the  Administration  is  counting  on 
the  anticipated  high  level  of  in¬ 
dustrial  activity  to  keep  the  busi¬ 
nessman  in  a  happy  frame  of  mind. 

Advance  Notice 

No  major  event  that  could  affect 
business  could  have  had  more  ad¬ 
vance  notice  than  the  signing  of 
the  truce,  they  pointed  out.  Fur¬ 
thermore,  because  the  truce  sign¬ 
ing  has  been  expected  for  such  a 
long  time,  it  already  has  been 
largely  discounted  by  business, 
they  added. 

Government  spending  will  not 
be  affected  materially,  they  said. 

The  Eisenhower  Administration, 
which  several  times  in  the  recent 
past  has  stressed  that  it  does  not 
expect  any  drastic  change  in  the 
high  level  of  business  activity,  thus 


is  holding  to  that  prediction  after 
the  ti*uce  has  been  signed! 

At  the  Defense  Department, 
spening  officials  said  that  they  do 
not  look  for  any  material  reduction 
in  expenditures. 

Nor  w  ill  there  be  any  stretchout 
of  defense  production,  except  for 
high  consumption  items,  as  a  result 
of  the  truce,  they  said. 

Defense  spending  may  ease  off 
by  $750  million  to  a  billion  dollars 
as  a  consequence  of  the  truce,  and 
providing  the  truce  continues,  they 
said.  This  estimated  reduction  al¬ 
lows  for  the  $200  million  which 
President  Eisenhower  today  asked 
Congress  to  transfer  from  Defense 
Department  funds  to  a  program 
for  the  rehabilitation  of  Korea, 
officials  explained. 

One  economist  high  in  the  Ad¬ 
ministration  .said  that  he  could  not 
believe  that  the  truce  signing  could 
have  been  a  shock  to  any  business¬ 
man,  and  the  effects  will  lie  prac- 
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tically  all  psychological,  he  added. 

Hut,  over  the  longer  run,  through 
the  end  of  this  year,  officials  were 
less  explicit.  To  growing  reports 
that  the  automobile  industry  faces 
a  probable  slough  off  this  fall,  and 
that  construction  activity  also  may 
ease  downward,  the  Administra¬ 
tion  attitude  now  is  one  of  wait  and 
see  what  happens. 

Some  elements  in  the  economy 
are  always  going  up  while  some 
are  always  going  down,  and  these 
are  of  no  concem  unless  they  are 
major  elements,  it  was  said.  The 
decline  in  farm  prices  and  income 
is  considered  such  a  major  ele¬ 
ment  and  is  of  more  immediate 
concern  than  prospects  for  the  auto 
and  construction  industries  later 
in  the  year,  it  was  indicated. 


As  for  construction.  Administra¬ 
tion  economics  do  not  now  look  for 
any  major  drop  this  year. 

Defense  Spending 

Like  most  businessmen,  the  Gov¬ 
ernment  had  laid  its  plans  on  the 
presumption  that  a  Korean  truce 
might  be  a  fact  this  summer. 

Defense  Department  officials,  in 
discussing  the  outlook  for  defense 
spending,  pointed  out  that  the  de¬ 
partment  now  will  reach  some  of 
its  stock  goals  earlier  than  if  this 
fighting  had  continued  in  Korea. 

While  the  .stock  position  of 
some  items  will  be  higher  at  an 
earlier  date  than  if  the  war  had 
continued,  however,  it  would  be 
too  expensive  to  cut  down  mate¬ 
rially  on  procurement  of  these 


items  at  this  time,  it  was  explained. 

The  end  result,  providing  the 
truce  develops  into  an  actual  peace, 
may  be  savings  in  defense  spend¬ 
ing  in  future  fiscal  years.  Except 
for  about  a  billion  dollars  to  be 
saved  this  year,  the  budget  is  but¬ 
toned  down  now,  they  said. 

*  ♦  * 

Aluminum  Ltd.  Joins 
Alcoa  In  Court  Fight 

Ward  Van  Alstyne,  President  of 
Aluminum  Import  Corporation, 
New  York,  announced  today  that 
instructions  have  been  given  to 
the  company’s  lawyers  to  apply  to 
the  United  States  District  Court 
for  the  Southern  District  of  New 
York  for  Aluminum  Import  Cor¬ 
poration  to  be  made  a  party  in  the 
case  arising  from  the  petition  filed 
by  the  U.  S.  Department  of  Justice 
on  July  20,  1953.  This  petition 
seeks  cancellation  of  Aluminum 
Company  of  America’s  contract 
with  Aluminum  Import  Corpora¬ 
tion  for  the  purchase  of  600,000 
tons  of  aluminum  during  the  period 
1953  to  1958. 

The  Alcoa  contract  under  attack 
is  the  largest  of  numerous  long 
term  contracts  which  the  company 
has  made  for  the  delivery  of  alu¬ 
minium,  almost  all  from  Canada 
during  the  next  6  or  7  years.  The 
next  largest  single  contract  is  one 
for  186,000  tons  with  Kaiser  Alu¬ 
minum  and  Chemical  Coi^poration, 
while  the  remaining  contracts, 
totaling  more  than  350,000  tons, 
have  been  made  with  various 
United  States  independent  fabri¬ 
cators  and  users. 

Van  Alstyne  recalled  that  Alu¬ 
minum  Limited,  Canadian  parent 
company  of  Aluminum  Import  Cor¬ 
poration,  last  week  stated  its  con¬ 
viction  that  the  Alcoa  contract  is 
not  in  violation  of  the  U.  S.  Anti- 
Trust  laws  nor  of  the  court’s  pre¬ 
vious  decisions.  filing  applica¬ 
tion  to  l)ecome  a  party  to  the  suit,” 
he  said,  “we  seek  the  opportunity 
to  make  our  own  case  in  court  in 
support  of  the  legality  of  the  con¬ 
tract  and  of  our  continuing  efforts 
to  assure  further  long  term  sup¬ 
pliers  of  Canadian  aluminum  for 
the  U.  S.  market.” 


Kitchen  Expert  Tells  How  TV 
Sells  All-Steel  Kitchens 


Mike  Roy,  Lot  Angeles  television  kitchen  expert,  and  Arnold  Rose,  president  of  Colum¬ 
bia  All-Steel  Kitchens,  Burbank,  California,  discuss  the  ways  and  means  of  selling  kitchens 
via  television.  Mike's  workshop  is  this  beautiful  kitchen  designed  just  for  him  by  Columbia. 
Five  days  a  week  Mike  tells  the  Southern  Colifornio  housewives  about  the  advantages  of 
an  all-steel  kitchen.  And  the  response  through  telephone  colls  directly  to  the  television 
station  has  been  more  than  satisfactory,  according  to  Mr.  Rose.  Leads  are  passed  on  to  the 
dealers  in  the  area,  who  follow  up  and  are  able  to  make  the  sole  in  better  than  50%  of 
tbe  cases. 
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Permanent  awning 
with  soft  light  is  built 
into  this  Atlanta,  Go., 
home  through  the  use 
of  beautiful  coral  col¬ 
ored  ber  gloss  plastic 
panels  set  in  alumi¬ 
num  framing.  Panel 
material  is  shatter¬ 
proof  but  translucent. 
This  is  standard  IVi- 
inch  corrugation. 
Photo  courtesy  Libbey- 
Owens  Ford  Class  Co. 


Fiber  Glass  Plastic  Panels  for  Daylight  Awnings 
and  Skylights  Open  Promising  Field  for  Dealers 


From  Data  Furnished  by 
Corrulux  Division 

Libbey-Owens-Ford  Glass  Company 


JpiBROUS  glass  reinforced  plas¬ 
tics  now  being  used  extensively 
in  awnings,  skylights,  patio  screens, 
partitions,  and  shower  doors  are  a 
real  glamor  development  from  a 
World  War  II  necessity. 

Believe  it  or  not,  they  had  their 
start  in  the  frantic  search  for  a 
material  which  would  help  solve 
some  of  the  problems  which  came 
along  with  “self-sealing”  gasoline 
tanks  for  airplanes  in  the  rather 
dark  days  of  1942.  The  fuel  c^lls 
depended  on  natural  rubber  imbib¬ 
ing  gasoline  to  swell  and  plug  a 
bullet  leak.  The  cells  originally 
were  housed  in  metal  but  the  metal 
would  flare  and  flower  so  as  to 
counteract  the  sealing  efforts  of 
the  cell  structure.  So  the  chemists 


went  to  bat  to  make  a  laminated 
plastic  using  glass  cloth  as  a  safety 
layer.  To  make  the  necessary  large 
laminates  they  had  to  come  up  with 
low  pressure  resins  and  new  mold¬ 
ing  techniques.  So  there  is  where 
polyesters  and  fiber  glass  were 
brought  together  into  a  new  prod¬ 
uct  which  has  opened  up  a  tre¬ 
mendous  new’  field. 

High  Tensile  Strength 

Usually  the  panels  are  made  in 
the  same  cori*ugations,  widths  and 
lengths  as  corrugated  iron,  alumi¬ 
num  and  asbestos.  They  are  usually 
l/16th-inch  thick.  They  admit  dif¬ 
fused  sunlight.  Thcry  look  fragile 
but  have  ‘amazing  resistance  to 
shattering  and  high  tensile 
strength.  Each  square  foot  con¬ 
tains  an  average  of  two  ounces  of 
the  textile  type  continuous  fiber 
glass  or  28  miles  of  the  fiber,  but 
the  finished  product  weights  only 
eight  ounces  to  the  square  foot. 


The  polyester  resin  which  makes 
up  approximately  70  per  cent  of  the 
bulk  of  the  fiber  glass  panel  unit 
is  a  thermo-setting  plastic,  which 
means  that  once  molded  and  cured 
it  cannot  be  reheated  or  reformed. 
But  this  gives  it  great  advantages. 
It  can  be  cut  with  an  ordinary  saw, 
drilled,  nailed  into  place — installed 
with  a  hammer  and  screwdriver. 

There  are  as  many  plastics, 
maybe  more,  than  metals.  Their 
properties  differ,  too,  as  much  as 
metals.  Some  plastics  are  good  for 
interior  use  only,  a  few’  can  with¬ 
stand  the  outside  elements.  Some 
pasties  have  a  narrow  temperature 
range  and  others  a  wide  range. 
Some  are  chemically  resistant  and 
others  are  easily  dissolved. 

The  polyester  resins  used  in 
these  panels  have  show'n  unusual 
chemical  and  physical  characteris¬ 
tics.  They  have  high  strength  at 

(Continued  on  Page  70) 
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River  Laws  Are  a  Menace 


Charles  J.  Caudle 

This  is  the  first  of  a  series  of 
articles  on  the  "Green  River" 
problem  by  Charles  J.  Caudle, 
head  of  Charles  J.  Caudle,  As¬ 
sociates,  a  New  York  public 
relations  and  advertising  firm. 

As  a  graduate  of  house  to  house 
canvassing,  Mr.  Caudle  has  an 
intimate  knowledge  of  the  direct 
selling  industry  and  has  long 
been  aware  of  the  problems  of 
anti-door-to-door  legislation.  His 
views  on  this  vitally  important 
subject  are  set  forth  in  the  fol¬ 
lowing  series. 

■^^HAT  would  you  do  if  you 
couldn't  ring:  doorbells? 

As  a  business  owner,  would 
you  lose  money  .  .  .  g:o  out 
of  business? 

As  a  salesman,  would  you 
lose  your  job? 

If  the  answer  is  “Yes” — and  it 
inevitably  is  when  such  questions 
are  posed  to  members  of  the  Home 
Improvement  Industry — then  you 
should  want  to  do  something  to 
combat  any  legislation  that  keeps 
you  from  ringing  door  bells. 

What  is  this  legislation  that 
seeks  to  prohibit  direct  selling — 
the  ringing  of  doorbells?  Where 
did  it  start?  Why  does  it  exist? 


Anti  -  door  -  to  -  door  legislation 
seeks  to  prohibit  a  person  from  go¬ 
ing  in  upon  a  private  residence  for 
the  purpose  of  selling  merchandise 
unless  the  salesman  has  been  pre¬ 
viously  invited  or  requested  to  do 
so  by  the  resident  of  the  premises. 

Some  twenty  odd  years  ago  the 
town  of  Green  River,  Wyoming 
passed  such  a  law.  Since  that  time 
many  communities,  mostly  small, 
with  50,000  i)eople  or  less,  have 
passed  similar  legislation.  These 
have  been  carbon  copies  of  the 
original  Green  River  ordinance  and, 
appropriately  enough,  all  similar 
legislation  has  subsequently  been 
dubbed  “Green  River  Laws”.  To¬ 
day,  through  common  useage,  most 
people  refer  to  any  restrictive  legis¬ 
lation  against  direct  selling  as 
“Green  River  Laws”,  whether  such 


By  CHARLES  J.  CAUDLE 
Charles  J.  Caudle  &  Assoc. 
New  York.  N.  Y. 


legislation  follows  its  namesake  to 
the  letter,  or  otherwise  seeks  to 
hamper  door-to-door  selling  by  im¬ 
posing  restrictions. 

Green  River  laws  and  restrictive 
legislation  have  their  roots  in 
greed,  or  lack  of  understanding — 
or  lK)th.  For  the  most  part,  the 
retail  business  man.  erroneously 
thinking  that  the  door  -  to  -  door 
salesman  is  taking  away  a  big 
share  of  his  market,  is  the  force 
behind  anti-canvassing  legislation. 
However,  on  occasion,  public  offi¬ 
cials  and  private  citizens  take  it 
upon  themselves  to  “protect”  the 
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to  Your  Business! 


Dozens  of  communities  have  prohibited  door-to-door  selling 
—  Here's  what  you  can  do  to  fight  this  harmful  legislation 


housewife  from  being  besieged  by 
a  “hungry  mass  of  door  bell  push¬ 
ers”.  This  is  especially  true  w’hen 
abuses,  either  real  or  alleged,  oc¬ 
cur  .  .  .  such  as  faulty  products  or 
services  not  made  good  by  the 
salesman  or  his  firm.  When  this 
happens  a  cry  goes  up  from  the 
land  and  the  Green  River  laws  are 
brought  forth  to  hang  all  salesmen 
for  the  mistakes  of  a  few.  In  these 
instances,  the  retail  business  man 
can  conveniently  hide  his  real  ob¬ 
jections  behind  a  facade  of  public 
indignation. 

Case  histories  show  that  often 
times  the  plotting  retail  business 
man  is  highly  organized.  For  ex¬ 
ample:  Recently  in  the  state  of 
Minnesota  the  law  makers  in  com¬ 
munity  after  community  suddenly 
began  introducing  Green  River  leg¬ 
islation  that  contained  the  identical 
phraseology  and  the  same  direct 
sales-killing  restriction.  These 
similarities  could  only  have  hap¬ 
pened  by  design — a  sinister  design 
to  abolish  door-to-door  selling. 

Biggest  Threat 

Thus  we  have  seen  what  is  meant 
by  Green  River  law's — where  they 
started — and  why  they  exist.  You 
can  ponder,  discuss,  and  cuss  taxes, 
credit  regulations,  profit  loss  and 
similar  controvei'sial  issues  from 
here  to  the  end  of  time.  But  the 
stark  naked  fact  still  remains — 
THE  BIGGEST  THREAT  TO 
YOUR  BUSINESS  LIFE  IS  ANTI- 
DOOR-TO-DOOR  LEGISLATION! 

What  are  you  doing  about  it? 
Are  you  guilty  of  causing  Green 
River  laws  to  be  passed — either  by 
acts  of  commission  or  ommission? 


The  overwhelming  majority  of 
the  Home  Iniprovement  Industry 
are  honest,  hard-hitting  business 
men.  They  conduct  their  business 
in  a  manner  that  could  be  readily 
endoi'sed  by  such  recognized  busi¬ 
ness  organizations  as  the  Better 
Business  Bureau  and  the  Chamber 
of  Commerce.  They  are  a  credit  to 
their  industry,  community,  and 
country. 

On  the  other  hand,  there  are  al¬ 
ways  a  few  cheats  and  scalawags 
in  any  business,  be  it  the  medical 
profession,  fanning,  manufactur¬ 
ing,  retailing,  or  selling.  These  dis¬ 
honest  people  are  dangerous,  no 
doubt  about  it.  But  by  the  appar¬ 
ent  token  of  being  dangerous  w'e 
can  readily  identify  them  and 
should  always  be  on  guard  against 
them. 

The  real  problem  here,  however, 
lies  not  with  the  out  and  out  “foul 
balls”,  but  with  acts  of  commission 
committed  the  honest  majority  as 
a  result  of  neglect,  oversight  ov 


misunderstanding.  Such  errors  can 
bring  down  the  wrath  of  legisla¬ 
tors,  unthinking  “do-gooders”  and 
scheming  retail  business  men,  anx¬ 
ious  to  “protect”  the  general  public 
against  direct  selling  “abuses”.  In 
other  words,  unpremeditated  er¬ 
rors  can  often  cause  as  much  dam¬ 
age  as  a  deliberate  attempt  to  do 
wrong. 

While  acts  of  commission  are 
admittedly  bad,  the  greatest  single 
contributing  cause  of  Green  River 
legislation  can  be  directly  traced  to 
acts  of  ommission.  Something 
wasn’t  done!  And  this  doing  noth¬ 
ing  can  take  several  forms: 

(1)  Complacency  —  seeing 
that  something  is  wrong 
but  not  caring  enough 
to  correct  it  or  combat 
it. 

(2)  Lack  of  Vigilance — not 
being  constantly  “on 
the  ball”  to  guard 
against  the  causes  of 

(Continued  on  Page  76) 
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Sell  Home  Incinerators 

Vast  new  market  awaits 
dealers  selling  gas  fired 
waste  disposal  units 


{Photo  Courtesy  Coroaire.  fne.) 


The  gas  incinerator,  a  glamoar  product  easy  and  profitable  to 
sell,  is  popular  with  home  owners  because  it  affords  quick  and 
completely  sanitary  disposal  of  garbage  and  other  refuse. 


by  ARTHUR  W.  CONLEY.  Pres. 
Coroaire,  Inc.,  Cleveland.  Ohio 


'Y’HE  school  l)oy  riddle  “What  has 
four  wheels  and  flies"  and  its 
agre-old  answer  the  “garbage 
wagon"  is  rapidly  disappearing 
from  the  endless  stock  of  jokes  of 
small  school  boys  in  the  Cleveland 
area.  A  bit  of  Americana — the  gar¬ 
bage  can,  the  garbage  wagon,  the 
garbage  man  are  disappearing 
from  the  Cleveland  scene  as  the  re¬ 
sult  of  the  intensive  selling  of 
America’s  newest,  proven  building 
specialty,  the  gas-fired  incinerator, 
which  solves  the  three  times  a  day 
garbage  disposal  problem. 

Test  City 

Since  1951  Cleveland,  Ohio  has 
been  a  test  city  for  the  sale  of  gas- 
fired  refuse  disposal  units  and  ac¬ 
cording  to  statistics  compiled  by 
the  East  Ohio  Gas  Company  which 
seiwices  the  Cleveland  area,  over 
25,000  of  these  units  will  be  sold 
to  Cleveland  home  owners  in  1953. 
Yet  with  gas  customers  totaling 
650,000  saturation  on  gas  inciner¬ 
ators  in  the  Cleveland  area  has 
reached  only  5  percent  so  Ctr.  It’s 
a  tremendous  market  in  Cleveland 
and  one  barely  scratched  in  most 
sections  of  the  nation. 

Not  only  does  the  home  owner 
find  a  gas  incinerator  the  answer 
to  quick,  convenient  and  completely 
sanitary  disposal  of  his  garbage 
and  other  refuse,  but  municipali¬ 


ties,  too,  are  turning  to  this  effi¬ 
cient  and  health  protecting  method 
Six  of  Cleveland’s  suburbs  already 
have  an  ordinance  requiring  new 
homes  to  be  equipped  with  a  dis¬ 
posal  and  other  communities  are 
following  suit — a  real  boon  to  fast 
volume  sales. 

Gas  incinerators  are  both  a 
glamour  product  and  convenience 
appliance.  Simply  installed  in  the 
basement  or  untility  room,  they’re 
fully  automatic,  foolproof  and  sani¬ 
tary.  Cost  of  operation  in  the 
Cleveland  area  is  $8  to  $10  per  year. 
Gas  disposal  units  are  good  busi¬ 
ness  for  the  gas  companies  every¬ 
where.  They  do  not  require  special 
permits  as  heating  equipment,  and 
they  assure  the  gas  companies  a 
utility  of  a  day  to  day  constant 


load.  Therefore,  in  the  Cleveland 
area  the  East  Ohio  Gas  Company 
is  sharing  cooperative  dealer  ex¬ 
penses  for  various  radio,  news¬ 
paper  and  TV  advertising  pro¬ 
grams. 

With  the  gas  company  suport, 
gas  incinerators  are  currently  be¬ 
ing  advertised  during  feature  films 
in  night  time  slots  over  Cleveland 
TV  Station  WEWS  and  in  a  Sun¬ 
day  afternoon  program  known  as 
“Steps  to  Stardom.”  Five  day  a 
week  newspaper  ads,  billboards  and 
radio  spots  with  Gas  Company  fin¬ 
ancial  help  are  creating  tremen¬ 
dous  demand. 

Great  assistance  is  being  ren¬ 
dered  Cleveland  Building  Specialty 
Dealers  by  the  Gas  Company  in  the 
{Continued  on  Page  90) 
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rriHEHE  are  not  many  forms  of 
-L  advertising  today  which  offer 
the  building  specialty  dealer  such 
an  effective,  economical  means  of 
securing  customer  leads  as  direct 
mail  advertising.  It  is  to  your  ad¬ 
vantage  to  learn  all  you  can  about 
this  invaluable  method  of  low-cost 
selling  and  put  it  to  work  for  you. 
Used  wisely,  it  can  soon  prove  to 
be  one  of  your  biggest  business 
builders.  It  creates  active  interest 
in  your  products  and  services  and 
smooths  the  way  to  closing  calls  by 
•  our  salesmen. 

Never  “Too  Busy” 

In  fact,  countless  specialty  deal¬ 
ers  have  discovered  that  direct 
mail  frequently  uncovers  a  pros¬ 
pect  that  a  salesman  cannot  reach. 
No  one  is  ever  “too  busy”  to  read 
a  letter,  or  “not  at  home”  to  the 
mailman.  And  once  your  mailing 
piece  has  been  opened,  it  tells  your 
complete  story  to  your  prospect, 
without  overlooking  any  important 
selling  points.  What’s  more,  direct 
mail  advertising  is  one  of  the  most 
inexpensive  of  all  the  advertising 
media  available.  If,  for  example, 
only  one  actual  sale  was  the  result 
of  a  hundred  mailing  pieces,  it 
would  still  cost  considerably  less 
than  the  value  of  one  of  your  sales¬ 
men’s  time  in  making  a  call  and 
presenting  your  product  to  the 
homeowner. 

In  addition,  sales  appeals  can 
usually  be  pre  -  tested  through 
“sample”  or  “test”  direct  mail  ad¬ 


vertising  at  very  small  cost.  In  this 
way,  hundreds  or  even  thousands 
of  dollars  can  be  saved  because  the 
effectiveness  and  sales  power  of  a 
particular  mailing  piece  is  deter¬ 
mined  beforehand.  All  the  dealer 
does,  is  simply  test  his  appeal  on 
a  small  list.  If  the  results  are  good, 
a  reasonably  accurate  estimate  of 
sales  on  a  larger  list  can  be  deter¬ 
mined  and  the  advertising  budget 
and  circulation  safely  increased. 
On  the  other  hand,  if  the  direct 
mail  “sampling”  shows  poor  re¬ 
sults,  this  is  clear  evidence  that  its 
use  on  a  wider  scale  would  be  un¬ 
justified.  The  advertising  appeal  is 
then  revised  or  re-conceived  for 
additional  small-list  tests  until  the 
results  are  good.  In  this  way,  your 
best  and  most  profitable  sales  ap¬ 
peals  can  be  determined,  at  a  cost 
of  relatively  few  dollars. 

Flexibility 

Another  highly  important  ele- 
m.ent  possessed  by  direct  mail  ad¬ 
vertising  is  its  flexibility.  No  other 
media  affords  you  the  opportunity 
to  concentrate  your  sales  efforts  in 
a  specific  locality,  any  neighbor¬ 
hood,  any  state,  town  or  other  ter¬ 
ritorial  section.  You  cai\  aim  your 
appeal  at  any  class  of  people  or 
any  combination  or  division  of 
classes. 

From  the  viewpoint  of  the  small 
specialty  dealer  or  the  one  just 
starting  his  business,  direct  mail 
advertising  is  of  particular  impor¬ 
tance.  It  enables  him  to  compete  for 


business  on  an  equal  footing  with 
his  largest  and  most  imposing  com¬ 
petitor.  It  is  a  constant,  growing 
source  of  new  business,  and  as  an 
extra  dividend,  it  is  probably  one 
of  the  easiest  and  most  economical 
ways  to  build  goodwill  and  prestige 
for  the  future. 

Planning  Your  Campaign 

In  direct  mail  advertising,  abil¬ 
ity  to  plan  your  campaign  and  pre¬ 
pare  forceful,  effective  advertising 
are  of  more  importance  than  the 
amount  of  money  that  can  be  ex¬ 
pended.  Fortunately,  today’s  man¬ 
ufacturers  cooperate  fully,  and 
every  dealer  has  direct  mail  adver¬ 
tising  resources  of  a  highly  skilled 
and  developed  order  available  for 
his  use.  Nearly  all  his  suppliers, 
he  will  find,  will  be  ready  to  fur¬ 
nish  him  with  productive  material 
and  aid  him  in  every  way  with 
direct  mail  advertising  to  fit  spe¬ 
cific  needs. 

Many  of  today’s  progressive 
dealers,  however,  prefer  to  prepare 
and  print  their  own  material.  In 
this  way  they  afford  themselves 
the  greatest  opportunity  to  pro¬ 
mote  their  company  directly  and 
exclusively  rather  than  a  single 
item  or  group  of  products. 

For  those  companies  who  do  not 
have  manufacturers’  cooperative 
material  immediately  available  and 
are  under  too  great  a  pressure  of 
work  to  do  a  thorough  job  of  pro¬ 
ducing  sales-making  direct  mail 

{Continued  on  Page  80) 
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New  leisey  Dealei  Finds  ''Consnltant 
Decorator''  Service  a  Profitable  One 


He  advises  selling  entire  reconstruction  and 
redecorating  schemes,  not  a  single  product 


“TT^OU  don’t  have  to  be  an  artist 

-t-  or  musician  to  be  a  successful 
liome  improvement  dealer,  but  it 
helps,”  says  Stanley  J.  Wojick,  of 
the  Burlington  (N.  J.)  Roofing, 
Siding,  and  Heating  Company. 

By  selling  an  entire  reconstruc¬ 
tion  and  redecorating  scheme  in¬ 
stead  of  an  avvning,  an  air  condi¬ 
tioner.  or  a  new  wall,  Wojick  acts 
as  a  consultant  and  decorator 
rather  than  as  a  salesman-dealer. 
He  visits  the  prospect’s  house  and 
imagines  the  entire  completed  job 
in  his  mind.  “As  I  describe  it,  the 
customer  catches  on  and  sells  him¬ 
self.”  He  takes  along  his  color 
viewer,  and  .shows  .stereo  slides  of 
similar  jobs  he  has  done,  taking 
care  to  .show  the  “before”  as  well 
as  the  “after”  shots.  (Incidentally, 
he  takes  the  pictures  himself.)  He 
showed  shots  of  an  $8000  job  he 
had  just  finished,  from  Bond.stone 
wall  and  Orange  combination  win¬ 
dows  outside  to  drapes  and  cur¬ 
tains  inside. 

Complete  Jobs 

It  would  seem  that  such  elabo¬ 
rate  jobs  would  be  few  and  far 
between,  but  Wojick  was  quick  to 
point  out  that  he  can  convince  a. 
surprising  large  number  of  cu.stom- 
ers  that  a  single  all-over  planned 
job  is  both  more  efficient  and  more 
economical  than  a  piecemeal  series 
of  operations  waiting  on  availabili¬ 
ty  of  cash. 

“Customers  recognize  the  value 
of  a  unified  scheme  in  which  they 


deal  with  a  single  man,  sign  one  set 
of  papers  and  a  pay  a  single  bill,” 
Wojick  points  out.  Taking  care  of 
the  financing  arrangements  is  an¬ 
other  service  that  customers  like. 
Wojick  subcontracts  the  plumbing 
and  painting,  and  can  present  a 
single  over-all  e.stimate. 

One  result  of  this  necessarily 
individual  way  of  working  is  that 
Wojick  cannot  depend  very  much 
on  salesmen.  He  has  arrangements 
with  two  men  to  run  down  pros¬ 
pects  and  make  a  general  outline  of 
what  the  firm  can  do,  but  he  has  to 
complete  mo.st  contracts  himself, 
because  of  the  .skill  and  responsibil¬ 


ity  involved  in  the  pricing.  He  finds 
that  as  he  develops  his  idea  of  what 
can  be  done  for  the  house,  the  cus¬ 
tomer  goes  along  with  him,  and  he 
has  to  revi.se  his  estimates  as  he 
goes  along. 

Wojick  wasn’t  joking  when  he 
taked  of  artistic  background.  The 
depre.ssion  robbed  the  Burlington 
school  system  of  a  music  teacher. 
He  had  saved  enough  money  for  a 
.second  year  at  Temple  University 
when  the  bank  folded,  and  he  found 
himself  working  at  various  times 
as  an  elevator  operator,  a  pianist 
in  a  jazz  band,  a  gas  and  electric 
appliance  salesman,  and  a  Metro¬ 
politan  Life  Insurance  Salesman. 
When  he  made  $940  in  three  weeks 
as  a  canvas.ser  for  roofing  and  sid¬ 
ing,  in  1942,  he  quit  life  insurance 


(Continued  on  Page  84) 


Photo  courtesy  Bondstone 


This  hillside  home  ac¬ 
quires  o  new  look  wiHi 
o  stone-type  residing 
job.  Top  photo  shows 
workmen  applying  sid¬ 
ing  at  rear  of  house; 
bottom  photo  shows 
finished  job,  complete 
with  attractive  metal 
awnings. 
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Kick-Panel  on  Inside  of  Door  Removes  Easily,  Providing 
Handy  Storage  Compartment  for  Screens  or  Glass  Inserts! 


r 


in  three  years  and  the  total  monthly 
house  payments  would  jump  to 
$160,  which  he  could  not  afford. 
He  went  unhappily  to  the  bank. 
The  banker  suggested  the  solution : 
borrow  the  same  amount  that  had 
ryiHE  FHA  Title  I  guaranteed  loan  “By  now  the  house  was  far  too  been  paid  off  on  the  mortgage,  add 
J-  has  been  of  inestimable  value  to  small.  He  wanted  to  build  an  addi-  it  onto  the  very  same  mortgage 
the  home  improvement  industry'  in  tion,  but  the  standard  FHA  Title  through  an  ‘open-end.’  The  month¬ 
financing  the  .sale  of  building  spe-  I  loan  would  have  to  be  repaid  with-  {Continued  on  Page  90) 

cialty  products.  Many  dealers,  how¬ 
ever,  have  found  that  FHA  loans 
sometimes  have  disadvantages  for 
the  customer  and  have  resorted  to 
other  financing  methods.  One  of 
these  methods  is  the  open-end  mort¬ 
gage.  In  a  recent  article  in  “Life” 
magazine  the  following  example, 
with  facts  and  figures,  was  given 
to  demonstrate  the  advantages  of 
open-end  mortgage  financing  of 
home  improvements: 

“An  open-end  mortgage  is,  basic¬ 
ally,  one  that  can  be  reopened,  re¬ 
newed  for  the  amount  that  has 
been  paid  off  and,  in  .some  cases, 
increased.  When  the  couple  at  right 
bought  their  hou.se,  its  size  and 
mortgage  suited  them  fine.  Within 
five  years  the  $10,000  mortgage, 
paid  off  at  $79  a  month,  was  down 
to  $7,455.  The  husband’s  salary  had 
increased  but  .so  had  his  familv. 


Are  you  making  use  of  this  simple  way 
of  financing  the  sale  of  your  products? 


Newlyweds  enter  $15,000  home,  complete 
with  o  $10,000  mortgage. 


Five  years  later  mortgage  is  down,  family 
up,  house  crowded. 


>inAa 

V// 


Understanding  banker  restores  full  omount  of  original  loan. 


Copyright  Timo  Ivc.,  1953 


Happy  end  made  pos¬ 
sible  by  open-end 
mortgage  gives  family 
additional  space,  built 
on  with  funds  ad¬ 
vanced  by  bank  with¬ 
out  imposing  on  fath¬ 
er  an  overburdensome 
load  of  monthly  debt. 
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The  Lawrence  Louver  Company's  showroom 
and  office,  Lawrence,  N.  Y. 


By  O.  J.  MARR 
Specicd  Correspondent 
Building  Specialties 


TT^ITH  the  slogan,  “Add  a  jalou- 
sie  room  for  Florida  outdoor 
living  with  indoor  comfort,”  two 
young  men  are  making  a  splash  in 
the  oceanside-suburban  five-towns 
section  of  Nassau  County,  New 
York. 

Jumping  into  the  campaign  to 
make  northerners  conscious  of  the 
possibilities  of  jalousies  for  both 
summer-porch  and  year-round  use. 
Herb  Cahn  and  Cy  Gruber  of  Law¬ 
rence  Louver  Company,  366  Cen¬ 
tral  Avenue,  Lawrence,  gave  a  dra¬ 


New  York  Dealer's  Success  Formula: 

Customer  Recommendations,  Good 
Showroom  Location,  Direct  Nail 


Lawrence  Louver  Company's  owners,  Cy  Gruber  and  Herb  Cohn  discuss  plans  with  architect 
Arthur  G.  Worthington  (center). 


matic  proof  last  January,  when 
they  started  business,  that  they 
practiced  w’hat  they  preached.  They 
fitted  up  their  showroom  with 
North-east  jalousie  windows  and 
doors,  with  furniture  and  decor  to 
make  it  look  like  a  summer  porch, 
put  their  secretary’s  desk  right 
next  to  a  window,  installed  Circle- 


air  convection  heating,  and  proved 
to  the  outside  world  looking  in  that 
they  were  as  snug  as  southern  chig- 
gers  in  a  raccoon’s  coat. 

Their  location  on  the  main  drag 
along  the  peninsula  betw’een  Far 
Rockaway  and  Lynbrook  has  be¬ 
come  familiar  to  the  well-to-do 
(Continued  on  Page  94) 


Job  below  features  jalousie  windows,  plate  glass  picture  win-  Below;  another  job  completed  by  the  Lawrence  Louver  Com- 
dow,  electric  convector  heaters  recessed  in  baseboard.  Weldtex  pony — o  Florido  type  room  featuring  fiberglas  translucent  roof 

ceiling  and  walls.  and  transom,  and  jalousie  walls. 
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IVhat  You  Should  Know  About 


I 


4 


How  to  operate  successfully  in  this 
enormously  profitable  and  expanding  field 


by  SIMON  R.  PERLMUTTER 


Third  in  a  series  of  articles  on 
sprayed  mastics.  The  second  ap¬ 
peared  in  the  March  issue. 

IN  the  preceding  articles,  we  re¬ 
viewed  the  general  composition 
of  a  class  of  sprayed  on  resurfacers 
that  have  been  called  mastics.  Our 
discussion  dealt  with  the  market 
potentials,  the  reasons  why  prod¬ 
ucts  of  this  kind  are  still  in  the 
promotion  or  specialty  stage,  and 
finally,  we  went  into  a  pretty  in¬ 
volved  discussion  of  surface  prep¬ 
arations. 

In  this  phase  of  our  article,  the 
emphasis  is  on  pointers  that  will 


lend  to  successful  business  opera¬ 
tion  and  longer  life  in  this  field. 

The  figures  shown  in  the  chart 
on  this  page  are  representative  of 
the  costs  reported  on  one  thousand 
jobs  done  by  dealers  using  differ¬ 
ent  trade  brands  of  materials  and 
represents  labor  and  material  costs 


incurred  in  all  sections  of  the 
country. 

In  some  sections  of  the  country, 
the  average  sub  -  contractor’s 
charges  are  about  $20.00  per 
square,  for  sandblasting,  sealing, 
minor  point  up  work,  surface  prep¬ 
aration,  priming,  supplying  all 
materials  and  spraying.  These  sub¬ 
contractors  applicators  normally 
realize  a  profit  of  20-25  on  the.se 
pi  ices.  Many  of  them  have  modern, 
up-to-date  equipment  and  are 


Examples  of  Dealers’  Costs: 

Range  in  Costs  Reported 
Low  Mean  High 

Mastic  @  2  gallons  per  square . 

$  7.00 

$  8.00 

$  9.00 

Sealer  @  Vz  gallon  per  square . 

1.75 

2.15 

2.50 

Sandblasting  and  surface  preparation  per  sq. . 

2.75 

4.00 

5.00 

Applying  Sealer  per  square . 

.50 

.75 

1.00 

Point  up  work  labor  and  material  per  square. 

1.00 

1.50 

2.00 

Spraying  mastic  per  square . 

1.50 

2.00 

2.00 

Material  and  Labor  costs  per  square . 

$14.50 

$18.40 

$21.50 

Illustration  and  photos  courtesy 
A,  Shelburne  Co. 


Resurfacers 


price  which  varies  from  less  than 
a  $1,000.00  to  a  little  over  $2,000.00 
Ladders,  scaffolding,  drop  cloths, 
caulking  guns,  sandblasting  equip¬ 
ment,  and  other  sundry  items  can 
be  bought  outright  for  less  than 
another  $1,000.00.  A  good  service¬ 
able  truck  can  be  bought  for  about 
$2,000.00.  Thus  we  can  .see  that 
with  a  maximum  basic  investment 
of  about  $5,000.00  it  is  possible  to 
get  into  a  business  where  a  gross 
volume  of  sales  of  between  $75,000 
and  $100,000  dollars  a  year  is  being 
done  by  even  the  smallest  operator. 
This  aspect  of  the  story  based  on 
actual  field  experiences  is  clearly 
demonstrated  in  the  chart  on  this 
page.  {Continued  on  Page  106) 


staffed  with  competent  craftsmen 
primarily  experienced  in  painting, 
masonry  and  carpentry  trades,  and 
as  a  rule,  do  very  good  work. 

However,  from  the  dealers  view¬ 
point  it  can  readily  be  seen  that 
it  is  economically  to  his  advantage 
to  own  equipment  and  employ  his 
own  labor,  instead  of  sub-contract¬ 
ing  the  work.  And  it  is  only  in  this 
manner  that  the  dealer  can  have 
better  coordination  and  control 
over  both  the  operations  and  the 
quality  of  the  work. 

Instead  of  spending  the  extra 
20-25%  on  sub-contracting,  ,the 
dealer  could  set  aside  but  half  this 
amount  in  a  reserve  fund,  so  that 
if  a  job  had  to  be  serviced  this 
could  easily  be  done.  Then,  the 
difficulties  encountered  in  the  field 
— ^job  failure — one  of  the  major 
complaints  of  the  home  owners 
could  be  eliminated.  If  this  were 
done.  Better  Business  Bureaus 
would  receive  less  complaints — cus¬ 
tomers  would  be  satisfied — dealers 
would  be  more  secure. 

The  Weatherman 

This  is  indeed  one  business  that 
is  absolutely  at  the  mercy  of  the 
weatherman.  Operations  are  year 
round  in  Southern  sections  of  the 
country,  but  averages  out  to  a  max¬ 
imum  of  eight  months  per  year  in 
most  other  .sections  of  the  country. 

In  and  during  an  average  eight 
month  a  year  operation,  a  dealer 
who  has  one  complete  rig  which 
is  manned  by  three  workmen  will 
do  96  jobs.  (20  .square  average  per 
job) 

Considering  the  small  invest¬ 
ment  it  takes  to  get  started  in  this 


business,  it  is  most  surprising  to 
see  so  many  people  start  out  in¬ 
adequately.  The  purchase  of  a  suit¬ 
able  pump,  hose  and  spray  gun 
hardly  ever  exceeds  an  investment 
of  over  $700.00  and  in  most  cases 
runs  about  $500.00.  A  compressor 
of  suitable  capacity  can  be  rented 
for  $150.00  per  month,  with  80% 
of  the  rental  charge  applicable  as 
down  payment  on  the  full  purchase 
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Mr.  and  Mrs.  Homemaker 


earning  a  larger  salary  during  the 
next  few  years  were  slim. 

My  new  dealer  needed  salesmen 
and  this  man  seemed  a  likely  pros¬ 
pect.  I  asked  him  if  he  had  ever 
considered  selling.  When  he  re¬ 
plied  that  he  couldn’t  sell  anything, 
I  said,  “Look  here.  Bill,  why  don’t 
you  give  it  a  try?  You  are  on  your 
vacation,  .so  you  have  nothing  to 
lose  but  time,  and  I  will  help  you 
all  I  can.’’  He  agreed,  and  we  re¬ 
turned  to  the  dealer’s  office  to 
spend  the  remainder  of  the  day 
studying  the  product,  measure¬ 
ments,  pricing  and  salesmanship. 

{Continued  on  Page  98) 


Second  in  a  series  of  helpful,  factual 
articles  on  effective  selling  methods 


one  of  my  calls,  I  talked  with  a 
bread  truck  driver  who  was  spend¬ 
ing  his  vacation  at  home.  He  told 
me  that  regardless  of  how'  easy  I 
could  make  the  purchase  of  awn¬ 
ings,  he  could  not  afford  them,  be¬ 
cause  he  made  only  sixty  dollars 
a  week.  I  asked  him  how  long  he 
had  been  working  for  the  bakery 
and  he  said,  four  years.  He  also 
added  that  the  possibilities  of  his 


By  L  P.  KNIGHT 
Director  oi  Alenco  Soles 
Albritton  Enqnneering  Corporation 


T  OOK  around  you !  Who  has  the 
^  best  homes  . . .  the  latest  model 
autos?  Who  w’ears  the  best  clothes 
.  .  .  is  the  freest  spender?  Of 
course,  it’s  the  successful  salesman, 
for  salesmen  are  usually  the  top 
earners  in  every  town  and  city.  The 
Home  Improvement  Salesman  is 
no  exception. 

I  can  show  you  how  to  build  a 
substantial  income,  easily  and 
quickly,  in  Home  Improvement  Sell¬ 
ing.  I  can’t  show  you  how^  to'  be¬ 
come  rich,  but  if  you  are  willing 
to  Master  a  Few  Ba.sic  Rules  and 
Work,  you  can  be  assured  of  mak¬ 
ing  a  great  deal  of  money. 

As  a  beginner  in  selling,  you  will 
not  have  to  go  through  the  years 
of  training  required  for  most  trades 
and  professions,  before  you  can  ex¬ 
pect  to  begin  earning  a  sizable  in¬ 
come.  You  can  start  almost  im¬ 
mediately  to  make  a  substantial 
living,  and  the  size  of  your  income 
will  grow  steadily. 

A  few  years  ago,  I  established 
an  awning  dealer  in  Tallahassee. 
F'lorida.  The  dealer  placed  an  ad 
in  the  newpaper  for  salesmen. 
W’hile  I  w’as  waiting  for  the  results 
of  the  ad,  I  decided  to  canvass  to 
get  some  sales  for  my  new  dealer 
and  leads  for  his  salesmen.  During 


Successful  salesmen 
are  usually  the  top 
earners  in  every  city. 
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NCSWDI  Plans  Public  Relations  Campaign  To 
Aid  Combination  Window  and  Door  Sales 


pOR  a  long  time  after  its  forma¬ 
tion  the  National  Combination 
Storm  Window  and  Door  Institute 
was  compelled  to  devote  most  of 
its  time  to  the  desperate  struggle 
to  get  aluminum  for  the  industry 
Now  that  the  aluminum  situation 
has  eased,  NCSWDI  is  ready  to 
follow  through  on  many  of  its 
original  plans  for  the  betterment 
of  the  industry.  As  the  last  meet¬ 
ing  on  June21-23  at  Bedford 
Springs,  Pa.,  progress  was  made  in 
putting  some  of  these  plans  into 
motion. 

One  of  the  programs  planned  by 
the  association  is  of  especial  in¬ 
terest  to  all  dealers.  This  is  the 
plan  to  carry  out  a  yearly  public 
relations  program  on  a  national 
basis  to  acquaint  the  public  with 
the  advantages  of  combination  win¬ 
dows  and  doors.  Various  public 
relations  firms  are  under  considera¬ 
tion  but  the  program  is  tempor¬ 
arily  stalled  for  lack  of  funds.  How¬ 
ever,  there  is  every  indication  that 
in  a  short  time  the  association’s 
drive  for  more  money  will  yield 
sufficient  funds  to  permit  a  na¬ 
tionwide  drive  to  popularize  storm 
windows  and  doors. 

Aid  Dealers 

The  association  not  only  plans  to 
aid  dealer  sales  by  a  publicity  pro¬ 
gram  but  also  aims  to  improve  the 
quality  of  combination  windows 
and  doors  by  exchanging  technical 
and  research  information  through 
its  Technical  Committee.  A  report 
of  the  committee’s  accomplish¬ 
ments  was  read  at  the  meeting  by 
its  chairman,  Lou  Milone  of  Eagle 
Picher. 

The  Technical  Committee  will 
work  on  such  problems  as  caulk¬ 


ing,  anodizing,  corrosion,  pitting, 
allodizing,  need  of  wire  mesh  speci¬ 
fications,  a  testing  program,  water 
infiltration,  condensation  and  ex¬ 
trusions  versus  roll  forming. 

A  drive  for  additional  member¬ 
ship  is  being  pushed  actively.  Many 
of  the  smaller  manufacturei*s  who 
have  been  hanging  back  from  the 
association  will  now'  be  solicited 
more  vigorously  and  urged  to  be¬ 


come  members.  Speeches  at  the 
meeting  indicated  that  the  ma¬ 
jority  of  those  present  were  very 
much  in  favor  of  encouraging  more 
manufacturers  to  join  the  associa¬ 
tion  and  help  promote  the  common 
good  of  the  industry. 

Associate  memberships  are  given 
to  companies  that  supply  the  in¬ 
dustry.  Associate  members  at  pres- 
(Continued  on  Page  120) 


Veitical  Blinds  Popular  As  Specialty  Item 


Vertical  blinds  have  become  increasingly  popular  as  a  specialty  item  in  recent  years. 
Easy  to  install  and  profitable^  they  combine  the  color  values  of  drapes  with  ven¬ 
tilation  and  privacy. 
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Child's  Play  is  Big  Business 

For  Home  Improvement  Dealers 


Every  8  seconds  a  new  customer 
lor  this  product  is  bom! 


T  TOME  specialties  and  improve- 
ment  dealers  are  loj^ical  retail¬ 
ers  for  gym  sets.  This  is  true 
despite  the  fact  that  from  80  per 
cent  to  90  per  cent  of  the  play¬ 
ground  equipment  sold  in  the 
United  States  was  sold  by  depart¬ 
ment  stores  and  mail  order  houses. 
Why  do  department  stores  and 
mail  order  houses  account  for  such 
a  colossal  lion’s  share  of  sales  in 
this  field?  Some  of  the  reasons  are 
the  tremendous  amount  of  display 
space  and  stockroom  or  warehous¬ 
ing  facilities  and  large  investment 
of  money  required  to  merchandise 
the  variety  of  models  needed  to  sup¬ 
ply  customer  demand. 

Another  reason  is  simple  and 
fundamental — the  system  of  dis¬ 
tribution  employed  by  the  great 
majority  of  playground  equipment 


From  Data  Furnished  By 
Dallas  Iron  &  Wire  Works,  Inc. 


manufacturers.  Manufacturers’ 
agents  call  on  department  stores 
and  mail  order  houses  exclusively 
and  only  twice  a  year  due  to  time 
and  distances  involved.  Therefore, 
other  outlets  are  left  without  a 
source  of  supply. 

Lick  the  problems  of  display- 
storage  and  distribution,  and  the 
logical  retailer  —  the  specialties 


dealer  can  come  into  his  share  of 
the  active  field. 

To  make  it  profitable  and  prac¬ 
tical  for  this  type  of  dealer  to  mar¬ 
ket  gym  sets,  it  is  necessary  to 
enable  him  to  satisfy  the  custom¬ 
er’s  needs  with  the  minimum  of 
investment  in  money  and  space. 

There  is  demand  for  many  differ¬ 
ent  combinations  of  plays  in  gym 
sets.  One  customer  may  want  one 
with  two  gliders  and  one  swing. 
Another  may  prefer  one  trapeze 
bar  and  two  swings,  and  so  on,  de¬ 
pending  on  the  number  of  children 
in  the  family,  their  ages,  personal 
likes,  etc.  Obviously,  to  carry  a  well 
rounded  selection  of  models  would 
require  a  greater  expenditure  of 
money  and  space  than  the  average 
specialties  dealer  could  afford. 

Interchangeable  Units 

By  designing  gym  sets  with  pre¬ 
cut,  interchangeable  units,  the 
models  would  be  completely  con¬ 
vertible  to  as  many  as  or  as  few 
units  as  needed.  By  pricing  and 
packaging  each  play  unit  separate¬ 
ly,  the  dealer  could  order  only  for 
his  specific  requirements.  This 
eliminated  the  danger  of  carry¬ 
overs  affected  by  seasonal  peaks 
and  valleys. 

Best  of  all,  the  consumer  could 
add  play  units  to  the  gym  .set  when¬ 
ever  she  wished.  Replacement 
parts  would  always  be  in  stock. 
And  so  the  add-a-play  idea  was  in¬ 
corporated  into  the  name  of  the 
{Continued  on  Page  122) 


Photo  courtesy  Dallas  Iron  S’  Wire  Works.  Ine. 

A  total  of  402  pounds  of  "tall  Texans"  (200  pounds  on  one  side  and  202  pounds  on 
the  other)  try  out  the  "Strato  Glider"  ploy  unit  on  the  gym  set  model  shown  above. 
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Oley  and  Dorwin  Sponsor 
Dinner  For  Installers 

Oley  Products  Co.  of  Inwood, 
L.  I.,  N.  Y.  and  Dorwin  Aluminum 
Prod.  Co.  of  Roosevelt,  L.  I.,  N.  Y. 
recently  jointly  sponsored  a  dinner 
for  combination  door  installers  in 
Hempstead,  L.  I.  Duncan  Shaw  of 
Oley  Products  Co.  demonstrated 
the  Oley  door  closer  and  explained 
its  many  advantages.  Mr.  Shaw 
also  discussed  Oley’s  latches  for 
wood  and  aluminum  combination 
doors. 

A  full  sized  Dorwin  Aluminum 
Combination  Door  with  a  Oley 
closer  stood  in  the  lobby  of  the 
restaurant  where  the  dinner  was 
held.  James  MacIntyre  of  the  Dor- 


Installers  at  the  iointly  sponsored  Dorwn- 
Oley  dinner  in  Hempstead,  L.  I.,  N.  Y., 
examining  the  Oley  combination  door  closer. 


win  Aluminum  Prod.  Co.  demon¬ 
strated  the  door  to  many  of  the 
installers  who  attended. 

The  dinner  was  highly  unusual 
in  that  this  was  the  first  time  that 
any  company  has  given  a  dinner 
for  the  installers  who  work  inde¬ 
pendently  and  hang  doors  for  a 
fixed  fee.  Oley  door  closers  were 
given  to  each  installer  who  at¬ 
tended  Both  companies  were  highly 
pleased  by  the  reaction  of  the  in¬ 
stallers. 

Father  and  Son  Team 
Double  Andrea  Soles 

The  father-son  combination  of 
Bert  &  Irving  Kronen  handling 
sales  at  Andrea  Manufacturing 
Corporation  is  creating  quite  a 
stir  in  the  window’  industry.  In  the 
year  that  they  have  been  with 
Andrea,  they  have  more  than 
doubled  sales  and  have  helped 
make  Andrea  Mfg.  Corp.  a  strong 
factor  in  the  manufacturing  of 
combination  window’s. 

Bert  Kronen,  the  son,  came  into 
the  window’  business  in  1946.  He 
organized  Home  Industries,  Inc. 
and  built  it  up  to  the  point  where 
the  company  grossed  almost  a  mil¬ 


lion  dollars  in  retail  sales  the  very 
first  year  it  operated.  He  trained 
and  organized  a  top  notch  sales 
force  of  twenty-five  men  that 
roamed  the  island  successfully 
creating  an  outstanding  sales 
record. 


Irving  and  Bert  Kronen 


Irving  Kronen,  the  father,  has  a 
successful  background  of  35  years 
in  the  selling  field.  In  those  35 
years  in  the  selling  field  Mr. 
Kronen  has  run  the  gamut  in  .sell¬ 
ing  from  the  garment  center  to 
Wall  Street.  He  came  into  the  win¬ 
dow  business  in  1949. 

*  *  * 

Iosco  Opens  New 
Branch  in  Philadelphia 

Mr.  Scott  Skodnek,  Vice-Presi¬ 
dent  of  JASCO  Aluminum  Prod¬ 
ucts  Corp.,  announces  the  opening 
of  the  Philadelphia  branch  of  Jasco 
Window  Company. 

This  new  branch  will  be  located 
at  4613  Torresdale  Avenue,  Phila¬ 
delphia,  Pa.,  and  will  be  completely 
equipped  to  service  the  entire  Phil¬ 
adelphia  and  Trenton  area. 

For  tops  in  .service  Jasco  is  to 
maintain  an  inventory  second  to 
none,  enabling  dealers  to  receive 
immediate  delivery  on  any  order. 

{Continued  on  Page  56) 


L  to  R:  Duncan:  Shaw  of  Oley  Products  Co.,  J.  MacIntyre  of  Dorwin  Aluminum  Prod. 
Corp.,  Dave  Hershey  and  Hy  Hirshberg  of  Merchants  Hardware  at  the  dinner  for  door 
installers  jointly  sponsored  by  Dorwin  and  Oley. 
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For  more  casement 


In  summer,  tun's  rays 
heat  the  metal  bars 
of  casement  windows 
which,  in  turn,  act 
like  a  radiator,  heat¬ 
ing  the  air  inside  the 
room. 


JT  HAS  been  estimated  that  al¬ 
most  fifty  percent  of  inside  case¬ 
ment  storm  window  sales  are  made 
because  homeowners  are  seeking 
a  way  to  end  the  nuisance  of  win¬ 
dow  “sweating”  or  condensation. 

Dealers  often  hear  complaints 
about  cold  spot  and  drafts,  poor 
ventilation  during  rainy  weather, 
excessively  warm  rooms  in  sum¬ 
mer  and  unpleasantly  damp,  cold 
rooms  in  winter,  but  the  complaint 
voiced  with  more  regularity  than 
any  of  these — and  the  one  which 
worries  the  homeowner  the  most 
— is  condemation.  In  fact,  in  some 
homes  it  is  not  uncommon  to  find 
towels  placed  on  sills  to  absorb  the 
moisture. 

In  such  cases  it  is  clear  that  the 
homeowner  recognizes  the  danger 
of  neglecting  condensation  even  if 
he  cooses  this  antiquated  and  in¬ 
effective  method  of  dealing  with  it. 
He  knows  that  the  moisture,  build¬ 
ing  up  regularly,  eventually  rusts 
his  casement  windows,  discolors 
and  i*ots  walls  and  jambs,  and 
spells  ruination  for  drapery  and 
curtains. 

Since  the  problem  is  a  universal 
one  of  direct  interests  and  concern 
to  the  dealer  who,  through  the  sale 
of  casement  storm  sash,  effectively 
solves  the  problem  for  the  house¬ 
holder,  let’s  examine  the  problem 
in  detail.  Why  does  condensation 
occur?  Why  and  how  does  the  in¬ 
stallation  of  inside  casement  storm 
sash  sole  the  problem? 


The  air  around  us  has  often  been 
compared  to  a  sponge  and  for  our 
purposes  the  understanding  of  con¬ 
densation — the  comparison  is  an 
apt  one.  If  the  air  is  cold,  the 
sponge  compresses.  The  converse 
is  also  true.  As  the  air  becomes 
warmei-,  the  sponge  grows  larger, 
expanding  slowly  and  absorbing 
moisture  proportionately.  Hut  heat¬ 
ed  air  rises,  and  by  its  nature  be¬ 
comes  attracted  to  the  cold  surface 
that  is  nearest  to  it.  Once  contact 
with  this  cold  surface  is  made,  the 
sponge  is  again  compressed  and  the 
moisture  it  contains  is  squeezed 
out.  The  cold  surface  is,  of  course, 
the  homeowners  window.  The  mois¬ 
ture  collects  gradually  and  then 
begins  to  drip  and  run. 

Air  Pocket 

Now  what  happens  when  storm 
sash  has  been  installed?  If  it  ex¬ 
tends  from  wall  to  wall  with  an  air 
tight  seal,  a  pocket  of  dead  air  be¬ 
tween  the  storm  sash  itself  and  the 
outer  casement  is  created.  This  air 
pocket  has  efficient  insulating  qual¬ 
ities — it  prevents  the  storm  sash 
from  getting  cold.  In  addition,  if 
the  storm  window  is  well  sealed, 
the  warm  air  in  the  house  cannot 
reach  the  cold  casement.  So,  if 
there  is  no  point  at  which  the 
warm  air  in  the  house  can  touch 
a  cold  surface  on  which  to  deposit 
its  moisture,  condensation  can’t 
occur. 


Naturally,  the  air  pocket  itself 
may  contain  moisture,  particularly 
if  there  is  a  high  humidity  content 
in  the  house.  But  this  relative}' 
little  moisture  condenses  on  the 
cold  casement,  is  reabsorbed  and 
dropped  again.  Because  of  the 
storm  window  no  additional  warm 
air  touches  the  casement.  Thus  ex¬ 
cessive  running  condensation  is 
prevented. 

New  Houses 

It  is  true  that  sometimes  a  small 
amount  of  condensation  can  be 
seen  even  after  satisfactory  storm 
sash  has  been  installed.  However, 
this  is  usually  a  temporary  condi¬ 
tion.  It  occurs  when  a  hou.se  is  new, 
when  a  gas  heater  is  being  used 
with  a  humidifier,  or  when  rock 
wool  insulation  has  just  been  blown 
into  sidewalls  (not  attic  or  roof). 
It  takes  a  little  time  under  any  of 
these  conditions  for  the  humidity 
content  in  the  house  to  be  reduced. 
So  for  a  short  time,  some  condensa¬ 
tion  will  occur — sweating  will  usu¬ 
ally  be  seen  on  the  lower  half  of  the 
casement  and  sometimes  a  faint 
cloudiness  on  the  upper  section. 
This  will  be  particularly  true  on 
the  second  or  third  floors  of  a 
house  because  the  heated  air, 
carrying  its  moisture,  will  of 
course  rise. 

The  most  important  factor  to 
keep  well  in  mind  is  that  the  only 
way  to  stop  or  control  condensation 
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window  sales: 


Solve  the  Pioblem  of  Condensation 


is  to  make  a  thoroughly  tight  seal 
on  the  inside  storm  window.  Some¬ 
times,  if  the  casement  is  not  prop¬ 
erly  weather-stripped,  the  cold  out¬ 
side  air  will  force  its  way  in.  And 
if  this  cold  air  bypasses  the  stonri 
window,  then  the  latter  becomes 
cold  and  moisture  is  precipitated. 

An  air  pocket  of  one  inch  will 
insulate  the  casement  if  well-sealed 
interior  glazed  panels  are  used.  If 
storm  sash  of  the  interior  hori¬ 
zontal  sliding  type  are  used  two 
to  two-and-one-half  inches  of  air 
space  are  required.  A  space  of 
three  inches  or  more  cannot  be 
used,  for  then  the  dead  air  pocket 
cannot  be  maintained  with  any 
type  of  barrier  because  there  is 
sufficient  space  for  the  air  to  circu¬ 
late  from  the  leaks  in  the  cold 
casement  to  the  warmer  storm 
window.  If  much  air  penetrates  the 
casement,  even  a.  perfectly  sealed 
storm  sash  cannot  work  under  two 
inches  or  over  three  inches. 

Causes  Apparent 

If  condensation  continues  to  oc¬ 
cur  to  a  minor  degree  after  insul¬ 
ation  has  been  installed,  the  causes 
are  usually  apparent.  It  happens  in 
new  homes  which  have  not  yet  be¬ 
come  completely  dry.  It  also  hap¬ 
pens  when  home  laundries  are  in 
fairly  constant  use,  or  because  the 
sidewalls  of  the  house  have  been 
recently  insulated  with  rock  wool 
The  latter  is  one  of  the  major  cases 
of  high  humidity  in  homes.  Time 
will  solve  the  problem  of  humidity 


in  the  new  home  and  the  one  insul¬ 
ated  with  rock  wool;  in  the  case 
of  condensation  due  to  home  laun¬ 
dries,  wise  spacing  in  use  is  recom¬ 
mended. 

Where  a  completely  sealed  wall- 
to-wall  storm  window  is  installed 
it  should  be  easy  to  prevent  con¬ 
densation  provided  the  house  hu¬ 
midity  is  under  40  per  cent.  If  it 
doesn’t  the  storm  window  should  be 
checked  for  tightness.  Should  the 
humidity  be  over  40  per  cent,  two 
holes  should  be  drilled  in  the 
casement  at  an  angle  at  the  bottom 
of  the  window.  The  two  pressure 
holes  will  allow  moisture  vapor  to 
escape  but  are  not  large  enough  to 
start  a  draft  inside  the  air  pocket. 

If  the  humidity  is  over  50  per 
cent  then  the  condition  causing  this 


In  winter,  the  cold 
metal  and  glass  in 
casement  windows  rob 
the  home  of  its  heat 
and  transfer  the  out¬ 
side  cold  to  the  inside. 


must  be  eliminated  since  no  storm 
window  can  be  expected  to  solve 
this  problem. 

Casement  storm  sash  should  be 
left  on  all  year  since  they  function 
as  insulation  which  keeps  the  heat 
out  in  the  summer  and  keeps  the 
heat  in  during  the  winter.  Most 
people  don’t  realize  it,  but  in  hot 
weather  each  metal  window  of  the 
house  is  equivalent  to  one  old  fash¬ 
ioned  radiator.  The  sun’s  rays  heat 
up  the  metal  framing  of  the  win¬ 
dow  which  transmits  this  heat  to 
the  interior  of  the  house.  At  the 
same  time  the  radiant  heat  of  the 
sun’s  direct  rays  pouring  in 
through  the  single  glazed  window 
heats  up  all  the  solid  objects  in  the 
room. 

{Continued  on  Page  120) 
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B.  S.  Reportei... 


After  proving  he  could  exchange  glass  and  screen  panels  in  the  new  Airex  aluminum  storm 
window  in  10  seconds  or  less,  Charles  R.  Malmister  (holding  glass  insert).  Sales  Manager 
tor  Rex  Windows  Inc.,  Columbus,  Ohio,  gets  attentive  smiles  as  he  demonstrates  other 
features  of  the  new  product  to  officiols  of  Eidelman  Bros.,  who  handle  the  new  window 
as  K-D  operators  throughout  Michigan  and  in  several  Ohio  counties  in  the  Cleveland  and 
Cincinnati  areas.  Shown  with  Mr.  Malmister,  left  to  right  are:  Mr.  Al  Miller,  Sales 
Manager,  and  Sidney  Eidelman,  Vice  President  of  Eidelman  Bros.;  Arthur  Kempt,  Divisional 
Sales  Manager  for  Rex  Windows;  Harold  Eidelman,  President  of  Eidelmon  Bros.;  Mr. 
Malmister,  and  R.  S.  Inboden,  Vice  President  of  Rex  Windows. 


{Continued  from  Page  53) 

Mr.  iJeinie  Mars,  who  was  ap¬ 
pointed  sales  manager  of  this 
branch,  recently  completed  an  in¬ 
tensive  .sales  training  program  that 
was  instituted  by  Mr.  Scott  Skod- 
nek.  Mr.  Sol  Bayes,  General  Man¬ 
ager  of  Ja.sco  Window  Company, 
supervised  this  tiaining. 

if  * 

Monarch  Products  Corp.  Has 
Open  House  Party 

Over  500  Illinois  storm  window- 
dealers,  salesmen  and  their  wives 
attended  the  grand  opening  of  the 
Midwest’s  largest  K.D.  storm  fac¬ 
tory,  Saturday,  July  11th. 

The  “Open  House  Party”  of 
Monarch  Pioducts  Corp. — distribu¬ 
tors  of  Stormaster  triple  track  alu¬ 
minum  windows  and  doors,  and  alu¬ 
minum  casement  storm  sash — 
offered  the  guests  an  opportunity 
to  ins{)ect  Monarch’s  new  plant. 
The  factory  has  approximately 
22,000  square  feet  for  manufac¬ 
turing  with  modern  production 
facilities  for  more  than  10,000  win¬ 
dows  per  month. 

Monarch  Products  Corp.  entered 
the  storm  window  wholesale  busi¬ 
ness  in  May  of  1952.  They  i-apidly 
outgrew  their  quarters  at  6811  S. 
llalsted,  Chicago,  and  moved  to  the 
(Continued  on  Page  127) 


Malmister  Named  Airex 
Soles  Manager 

R.  Scott  Inboden,  Vice  President 
of  Rex  Windows,  Inc.,  Columbus, 
Ohio,  announces  the  appointment 
of  Charles  R.  Malmister  as  Sales 
Manager  for  the  firm’s  entire  line 
of  Airex  extruded  aluminum  screen 
and  storm  windows,  doors,  and 
porch  enclosures. 

Before  joining  Rex  W’indows  in 
1952,  Mr.  Malmister  spent  14  years 
in  the  building  specialties  field,  es¬ 
tablishing  dealer  and  distributor 
outlets  for  a  wide  variety  of 
products. 

Mr.  Malmister  has  been  instru¬ 
mental  in  correlating  sales  and  ser¬ 
vices  for  the  new  Airex  Screen  and 


Storm  Window.  The  new  model  is 
said  to  eliminate  the  need  for 
special  channels  or  tracks  in  pro¬ 
viding  glass  and  screen  inserts  that 
slide  up  and  down  easily,  at  any 
time,  for  access  or  ventilation. 

$ 

Air  Control  Products,  Inc. 

To  Build  a  New  Plant 

Air  Control  Products,  Inc.  re¬ 
cently  started  construction  of  a 
new  office  and  plant  to  be  located 
in  Coopersville,  Michigan.  The  new' 
office  and  plant  will  contain  55,000 
square  feet  of  floor  space  and  will 
supplement  the  Company’s  other 
four  plants. 

(Continued  on  Page  127) 


Left:  At  Monarch  Products  Corp.  "Open  House  Party,"  left 
to  right:  Dave  Strutin,  sales  manager  of  Storm  Sash,  Inc., 
Girord,  Ohio;  Harold  Simpson  and  Fred  Rosenstein,  owners  of 
Monarch  Products  Corp;  and  Elton  Veal,  Ideal  Home  Improve¬ 


ment  Co.,  Rockford,  Illinois.  Photo  right:  New  home  of  Mon¬ 
arch  Products  Corp.,  Illinois  distributor  for  Storm  Sash,  Inc., 
Plant  has  over  22,000  sq.  ft.  for  assembly  of  Storm  Master 
Triple  Track  Windows  and  Doors. 
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omethin^  tm 
has  been  added; 

Now  nationwide  distritmtion  enables 
Capitol  Doors  to  serve  “small  quantity” 
users. 

up  to  now,  Capitol  has  restricted  its  production 
output  to  large-<]uantity  outlets.  Production, 
methods  of  operation  and  distributkMi  made 
such  a  policy  necessary. 

But  lots  of  "little”  orders  add  up  to  big  volume 
and  this  has  created  a  demand  we  are  glad 
to  recognize  and  happy  to  meet.  Today 
with  production  trebled  and  still  increasing 
and  competent  distribution  to  deliver  output 
to  outlet,  smaller  users  can  now  be  accommo* 
dated  on  a  basis  very  nearly  as  attractive 
as  the  large  purchaser. 

Today’s  Capitol  Combination  All-Aluminum 
Storm  &  Screen  Door  is  better  than  ever  . .  . 
for  Capitol  wages  a  never-ending  campaign 
for  better  design  and  efficiency  to  bring  you 
the  best  door  at  the  least  cost. 


T o  learn  more  about  earning  more, 
contact  CAPITOL  today. 


XV  1 

CAPITO 


Mfg.Co.,Inc. 


From  Harrisburg,  Pa.,  the  modern  spacious 
Capitol  plant  is  now  delivering  more  and 
better  doors  faster  over  a  wider  area  than 
ever.  Plan  to  visit  Capitol  soon. 
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(n  ter  prises 


X  HE  Graef  Storm  Window  Company  is  truly  a  pioneer  in  the  Window  and 
Door  protection  business.  They  have  been  operating  successfully  for  15  years 
doing  all  their  own  designing,  manufacturing  and  distributing  of  aluminum 
products.  The  Graef  Company  is  known  for  its  successful  cooperation  between 
dealers  and  distributors,  and  today  the  Company  has  grown  into  a  nation-wide 
business. 

The  Graef  Company  is  pleased  to  announce  its  "Coast  to  Coast  Enterprises" 
and  cordially  invites  any  interested  Dealer  or  Distributor  to  join  the  Graef 
Company,  sell  better  products  and  make  more  profits  with  less  trouble.  Write 
today. 


National  modernization  corp 

266  Morton  Avenue 
ALBANY,  NEW  YORK 
Phone:  41293 


PARMCO 


ONTARIO, 

CALIFORNIA 


-Aiin  ...uU'liHIHV 


i  HI!  HUIlMIIHtllhl 
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DORWIN  ALUMINUM  PRODUCTS- c6rP. 

33-35  Debeuoise  ^renue 
ROOSEVELT,.«4;.  ItT NEW  YORK 
FReeport  81920 
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WILL  BE  PLEASED 
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GRAEF  CO. 


&  NATIONAL  HOM 

MODERNIZATION 

•  ALBANY,  N. 

✓  N 
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/ 
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vPHICAGO,  ILL 


GRAEF  STORM  WINDOW  CO. 

1510  West  Federal  Street 
YOUNGSTOWN,  OHIO 
Phone:  Riverside  44326 


/ 

^  / 
grXef  CO. 

YOUNGSTOWN, 

OHIO 


THE  GRAEF  COMPANY 

6760  Stony  Island  Avenue 
CHICAGO,  ILLINOIS 
Phone:  Dorchester  35802 


PARMCO,  INC. 

214  West  Main  Street 
ONTARIO,  CALIFORNIA 
Phone:  631190 
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Profits  Go  Up  When  Home  Temperatures 


Soaring  temperatures  can  be  your  best  salesman 
— il  you  show  customers  how  to  keep  homes  cool 


NOW  that  the  real  “dog  days”  of 
summer  are  here  and  home- 
owners  are  aware  that  there  are 
still  many  more  weeks  of  intense 
heat  to  come,  the  alert  dealer  should 
keep  a  strong  selling  emphasis  on 
those  products  which  in  any  way 
help  to  cool  a  house.  What  the 
homeowner  is  most  interested  in 
right  now  are  your  various  prod¬ 
ucts  which  will  ventilate  or  air  con¬ 
dition  his  home,  keep  the  sun  from 
his  windows  and  prevent  the  heat 
from  penetrating  his  walls  and 
roof. 

Experience  has  shown  that  the 
dealer  can  profit  most  by  capitaliz¬ 
ing  on  the  weather  and  grouping 
his  “cooling”  products  together  as 
part  of  a  genuine,  free  “home  cool¬ 
ing”  service  which  offers  advice  on 
how  the  homeowner  can  have  a 
cooler,  more  comfortable  home  for 
the  remainder  of  the  summer.  You 
will  find  that  such  a  service  results 
in  far  more  salet',  with  far  less  ef¬ 
fort,  than  any  campaign  designed 
to  sell  a  single  item. 

The  free  service  should  consist 
of  as  much  detailed  and  helpful  in¬ 
formation  as  can  be  assembled  on 
the  best  things  to  do  to  protect 
homes  against  excessive  heat. 
Saleswise,  by  offering  this  free 
service,  three  very  important  ad¬ 
vantages  accrue  to  the  dealer. 
Usually  he  gains  easy  entry  into 
the  potential  customer’s  home.  Sec¬ 


ond,  he  finds  before  him  a  recep¬ 
tive  and  sometimes  even  eager 
listener.  Third,  he  has  the  best  op¬ 
portunity  possible  to  sell  one  or 
more  of  the  products  he  carries 
which  can  be  used  to  keep  a  home 
cool. 

Direct  mail  and  newspaper  ad¬ 
vertisements  are  among  the  finest 
ways  to  promote  your  free  service. 


photo  courtesy  Leigh  Building  Products 

Metal  awnings  are  available  in  widths  and 
projections  to  fit  any  requirement. 

When  a  response  is  received,  you 
send  a  salesman  who  has  been 
specially  trained  to  handle  the 
service.  He  has  with  him  a  printed 
checklist  composed  of  items  which 
affect  the  temperature  and  ventila¬ 
tion  in  the  average  home.  It  is 
then  a  simple  matter  for  him  to 
make  recommendations.  The  check¬ 
list  can  be  simply  worded  in  the 
form  of  questions,  such  as : 

1.  Is  there  an  exhaust  fan  in  the 
kitchen? 

2.  Does  the  attic  have  windows 
or  jalousies? 

3.  Does  the  attic  have  a  fan  ? 

4.  Have  metal  awnings  been  in¬ 
stalled  ? 


5.  Are  one  or  more  rooms  air- 
conditioned  ? 

6.  Is  the  roof  sufficiently  light  in 
color  to  reflect  the  heat? 

7.  Has  a  light  color  also  been 
used  on  the  outside  walls? 

The  checklist  should  be  as  com¬ 
plete  as  possible,  and  may  include 
items  which  you  do  not  carry. 
Even  if  the  list  contains  only  a  few 
products  which  you  yourself  sell, 
the  fact  that  you  recommend  cer¬ 
tain  other  products  as  part  of  the 
free  service  will  bring  direct  bene¬ 
fits  in  terms  of  customer  good  will 
and  make  it  considerably  easier  for 
you  to  sell  your  owm  products. 

Fans 

Attic  and  kitchen  fans  are  among 
the  products  that  are  relatively 
easy  to  sell.  They  cost  very  little 
for  the  comfort  they  give  in  hot 
weather  and  therefore  quickly  ap¬ 
peal  to  the  customer.  In  addition, 
they  are  quiet  in  operation,  rugged 
in  construction,  need  very  little 
servicing,  and  are  simple  for  the 
dealer  to  install. 

It  should  be  explained  to  the 
homeowner  that  the  attic  fan  is 
used  during  the  night  to  assure 
comfortable,  refreshing  sleep.  By 
exhausting  the  hot  air  in  the  house 
and  drawing  in  the  cooler  night 
air,  temperatures  indoors  can  usu¬ 
ally  be  lowered  as  much  as  15  de¬ 
grees. 

To  obtain  best  results,  instruct 
the  homeowner  to  close  all  the 
ground  floor  windows  and  open  all 
the  basement  windows.  The  fan 
draws  the  cool  air  close  to  the 
ground  into  the  house  through  the 
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Go  Down! 


basement  windows,  then  up  to  the 
upper  story  and  the  bedrooms. 
From  here  it  is  sucked  into  the 
attic  and  expelled  through  attic 
windows  or  louvred  openings. 

It  is  usually  possible  to  sell  a 
kitchen  exhaust  fan  along  with  the 
attic  fan.  This  is  a  summer  sales 
item  of  growing  importance  to  spe¬ 
cialty  dealers.  Remember  that  the 
housewife  spends  a  large  part  of 
her  time  in  the  hottest  room  in  the 
house — the  kitchen. 

A  good  eight  or  ten  inch  exhaust 
fan  of  the  wall  or  ceiling  type  will 
quickly  draw  off  excess  heat  and 
keep  room  temperatures  down  to  a 
reasonable  level.  In  addition,  it  will 
expel  cooking  odors  before  they 
penetrate  to  other  rooms  in  the 
house  and  at  the  same  time  help 
keep  kitchen  walls,  cabinets  and 
ceiling  free  of  grease  which  is  usu- 


yiioto  courtesy  Murray  Co.  of  Texas 

Type  of  attic  ond  industrial  fan  available 
in  both  vertical  and  horiiontal  discharge 
models. 

ally  deposited  in  these  areas  from 
the  vapors  that  rise  from  frying 
or  roasting  foods. 

Be  sure  to  explain  to  the  house¬ 
wife,  that  she  may  choose  between 
two  basic  types  of  kitchen  fan. 
One  is  the  wall  type  which  is  in¬ 
stalled  in  the  wall  about  six  feet 
from  the  floor  above  the  stove.  The 


Photo  courtesy  Carrier  Corporation 

A  room  air  conditioner  can  be  located  in  a  simple  framed  opening  in  the  wall  without 
any  elaborate  carpentry  problem.  As  shown  here  only  the  grille  appears  inside  the 
room.  The  electrical  connection  can  be  wired  permanently  inside  the  wall.  The  unit 
is  used  to  clean  the  air  and  ventilate  the  room  in  winter  and  for  cooling,  dehumidi- 
tying,  filtering  and  air  circulation  in  summer.  This  type  of  installation  is  suggested 
for  home,  office,  shop,  motel  or  other  space  where  the  unit  is  to  become  a  permanent 
comfort-creating  device. 


other  is  the  ceiling  type  which  is 
installed  directly  above  the  stove. 
This  kind  has  a  duct  which  is  laid 
between  the  ceiling  beams  and  con¬ 
nects  the  fan  to  an  opening  in  the 
nearest  exterior  wall.  (Recommend 
the  wall  type  for  existing  homes 
since  with  this  type  it  is  only 
necessary  to  punch  a  hole  through 
the  house  sidewall  and  fit  in  a 
sleeve.) 

Air  Conditioners 

Your  service  should  also  include 
advice  on  room  air  conditioners  for 
there  is  at  least  one  room  in  every 
private  residence  that  the  home- 
on  wer  has  reason  to  keep  cool. 
Frequently  it  is  a  bedroom  or  a 
kitchen,  but  there  are  also  many 
homeowners  who  regard  the  living 
room  as  the  ideal  place  for  the 
entire  family  to  spend  the  evening 
and  like  to  have  it  cool  and  com¬ 
fortable  during  hot  weather.  In 
fact,  hundreds  of  thousands  of 
homeowners  in  the  middle  income 
bracket  are  now  being  sold  on  the 
idea  of  buying  two  room  air  con¬ 


ditioners,  one  for  the  living  room, 
another  for  a  bedroom. 

The  great  advantage  of  the  room 
air  conditioner  is  that  it  can  con¬ 
trol  heat  and  humidity — a  prime 
factor  in  temperature  control.  What 
it  does  is  combine  the  functions  of 
an  exhaust  fan,  refrigerator  and 
dehumidifier.  If  the  weather  is 
fairly  cool,  the  machine  can  operate 
as  a  simple  suction  fan  by  simply 
cutting  off  the  refrigerating  unit. 
And  it  has  the  special  advantage 
of  drawing  in  air  through  a  special 
filter  which  removes  pollen  and  dust 
particles,  as  well  as  soot  and  other 
dirt  that  settles  on  furniture,  rugs, 
etc. 

All  these  are  excellent  selling 
points  to  emphasize  in  your  service. 

Metal  Awnings 

Another  very  important  item 
which  helps  cool  the  home  is  the 
metal  awning.  August  and  Septem¬ 
ber  were  once  considered  “dead” 
months  for  the  awning  business, 
{Continued  on  Page  124) 
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OVIR  $240.00  GROSS 

P*y»  a  prom  on  ln$f< 

•oilmen  will  eoffhi, 


YOU  CAN  MAKE 


« 


OVER 


9,000,000 


PROSPECTS 


Every  home  with  forced  hot  air  heating  is  a  prospect . . . 
every  installation  of  "year  around”  air  conditioning  is  an 
easy  prospect  for  the  extra  feature  of  pure  and  clean  air 
.  .  .  TRION  fits  right  on  to  the  return  air  duct  .  .  .  easy  to 
install  .  .  .  works  on  regular  110  current. 


Address- 


REMOVES  OVER  90%  of  all  DUST, 
POLIEN,  SMOKE  and  VIRUS  fiom  air 

All  particulate  matter  including  sub-micro¬ 
scopic  size  is  removed  from. the  air.  Present 
day  mechanical  filters  oh  furnaces  and  air 
conditioners  remove  only  a  fraction  ...  it 
takes  ELECTRONICS  to  do  a  complete  job. 


SOLD  ON  mA  mu  f  ...  NO  DOWN  PAYMCNT. . .  36  MONTHS  TO  PAY 


PAYS  FOR 
ITSELF 

in  most  cosos 
in  VAi  yoors 

DON’T 

WAIT 


Tho  savings  in  clooning  bills  an«i 
daciar  bills  con  bo  shown  lo  ba 
mora  Mian  Hw  monthly  goymonts 
.  .  .  pivs  o  giorioos  roHof  from 
hOwsohoM  dmdgsry  ond  tho  dis* 
comforts  of  colds  ond  oilorgios. 


.  Write  for 
f  Franchise 
Details  Today. . . 


Trion,  Inc.,  Dspt.  BL-1 

1000  Island  Avo.,  McKms  Rocks,  Po.  (Pittsburgh) 

Gentlemen: 

I  am  interested  in  a  Trion  Franchise.  Please  send  me  more 
information. 

Nam.  of  (ndividual - 


I  'mt.- 

I  ^  . 

1 

■ 


Nome  of  Compony  - 


Doolor  Q  Distrlbotor  Q 
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an  ingenious  metal  template  that  is 
completely  foolproof  and  can  be 
used  over  and  over  again  for  hun¬ 
dreds  of  installations. 

A  complete  installation  kit  is 
being  made  available  including  the 
new  template,  a  #41  drill,  a  %" 
hole  saw  and  a  hole  saw.  It  is 
anticipated  that  the  kit,  combined 
with  the  simplicity  of  iissembly  or 
the  lockset  itself,  will  speed  instal¬ 
lation  considerably  even  when  un¬ 
trained  mechanics  are  used  on  the 
job.  The  new  lockset  has  the  short¬ 
est  backset,  of  any  comparable 
cylinder  lockset  on  the  market  and 
has  a  .620  diameter  tube  with  an 
overall  length  of  1.406",  thus  fit¬ 
ting  any  channel  which  will  accom¬ 
modate  a  13/32"  long  tube. 

This  is  the  only  lockset  on  the 
market  with  its  latch  bolt  perman¬ 
ently  and  positively  staked  in  the 
latch  bolt  tube  and  with  the  tube 
itself  rigidly  retained  in  the  stile. 
The  latter  is  accomplished  by  a 
special  latch  case  support,  exclu¬ 
sive  with  1.  L.  C.  0.  This  means 
that  there  is  no  possibility  that  the 
latch  bolt  will  protrude  and  jam 
if  the  door  or  frame  sags. 

The  set  is  fully  reversible  for  use 
on  either  right  or  left  hand  doors. 
All  parts  are  made  of  solid  brass, 
aluminum,  steel  or  stainless  steel 
and  no  substitute  metals  are  used. 

Independent  Lock  Co.,  Dept.  BS, 

Fitchburg,  Mass. 

*  *  * 

New!  Looky-Tolky 
Tctlk-Thni  Window! 

The  Sun-Sash  Company  an¬ 
nounces  a  new  exclusive  patented 
germ-proof,  draft-proof  window 
that  can  be  used  for  offices,  recep¬ 
tion  rooms,  railroad  stations,  hos¬ 
pitals,  banks,  theatres  and  many 
other  types  of  commercial  and  in¬ 
dustrial  buildings.  There  is  no 
other  such  window  available  on  the 
market. 


The  “Looky-Talky”  window  con¬ 
sists  of  a  membrane  which  trans¬ 
mit  sound  as  if  there  were  no  win¬ 
dow'  at  all.  A  carrying  frame  sup¬ 
ports  the  membrane  and  it  is  in¬ 
serted  into  the  outside  rims  which 
support  the  complete  unit.  A  metal 


disk  is  provided  that  can  be  in- 
.serted  into  position  for  after  office 
hours  or  w  hen  the  window'  is  not 
being  used.  A  complete  unit  w'ith 
three  extra  membranes  is  pack¬ 
aged  for  immediate  delivery.  Sun 
Sash  Co.,  Dept.  BS,  38  Park  Row, 
New  York  38,  N.  Y. 

*  *  * 

Tilemaster,  Plastic  Wall  Tile 
Has  Third  Dimensional  Look 

Newest  product  to  step  on  the 
third  dimensional  band  wagon  is 
Tilemaster  Plastic  Wall  Tile  made 
by  A-1  Plastic  Molders,  Inc., 
Chicago. 

The  company  has  announced 
that  its  exclusive  “cushion”  con¬ 
tour  tiles,  known  as  Bev-All,  not 
only  prevent  unsightly  “dishing” 
but  give  a  rich  3-D  appearance 
which  makes  it  more  lustrous  as 
w’ell  as  practical.  The  Bev-All 
molded  tiles  are  carefully  design 
engineered.  There  are  no  projec¬ 
tions  on  the  back,  thereby  elimin¬ 
ating  the  possibility  of  any 
“bumps”  on  the  tile  face. 

Tilemaster  maintains  perfect 
uniformity  and  dimensional  sta¬ 
bility.  The  colors  are  carefully 
blended  and  molded  for  perman¬ 


ence  and  unvarying  degrees  of 
shade,  the  manufacturer  disclosed. 

Made  of  heavy-gauge  Styron 
plastic  which  assures  lifetime 
beauty,  Tilemaster  is  designed  with 
corrugated  back  surface  so  that  the 
tile  is  “locked”  permanently  to  the 
wall.  The  finish  is  so  durable  that 
it  will  not  chip,  peel,  crack,  craze, 
wai*p  or  shrink  and  is  completely 

resistant  to  moisture. 

*  *  * 

Jalousie  Door  and  Window 
Offered  by  Nash  Mfg.  Corp. 

Joe  Nash,  President  of  the  Nash 
Manufacturing  Corporation  an¬ 
nounces  a  new  addition  to  the  line 
of  Nash  Aluminum  products  —  the 
Nash  “Close-tite”  Jalousie.  The 
Nash  “Close-tite”  Jalousie  is  pre¬ 
cision  fabricated  of  all  extruded 
aluminum  and  has  many  advanced 
engineering  features  in  its  design 
(several  of  which  are  patented) — 
all  appealing  to  the  specialty  dis¬ 
tributor  and  dealer  as  well  as  the 
homeowner. 

Some  of  these  outstanding  fea¬ 
tures  are  as  follows :  built-in  recess 
in  jalousie  frame  allows  positive 
insect  protection  with  use  of  the 
screen ;  operator  housed  completely 
to  give  long,  trouble-free  opera¬ 
tion;  head  and  seal  weather  strip¬ 
ped  to  insure  positive  seal ;  action 
of  jalousie  patented.  “Close-tite” 
glass  holder  gives  positive  seal 
between  all  louvei’s ;  the  louvers  are 
perfectly  balanced.  Glass  retention 
spring  keep  jalousie  glass  to 
holder,  gives  positive  seal  through¬ 


out  and  diminishes  frictional  drag 
and  assures  non-corrosion  of  all 
moving  parts. 

Finger-tip  rotation  control  al¬ 
lows  a  maximum  of  110  degrees 
(Continued  on  Page  68) 
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It  ill 


e  ' 


STOACO 


“Double  Traclc“ 


nion 


Aluminum  Combination 


STORM  WINDOW 


Now  with  justifiable  pride,  STO-A-CO,  manu 


facturers  of  America’s  most  popular  triple  track 


combination  storm  window,  announces  the  intro 


duction  of  a  new  "Companion.”  This  new  Double 


Track  window,  when  sold  in  combination  with 


STO-A-CO’s  Triple  Track,  will  soon  make  other 


window  lines  obsolete  sales-wise. 


Combining  the  engineering  principles  which  hav 
swept  STO-A-CO  Triple  Track  into  the  front 
running  position  in  sales  popularity,  together 
with  new  methods  for  producing  a  lower  priced 
window  for  less-often  used  locations  in  a  build 


ii\g,  this  sure-hre  sales  combination  is  now  ready 
to  serve  the  homes  and  buildings  of  America. 


*  Finest  Extruded  Ali-Aluminum  Construction 


A  Factory  to  Customer  Guarantee 


A  Immediate  Shipments 


A  Profitable  Mark-up 


A  Tested  Proven  Sales  Aids 


A  Complete  Advertising  Campaigns, 


Available  for  All  Local  Markets 


APCO,  OHIO 


The  H me  of , 


Champion .... 

Is  Your  Protection 


First . 


^Triple-Track  Window 

*  Designed  in  New  England 

*  Made  in  New  England 

*  For  New  Englanders 

*  By  New  Englanders 

Proven  and  tested  by  the  Champion  engineers,  at  last, 
a  combination  storm  window  that  is  qualified  to  meet 
the  public  expectations  and  approval. 

Every  moving  part  completely  weatherstripped.  Rigid, 
durable  construction  of  extruded  aluminum.  Heat 
treated  for  added  strength  and  surface  hardness. 
Derive  the  benefits  of  scientifically  treated  glass. 
Adjustable  ventilation  to  any  desired  height — A  clean, 
gadget-free  window  eliminates  service.  Simple  on-the¬ 
casing  installation. 


Last  .  .  .  but  not  least.  Maintenance  is  cut  to  a 
minimum,  a  labor-saving  device  for  the  home  owner. 
Screen  on  the  inside  channel  can  be  adjusted  to  top 
and  bottom  ventilation  or  storage.  Ease  of  handling 
and  operation  —  no  special  tools  or  equipment  re¬ 
quired.  Locking  devices  on  top  and  bottom  prevent 
any  unauthorized  entry  from  outside  of  home.  Custom- 
built  —  competitively  priced. 


BENART 

Is  PlICITY 


Always  ...  ask  for  the  "BENART”  Tri-Plicity 
(the  champion  of  the  triple-track  windows)  and  be 
assured  of  Quality,  Endurance,  and  Efficiency.  To  see 
it  is  to  appreciate  it  —  sell  it  and  derive  full  benefits 
of  radiation. 


Made  by 


(HMIIKNI NIHDONS,  INC. 

•21  E.  Plrat  Sir*#!  South  Boston,  Mass. 

SO  B-B542 


f.A  A  Customer  Is  a  Satisfied  Customer 


Only  New  England  dealer  ieqairies  invited.  Full  field  advisory  assistance.  Advice  and  promotion  suggestions. 
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symbolize  Rro-Tect-U  jaiousiel’  sitrplicity  of  assembly.. .just 
one  of  the  outstanding  features 
leader  in  its  field.  This  simpliaty  < 
equipment  from  a  slide  rule  to 
in  more  sales  to  more  satisfied  ^ 


lot  make  Pro-Tect-U  the 


A  timpl*  tawing  oparation 
in  minufas  maknt  tpecial  custom 
windows  on  tho  job  oliminoting 
unnocossory  doloy. 


istomers. 


One  hundred  KD  windows, 
site  24  (37"x  50H")  con  be 
stored  in  less  than  fifty  cu. 
feet  of  shelf  space. 


The  only  Jalousie  Window  with 
oMy  distributed  closing  force  throughout 
'entire  height  of  the  unit. 


P-TECT-U  The  only  Jalousie  Window  with 
hardware  adjustment  every  fourHi  louver...and 
weatherproof  vane  ends  by  the  use  of  inter¬ 
locking  metal  parts.  Inside  screens  are  inter¬ 
changeable  with  winter  storm  sash. 


PRO-TECT-U  JALOUSIE  CORP.  Dept.  BS-8 
4525  Ponce  DeLeon  Blvd.,  Coral  Gables,  Florida 
Phone  67-5681 

Please  send  me  complete  details  on  a  Pro-Tect-U 
dealership. 

Name . 

Address . 
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opening  and  allows  ventilation  con¬ 
trol  towards  floor  or  ceiling. 

For  full  particulars  and  illustra¬ 
ted  brochure  write  Nash  Manufac¬ 
turing  Corp.,  Dept.  BS,  Long 

Branch.  N.  J. 

*  «  * 

New  All  Aluminum  Dryer 

A  new  and  unique  lightweight 
.■Vluminum  cvlothes  Dryer  will  be 
shown  for  the  first  time  by  the 
K.  1).  Werner  Co.,  Inc.,  manufac¬ 
turers,  at  the  National  Housewares 
Show  in  Atlantic  City  in  July.  This 
is  in  addition  to  their  regular  line 
of  Umbrella  type  dryers  (illus¬ 
trated)  and  Bathroom  Dryers.  By 
combining  the  best  structural  fea¬ 
tures  of  roll  formed  sections  and 
extruded  parts  the  Weiner  Alumi- 
dryer  has  everything  the  home¬ 
maker  wants.  All  Aluminum — 
Can’t  Rust  —  Lightweight  —  and 
Maximum  Strength.  The  Alumi- 
Dryer  can  also  be  opened  or  closed 
by  using  only  one  hand,  because 
of  the  unique  lever  lock  instead  of 
the  usual  cotter  pins. 


A  reinforced  two  piece  mast  sim¬ 
plifies  shipping,  warehousing  and 
storage  problems  for  the  whole- 
.saler  or  dealer  and  gives  “her”  the 
advantages  of  easier  and  more 
compact  storing  and  greater 
strength. 

The  R.  D.  Weiner  Company  are 
one  of  the  leading  manufacturers 
of  All  Aluminum  Step  Ladders,  Ex¬ 
tension  Ladders,  Step  Stools, 
Chromtrim  Metal  Moulding,  etc. 

R.  D.  Werner  Co.,  Dept.  BS,  295 
Fifth  Ave.,  New  York  16,  N.  Y. 


Lombard  Mig.  Co.  Announces 
New  Room  Air  Conditioner 

The  Lombard  Manufacturing 
Company,  Youngstown,  Ohio,  an¬ 
nounces  a  new  line  of  Room  Air 
Conditioners — a  complete  unit  de¬ 
signed  to  meet  the  present  day  de¬ 
mand  for  a  quality  yet  low  priced 
Room  Air  Conditioner. 

Mr.  C.  R.  Wilson,  formerly  an 
officer  of  the  Ace  Industries  Com¬ 
pany,  is  general  manager  with  Mr. 
D.  J.  Watson  as  sales  manager. 

The  Lombard  Manufacturing 
Company  feels  sure  that  their 
Room  Air  Conditioner  is  a  natural 
selling  companion  to  the  related 
Home  Improvement  Products. 

Immediate  delivery  is  assured 
for  all  dealers  and  distributors. 

Lombard  Mfg.  Co.,  Dept.  BS, 

Youngstown.  0. 

*  *  * 

Charles  Co.  To  Produce 
New  3-Track  Sept.  15th 

The  Charles  Co.  will  go  into  pro¬ 
duction  on  the  new  Tri-Seal  Triple 
Track  Combination  Aluminum 
Storm  Window  on  or  about  Septem¬ 
ber  15th.  The  feature  point  to  be 
noted  is  that  Tri-Seal  Triple  Track 
W'indows  are  engineered  to  exact¬ 
ing  simplicity,  minimizing  the 
number  of  gadgets  to  give  a  life¬ 
time  trouble-free  operation. 

Dealers  desiring  a  protected 
franchised  territory  may  see  this 
new  window  now  at  the  factory 
display  rooms  228  New  Street, 
Phila.  6,  Pa. 

*  *  * 

Charles  Co.  Windows 
Available  Polished  or 
Anodized 

The  Charles  Co.  announces  that 
their  Tri-Seal  Two  Track  Combin¬ 
ation  Aluminum  Storm  Window  is 
now  available  either  polished  or 
Anodized.  The  Anodized  finish 
gives  the  aluminum  a  more  beau¬ 
tiful,  satin-smooth  appearance,  and 
makes  it  permanently  rust-proof. 


New  Window  Fan  Fits 
Any  Type  Window 

The  Borneo  Sumatra  Trading 
Company,  Inc.  of  New  York  City 
announces  the  introduction  of  the 
Indola  No  Draft  Window  Fan. 

The  Indola  No  Draft  Window- 
Fan  introduces  an  entirely  new 
concept  in  window  fans — it  fits  any 
type  window’,  even  casements.  Pre¬ 


cise  craftsmanship  has  created  a 
perfectly  balanced  propeller  that 
eliminates  vibration  and  makes  it 
possible  to  mount  this  fan  directly 
in  a  window’  frame.  Therefore,  this 
fan  is  set  in  a  clear  plastic  panel 
(furnished  with  the  fan)  to  fit 
any  window’. 

When  not  in  use,  the  patented 
new  shutter-hood  protects  against 
all  drafts,  dust,  rain  and  snow.  The 
clear  plastic  panel  is  as  transpar¬ 
ent  as  glass  and  makes  the  most 
of  sunlight  winter  and  summer. 
And  windows  can  always  be  freely 
opened  at  all  times  without  trouble¬ 
some  dismounting. 

Indola  No  Draft  Window  Fan  is 
available  in  two  sizes:  (1)  8"  pro¬ 
peller,  overall  dimensions  11", 
Ivory  finish,  110  Volt  AC,  60  Cycles, 
Single  Phase,  self-lubricating  bear¬ 
ings  and  profile  rubber  supports  for 
smooth,  silent  operation.  (2)  10" 
propeller,  overall  dimensions  15" 
(all  other  specifications  identical 
to  the  smaller  size.)  Clear  plastic 
panels,  ready  for  installation  (with 
pre-punched  hole  in  center)  avail¬ 
able  in  the  following  sizes,  or  to 
your  order:  12"  x  18";  18"  x  24"; 
18"  X  36". 

The  Indola  No  Draft  Window- 
Fan  is  now  available  to  qualified 
dealers.  Write  Henry  Berg,  Borneo 
Sumatra  Trading  Co.,  Inc.,  Dept. 
BS,  120  Wall  Street,  New  York  5, 
New'  York. 

(Continued  on  Page  131) 
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PICK  YOUR  SPOT! 

the  wonderful  pre-tested  WEATHER  WIZARDS  .  .  . 
storm  sash  and  primary  .  .  . 

NOW  READY  FOR  NATIONAL  DISTRIBUTION 


These  two  Weather  Wizard  products  —  the  100% 
Extruded  Aluminum  Combination  Storm  Window  (wHh 
Magic  "Floating  Frame")  and  the  new,  improved  Prime 
Horizontal  Sliding  Window  —  have  been  completely 
tested  in  actual  use  in  a  typical  area.  The  results  are 
in.  .  .  .  The  reports  excellent. 

Weather  Wizard  wants  bona-fide  distributors.  Many 
territories  are  still  available. 


YOU’LL  LOVE  WEATHER  WIZARD 
PRODUCTS  BECAUSE: 

•  Weather  Wizard  is  easy  to  install 

•  Weather  Wizard  requires  no  service 

•  Weather  Wizard  offers  a  good  profit 
margin 

•  Weather  Wizard's  performance  will 
advertise  itself 


THESE  FEATURES  HELP  YOU  SELL! 

WEATHER  WIZARD  STORM  SASH 

•  FLOATING  FRAME 

The  Weather  Wizard  Storm  Window  set  in  a 
double-duty,  extruded  Aluminum  floating  frame 
is  mounted  in  an  extruded  Aluminum  channel 
and  thus  is  never  affected  by  seasonal  contrac¬ 
tions  and  expansions. 

•  INTERLOCKING  GLASS  PANELS 
AND  LIP  OVERLAPS 

block  out  all  drafts. 

•  PRESSURE  KNOBS 

adjust  windows  to  any  level  and  lock 
from  inside  to  insure  tamper-proof  in¬ 
stallation. 

•  WEEP  HOLES 

(top  and  bottom) 
run  rain  right  out. 

•  DUAL  TRACK  —  FOR  SELF  STORAGE 

•  ALL  ALUMINUM  SCREEN 

rustproof  and  sturdy. 


y 

No  Gadgets. 


No  Springs.  No  Service  Costs 
lasy  to  Assemble 


AND 


Factory  Geared  for  Fast  Delivery. 
Free  Color  Brochure  for  Consumers 
available  to  all  our  Distributors. 


EATHER 

IZARD 


we  AT  HER  WIZARD  PRIMARY 

•  FINGER-TIP  SLIDING  CONTROL 

•  JIFFY  LIGHT  WEIGHT  TAKE-OUT  PANELS 

for  cleaning  and  extra  ventilation. 

•  GLASS  SET  IN  SPECIAL  GLAZING  CHANNELS 

•  MASTER  FRAME  COMPLETELY  BEVELLED 

for  water  drainage. 

9  100%  FULLY  EXTRUDED  63  ST  5 

•  SPACE  SAVERS  .  .  .  PERMITS  HOME  PRIVACY 
WITHOUT  LOSS  OF  VISIBILITY  OR  VENTILATION 
.  .  .  EASILY  ADAPTABLE  FOR  CASEMENT  SLIDERS 
.  .  .  ADAPTABLE  FOR  LUXURY  HOMES  AND  PRICED 
RIGHT  FOR  LOW-PRICED  HOMES  .  .  .  LOW  COST 
SCREEN  AND  STORM  SASH  AVAILABLE  WITH  NO 
SPECIAL  INSTALLATION. 


ALUMINUM  MANUFACTURING  CORP. 

so  Tulip  PI.  Garden  Oty  Park,  L.  I. 

Garden  CHy  7-B977-S97B 
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Fiber  Glass  Panels 


Priced  for  Profit. 
Built  for  Beauty! 


{Continued  from  Page  39) 


extremely  low  temperatures  and 
maintain  that  strength  at  temper¬ 
atures  of  250  degrees  or  higher. 
They  have  a  high  resistance  to 
nearly  all  acids,  alkalies,  and  or¬ 
ganic  solvents.  In  fact  there  is  no 
known  solvent  for  polyester  resin, 
once  it  has  been  cured.  Put  these 
qualities  together  with  the  tensile 
strength  of  fiber  glass  which  has 
been  demonstrated  up  to  200,000 
ix)imds  per  square  inch,  and  you 
have  a  weather  resistant,  chemi¬ 
cally  inert,  very  stable  reinforced 
plastic  product. 

In  corrugated  panels  which  nest 
perfectly  with  corrugated  metal 
and  asbestos,  no  additional  fram¬ 
ing,  flashing,  closure  strips  or 
means  of  fastening  other  than 
those  normally  employed  with 
metal  or  asbestos  are  required. 
Panels  are  made  in  widths  up  to  42 
inches  depending  on  corrugation 
and  lengths  up  to  12  feet. 


TRIPLE-TRACK 


Properties 


This  fiber  glass  plastic  material 
has  demonstrated  many  striking 
properties.  Depending  on  the  color 
and  depth  of  color  the  panels  trans¬ 
mit  from  30  to  90  per  cent  of  day¬ 
light.  Skylight  green,  for  instance, 
passes  80  per  cent  of  daylight  while 
Forest  Green  reduces  the  trans¬ 
mission  to  30  f?er  cent. 

The  Skylight  green  transmits 
only  50  per  cent  of  the  total  solar 
radiation  and  the  thermal  conduc¬ 
tivity  of  the  material  is  rated  at 
1.7  btu  per  hour  per  square  foot 
per  inch  of  thickness. 

Tensile  strength  of  the  fiberglass 
plastic  is  7,500  to  10,000  pounds 
per  square  inch  and  flexural 
strength  is  18,000  to  25,000  pounds 
per  square  inch.  Loading  strength 
tests  show  that  the  standard  21/2" 
inch  and  4.2-inch  corrugations  will 
support  more  than  100  pounds  uni¬ 
form  load  per  square  foot  on  4-foot 
{Continued  on  Page  72) 


EXCLUSIVE  . . .  4~umy  adjustable  expansion  frames, 
Makes  custom~fit  installations  profitalile/ 


#  63  ST-5  Extruded  aluminum 

#  Self-storing 

#  3  Sliding  Inserts^ 

#  Alclad  screening 


•  Stainless  steel  springs 

•  Finger-tip  Control 

•  Weatherstrippe^d  sills 

•  All  Hardware  Included 


For  Further 
Inforiiiation, 
including 
price  list, 
call  or  write: 


BENART  Windows  are 
FULLY  WARRANTED 
for  parts  and  mechanical  defects. 

EXCLUSIVE  TERRITORIES  AVAILABLE 
for  DISTRIBUTORS  and  K-D  OPERATORS 


EVANS  TERMINAL,  HILLSIDE,  N.  J 

ELizabeth  4-2333 
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ADITIONAL  LAP  SIDING 
i  THE  PRE-PAINTED 

d  Enamel  Finish 


AMERICA’S  BIG  PROFIT 


SIDING! 


. ...  NOT  A  SUBSTITUTE,  BUT 
A  RICH,  FULL  8  INCH  LAP  SIDING 
THAT  ENHANCES  THE  BEAUTY  OF 
ANY  TYPE  HOME-OLD  OR  NEW 
—  S<U€A 


—  StfuUee 


NATIONAL  DISTRIBUTORS 


Youngstown  Riverside  7-3250  3180  BELMONT  AVENUE  .  YOUNGSTOWN,  OHIO 
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Closft  (JpShop/ 

PLAN  A  LICENSEE-DEALERSHIP 
wMiilfc^^ALUMINUM  RO 
1^5^  Q»d  SIDING 

1^0  Ov^hoaJ 
But  Th^  Sk/ 


Tailor-made  “on  location," 
Roliton  Aluminum  Roofs  and  Siding  ore 
available  in  natural  aluminum  finish — plain 
or  embossed;  or  in  three  attractive  coiorsi 


To  financially-qualified  men  or  companies, 
with  a  proven  record  of  accomplishment,  we 
offer  a  limited  number  of  exclusive  regional 
franchises  to  sell  and  install  "Roliton” — the 
aluminum  roof  and  siding  of  the  future! 

Sales  help — advertising  cooperation — market¬ 
ing  assistance!  Technical  know-how  furnished 
to  assure  you  efficient  and  successful  operation. 

It’s  new!  It’s  revolutionary  fit’s  acceptable! 

And  it’s  prtditable! 


•  Unusually  Large  Profit  Potential. 

•  Aluminum  Plus  Machine  Are  Your  Only 
Requirements. 

•  Wide  Acceptance  in  Proven  Markets. 

•  A  Dignified,  Permanent  Business  of  Profit 
and  Merit. 


and  4  ft.  6  in.  spans  respectively. 
The  114-inch  corrugation  will  also 
support  over  100  pounds  uniform 
load  per  square  foot  on  a  4-foot 
span. 

The  material  has  great  thermal 
stability.  Its  strength  and  shatter 
resistance  are  satisfactory  at  65 
degrees  below  zero  Fahrenheit  or 
at  the  temperature  of  live  steam. 


•  No  Shopwork — All  Done  on  Job  Site. 

•  Covered  by  Seven  Patents,  which  make 
Allowances  for  Expansion  and  Contrac¬ 
tion  of  Metal. 

•  Roofing  and  Siding  by  Same  Methods 
and  Machine. 


It  is  not  iLCOinmencieti  lor  tontiu- 
ous  service  at  temperatures  above 
250  degrees  Fahrenheit.  It  expands 
and  contracts  at  approximately  the 
same  rate  as  aluminum,  or  0.000014 
inches  per  inch  at  zero  degrees 
Fahrenheit.  Thus  it  works  per¬ 
fectly  with  both  aluminum  and  as¬ 
bestos. 

Previously  reference  has  been 
made  to  its  chemical  resistance. 
More  specifically  it  is  not  appre¬ 
ciably  affected  by  prolonged  im¬ 


mersion  in  mineral  acids,  such  as 
sulfuric,  organic  acids,  mild  alka¬ 
lies,  alcohol,  gasoline,  benzene,  car¬ 
bon  tetrachloride,  and  most  organic 
or  inorganic  chemicals,  solvents, 
or  fumes.  It  cannot  be  dissolved  nor 
welded. 

It  is  unusually  resistant  to  vibra¬ 
tion,  shock,  hail,  rocks  and  activi¬ 
ties  of  children.  Added  to  all  these 
advantages  this  lightweight,  tough 
material  also  has  an  excellent  fire 
resistance  quality.  It  will  not  ignite 
under  800  degrees. 

Its  fire  resistance  results  from 
the  fact  that  it  does  not  shatter 
from  excessive  heat  and  thereby  is 
a  safeguard  against  drafts  in  a 
burning  structure.  If  ignited  with 
end  and  sides  enclosed  or  in  contact 
with  metal  or  asbestos  as  in  actual 
installation,  it  burns  only  on  one 
side  thereby  assisting  in  contain¬ 
ing  fire  and  providing  weather 
tightness  after  a  fire  is  extin¬ 
guished.  It  has  a  very  slow  rate  of 
burning  it  does  not  contribute  to 
any  fire  already  started  but  helps 
to  retard,  and  with  such  a  high 
ignition  point  it  is  not  affected  by 
falling  cinders  and  embers. 

It  is  the  glass  fiber  mat  in  the 
material  which  prevents  the  trans¬ 
fer  or  spread  of  flames  from  one 
side  of  a  sheet  to  the  other  but  it 
takes  850  to  900  degrees  of  flame 
impingement  to  ignite. 

Many  cities  have  approved  the 
unlimited  area  uses  of  the  material 
in  buildings  with  spinkler  protec¬ 
tion.  More  than  8,000,000  square 
feet  of  it  have  been  installed  in  all 
kinds  o:"^  structures  in  the  last 
three  or  four  years  and  never  has 
there  been  a  complaint  on  burning. 

On  the  House 

{Continued  from  Page  8) 

In  1947  the  total  fell  to  6,100,000, 
but  by  1950  it  climbed  back  to 
6,300,000.  The  bureau  figures  this 
is  roughly  the  total  today,  although 
it  has  not  made  any  recent  na¬ 
tional  survey. 

*  *  * 

A  Government  housing  expert 
said  another  reason  for  the  slow 
{Continued  on  Page  74) 
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lUinSfROni  IS  ACCLAIMED 

THE  FINEST  BY  THOSE  WHO  SEE  IT  AND  BUY  IT! 


PIVOT  CONTROL 

Years  ahead  of  any  other  window  .  .  .  feature  packed  to  make  every  prospect  a 
sure  sale  .  .  .  Winstrom's  new  window  with  PIVOT  CONTROL  does  everything  but 
sell  itselfl  Here  is  every  single  engineering  feature  your  customers  want  ...  all 
built  into  a  window  that  is  demonstration-perfect  and  saleable! 


Winstrom  gives  you  exclusive  PIVOT  CONTROL  .  .  .  But 
that's  not  all!  You  get  expanders  on  all  sides  *  Satin 
Finish  •  Double  Slide  Action  Bolts  on  Ball  Bearings 
(all  panels)  •  Extruded  63ST5  Aluminum  •  Protec¬ 
tive  Packaging  •  3  Channel  Frame  •  Anti-Rattling 

Features  •  Positive  Interlock  .  .  .  And  Many  More! 

No  Servicing  Required! 

Customers  Recommend  Their  Neighbors! 


MANUFACTURING  CORP. 

15-40  127rt  St,  College  Pt  56,  N.  Y. 

Tel. :  FLushing  3-5.')50 


Write  Now!  Our  representative  will  demonstrate  Winstrom's 
complete  line  of  Inside  Sliding  Casements,  Picture  Windows 
(2  types).  One  Light  Units,  and  our  famous  "Teiple  Shield" 
3  Track  ...  all  with  the  ability  to  fit  any  existing  window 
opening. 


TWIST  IN! 
TWIST  OUT! 


Delivered  by  our 
own  trucks  into 
1 1  Eastern  States 
.  .  .  With  Field 
Managers  to  help 
dealers  in  their 
respective  locali¬ 
ties. 
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On  the  House 

(Continued  from  Page  72) 

decrease  of  total  slum  areas  is 
that  for  the  past  twelve  years  the 
homes  built  have  been  for  “people 
who  didn’t  live  in  the  slums.’’  As 
a  result,  he  said,  the  total  slum 
clearance  has  only  been  “a  drop 
in  the  bucket.’’ 

“The  building  boys  have  to  find 
ways  of  making  new  inroads  into 
this  problem,’’  he  said. 

*  *  * 

The  Census  Bureau  reported 
45,000,000  dwelling  units  in  the 
country  in  1950,  ranging  from  elab¬ 
orate  mansions  to  tar  paper 
shacks.  Of  these  2,000,000  were 
overcrowded  and  2,500,000  were 
“dilapidated.**  Another  5,700,000 
urban  homes  did  not  have  ade¬ 
quate  toilet  facilities. 

Today  builders  figure  the  hous¬ 
ing  total  is  about  49,000,000,  of 
which  roughly  42,000,000  are  non¬ 
farming  dwellings. 


In  1940  only  41  per  cent  of  non¬ 
farm  homes  were  owned  by  the 
persons  living  in  them.  This  low 
figure  was  partly  due  to  the  many 
foreclosures  during  the  depression 
period  of  the  Nineteen  Thirties.  By 
1950,  53  per  cent  of  urban  homes 
were  owmed  by  the  persons  living 
in  them. 

“That  trend  is  continuing,’’  a 
building  spokesman  said.  He  esti¬ 
mated  that  today  55  per  cent  of 
urban  dw’ellers  own  their  owm 
homes. 


Home  Loans 

(Continued  from  Page  12) 

in  home  mortgages.  This  is  sep¬ 
arate  from  the  $500,000,000  added 
last  March  to  the  F.  H.  A.’s  au¬ 
thority  to  back  loans  for  home  re¬ 
pairs  and  improvements. 

It  also  frees  an  extra  $200,000,- 
000  for  use  in  the  Federal  National 
Mortgage  Association’s  F.  H.  A. 
and  V.  A.  purchase  programs.  F.  N. 


M.  A.  already  had  $1,800,000,000 
on  hand  for  this  purpose. 

As  another  means  of  “loosening” 
mortgage  money,  the  law  permits 
F.  N.  M.  A.  to  operate  a  “one-for- 
one”  sale  and  purchase  program  of 
the  mortgages  it  now  holds  in  its 
portfolio.  This,  however,  would  be 
limited  to  $500,000,000  of  the  $2,- 
500,000,000  that  F.  N.  M.  A.  holds. 

More  Than  Asked 

In  authorizing  the  “standby”  re¬ 
lief  program  for  builders — permis¬ 
sion  for  Mr.  Eisenhower  to  cut 
down  payments  and  extend  mort¬ 
gage  terms — Congress  went  fur¬ 
ther  than  the  builders  asked.  Their 
spokesmen  had  suggested  cutting 
down  payment  requirements  to  10 
per  cent  on  $12,000  homes — not  5 
per  cent  as  written  into  the  law. 

Builders  generally  regard  the 
$12,000-and-under  housing  as  the 
“critical”  field  in  the  years  ahead. 
They  figure  they  have  largely  filled 
the  immediate  post-war  “emer- 
(Coyitinued  on  Page  76) 


OVER  <4  MILLION  PARKCHESTER  WINDOWS  NOW  IN  USE! 
INTRODUCING— All  TROUBLE  FREE* 


PARKCHESTER  ««400 

‘ '  L  ALUMINUM  COMBINATION  R  C|.93 

STORM  &  SCREEN  ^ 

WII^DOW!^ 


COMPLETELY 
ASSEMBLED 
UP  TO  40  X  80 
FRAME  SIZE 


★  SMOOTH  TO  OPERATE 

★  EASY  TO  DEMONSTRATE 

★  GLIDE  LOCK  FOR  ADJUSTABLE  VENTILATION 

★  DESIGNED  AND  PRICED  FOR  VOLUME  SALES 

The  Leader  Window  You  Really  Sell! 


*  MORE  PROFIT 
MANUFACTURERS 
SCREENS 


OF  A  COMPLETE  LINE  OF  CASEMENT 
»  WICKETS  AND  STORM  PANELS 


Factory: 

PAMCO  WINDOW  MFG.  CO.,  INC. 

1651  EAST  233rd  STREET 
NEW  YORK  66,  N.  Y. 

FAirbanks  4-7233 


DISTRIBUTORS  WANTED 

FOR  DETAILS  ON  AMAZING  LOW  PRICE 
CALL  OR  WRITE 
Factory  Branch: 

TRENTON  STORM  WINDOW  CO.,  INC. 

128  SOUTH  WARREN  STREET 
TRENTON,  N.  J. 

TRenton  4-3940 


74 


AUGUST  1953  BUILDING  SPECIALTIES 


Guaranteed . . .  yes. 


CALL  OR  WRITE  NOW 

Tel:  U.  5-2400 

FEDERAL  SCREEN  &  SASH  CO. 

'  8^  E.  MERRICK  RD.  VALLEY  STREAM,  UJ.,  N.  Y. 


TO  WITHSTAND 
600  LBS.  HANGING  WEIGHT 
WITHOUT  SAGGING! 

Conclusive  proof  that  beauty  and 
superior  strength  CAN  be  combined! 
FBDCO  did  it — and  you  can  cash  in  on  it! 


A/anufacturers  of  the  FBDCO 
Triple  Track  Window 


*  U.S.  PAT.  APP.  NO.  355,553 


FEDCO  "Concealed  Hinge"  DOOR* 


I  (Dept.  B  8) 

I  FEDERAL  SCREEN  &  SASH  CO. 

I  85  E.  Merrick  Rd.,  Valley  Stream,  L.  I.,  N.  Y. 


Please  send  the  complete  story  on  FEDCO. 


DEALER; 


I 
I 
I 
I 

I  ADDRESS  . 

I  CITY  &  ST.ATE . PER. 

I _ 


In  conventional  door  installa¬ 
tion,  the  three  hinges 
are  separate  and  aligned 
by  eye.  The  "breaking  in" 
required  to  free  the 
operation  from  bind¬ 
ing  is,  in  reality,  a 
loosening  procedure.  This 
problem  is  ended  for  all 
time  by  the  new  FEDCO  door. 


The  first  thing  you  may  notice  about  the  new  FEDCO 
door  is  the  absence  of  visible  hinges.  But  there's 
much  more.  Exciting  new  advances  that  will  open  up  a 
whole  new  world  of  sales  potential  .  .  .  down-to-earth 
changes  created  by  FEDCO  experienced  engineering  .  .  . 
and  the  foremost  designers  of  our  times.  See  it  todayl 


SEEING  IS  BELIEVING!  A  visit  to  our  plant  to  see  for 
yourself  is  the  best  way  to  convince  you  that  this  is  the 
greatest,  most  exciting  achievement  since  the  creation  of 
aluminum  stormscreen  doors  themselves! 


THANKS,  BUT  .  .  . 


So  many  inquiries  are  received  in  each  day's  mail  that  replies  may 
be  a  bit  tardy  in  coming.  But  you  may  be  sure  that  you  will  get  all 
the  information  you  asked  for  soon.  In  the  meantime,  take  our  sugges¬ 
tion  and  visit  our  plant  if  at  all  possible.  The  results  will  be  more 
beneficial  to  all  —  and  a  lot  faster. 
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Green  River  Laws 

{Continued  from  Page  41) 


Designed  for  BIGGEST  YEAR  ’ROUND  PROFITS 


Green  River  legislation 
or  seeking  out  where 
such  legislation  is  about 
to  be  introduced. 

(3)  Lack  of  Understanding 
— not  knowing  what  to 
do  to  combat  Green 
River  legislation  once 
you  are  confronted  with 
these  job-robbing,  busi¬ 
ness-killing  laws. 

All  of  these  3  points  spell 
“D-A-N-G-E-R”  to  your  business 
and  to  your  livelihood.  Take  the 
case  of  Point  #1 — Complacency. 
You’ve  probably  heard  someone  in 
the  Home  Improvement  Industry 
say  something  like  this  at  one  time 
or  another:  “Why  should  I  worry 
about  what  happens  to  some  guy 
up  in  Fargo,  North  Dakota?  Let 
him  get  out  of  his  own  mess.  I’ve 
got  troubles  of  my  own.  What  hap¬ 
pens  to  him  is  no  skin  off  my  nose!’’ 


Competitively  priced  for  distributors  and 
dealers 

Fast  Delivery  You  Can  Count  On 
Exclusive  Territories  for  Your  Protection 
Quality  and  Value  That  Shows  . . .  and  Lasts 


Packed  with  CUSTOMER  APPEAL  FEATURES 

o  100%  extruded  63  STS  Alumi-  e  EXCLUSIVE;  Full  SMi"  wide  door 

'’um  frame  for  maximum  strength  and 

o  Reinforced  corners  for  lifelong  d|,Hnctlve  appearance 

strength 

o  Fingertip  window  control  •  Aircraft-type  rivet  construction  on 

•  Interlocking  design  for  airtight  door 

_  ,  .....  •  Vinyl  plastic  bottom  door  seal 

•  Fool-proof  automatic  locking  de¬ 
vice  on  windows  *  Extra-heavy  door  kickplate 

DISTRIBUTORS,  DEALERS  A  K-D  OPERATORS! 

Write  today  for  FREE  BROCHURE  and  High  Discount 
Price  List  or  .  .  .  Visit  our  plant 


Malignant  by  Nature 


Nothing  could  be  further  from 
the  truth.  Not  only  is  it  skin  off  the 
nose,  it’s  skin  off  the  whole  body! 
What  happens  to  a  dealer  in  Fargo, 
North  Dakota,  might  possibly  put 
a  dealer  in  Hampton  Roads,  Vir¬ 
ginia  out  of  business!  Green  River 
legislation  is  malignant  by  nature 
and  the  disease  spreads  rapidly. 
After  the  Supreme  Court,  on  June 
4,  19.51,  validated  the  constitution¬ 
ality  of  a  Green  River  ordinance 
passed  by  the  city  of  Alexandria, 
Lousiana,  a  whole  outbreak  of 
similar  legislation  cropped  up 
overnight  in  cities  across  the  coun¬ 
try.  At  one  point  it  threatened  the 
very  existence  of  an  entire  indus¬ 
try — the  direct  selling  industry. 

And  this  threat  still  persists. 
Witness  the  repercussions  from  the 
trouble  caused  in  California  by  a 
few  dishonest  elements  in  the  home 
improvement  field.  The  chain  re¬ 
action  of  Green  River  legislation 
and  other  restrictive  laws  has 
(Continued  on  Page  78) 


Company 


Arnot  Place,  Lodi,  N.  J. 
GRegory  3-0937 


Home  Loans 

(Continued  from  Page  74) 

gency’’  need  for  shelter  housing 
and  now  must  turn  to  mass  low- 
cost  homes. 

Many  regard  the  legalized  dis¬ 
counts  proviso  as  equally  impor¬ 
tant  as  giving  Mr.  Eisenhower  au¬ 
thority  to  cut  down  payments. 

The  new  law  permits  builders  to 
absorb  any  losses  in  selling  the 
mortgages  at  a  discount.  But  it 
specifically  forbids  the  builder 


from  passing  on  the  discount  loss 
to  the  G.  I.  home  buyer.  Opponents 
of  discounting  practice  condemn 
this  “legalized  larceny’’  and  main¬ 
tain  that  it  leaves  veterans  de- 
fensele.ss  against  scheming  home 
builders. 

The  new  law  also  extends  until 
the  30  19.54,  the  F.  H.  A.’s  military 
housing  loan  insurance,  temporary 
housing  of  the  defense  housing 
program,  and  the  community  fa¬ 
cilities  program  for  this  defense 
housing. 
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CRAIG  STORM  SASH  and  SCREEN 
FOR  SLIDING  WINDOWS 

Cash  in  on  the  ever  growing  demand  for  the  classical  top-hung, 
outward  swinging  Craig  combination  one  light  storm  sash  and  full 
screen  window.  It  is  most  sought  after  for  the  thousands  of  prime 
sliding  windows  on  ranch  type  homes  and  developments,  coast- 
to-coast  and  from  border-to -border.  Easily  removable  or  in  pleasant 
weather,  held  open  by  stay  bars  and  sill  clips.  Screen  or  glass  can 
be  purchased  separately  or  in  combination.  Shipped  assembled 
including  all  hardware: — (2)  bottom  siH  clips,  (2)  top  hangers, 
(8)  screws.  Lower  fixed  light  of  Thermopane  also  available. 


i  ®  Vies 


'Hfi''®  atvd  ^ 


‘  *  ’ 

Titft- 


TRIPLE-ACTION,  SELF  STORING 
DELUXE  PICTURE  FRAME  TYPE 
ALUMINUM  0yjj ,  j 
COMBINATION  WCti^UU04^ 

S 

The  Craig  double-hung  window  is  «i  quality  product  precir.ion-bilt 
and  beautifully  designed  to  be  service-free.  Custom-made  for 
perfect  fit  on  any  type  frame.  Fully  extruded  63  ST  5  aluminum 
alloy.  Positive  Cam-lock  protection.  Full  length  interlocking 

\ meeting  rails.  Sold  and  shipped  assembled  at  a  guaranteed  low 
price  that  is  profit-packed  to  make  it  the  most  interesting 
deal  for  YOU/ 

phone  GArfield  6-7450 


74.  CRAIG  WINDOW  COMPANY 

2900  EAST  CASTOR  AVENUE,  PHILADELPHIA  34,  PA. 
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Green  River  Lows 

(Continued  from  Page  76) 

alarmed  the  entire  direct  selling 
industry.  And  it  has  been  particu¬ 
larly  alarming  to  the  Home  Im¬ 
provement  Industry. 

A  whole  legion  of  California 
towns  have  introduced  Green  River 
laws,  or  are  contemplating  their 
introduction;  all  as  a  direct  result 
of  sprayed  siding  failures.  By  word 
of  mouth,  cities  in  other  states 
have  heard  about  I’affaire  mastic 
and  are  likewise  falling  back  on 
the  convenient  Green  River 
“remedy”. 

Unfortunately,  the  reaction 
against  badly  applied  or  low  qual¬ 
ity  products  doesn’t  stop  with  just 
cities.  Bills  have  been  prepared  for 
introduction  to  the  California 
State  Legislature  at  Sacramento. 
And  if  Green  River  action  can 
spread  across  state  boundry  lines 
to  other  cities,  there  is  nothing  to 
prevent  similar  penetration  from 
one  stale  legislature  to  another. 


Perhaps  the  greatest  blow’  of  all 
is  yet  to  come.  It  is  bad  enough 
to  have  a  legion  of  cities  and  one 
or  two  state  legislatures  contem¬ 
plate  Green  River  legislation.  But 
when  the  Federal  Government  is 
asked  to  take  action,  then  the  seri¬ 
ousness  of  the  situation  takes  on 
the  blackest  of  complexion. 

Result  of  Abuses 

As  a  direct  result  of  the  abuses 
perpetrated  by  a  few  unscrupulous 
dealers  in  California,  the  Federal 
Government  is  being  asked  to  re¬ 
view  of  the  provisions  of  the  FH  A’s 
Title  1.  Restrictions  of  a  stringent 
nature  are  being  proposed  to  ham¬ 
string  the  Home  Improvement  In¬ 
dustry  in  particular  and  the  direct 
selling  industry  in  general. 

If  you  have  been  complacent  to 
wrong-doing  heretofore,  stop  and 
ask  your.self :  “How’  Much  Dollar 
Volume  Can  I  Directly  Attribute 
To  Title  1?”  A  truthful  answer  to 
this  question  w’ill  probably  be  just 
what  the  doctor  ordered  to  cure 


you  of  complacency,  lack  of  vigi¬ 
lance  and  lack  of  understanding. 

By  now’  it  should  be  easy  to  see 
how’  “.  .  .  w  hat  some  guy  does  up 
in  Fargo,  North  Dakota”  might 
conceivably  put  a  dealer  in  YOUR- 
TOWN,  U.S.A.  out  of  business. 
And  that  dealer  could  be  YOU!!! 

It  has  been  well  said  that  “the 
price  of  liberty  is  eternal  vigi¬ 
lance.”  There  has  been  much  vigi¬ 
lant  action  taken  against  Green 
River  ordinances  by  trade  associa¬ 
tions  within  the  Home  Improve¬ 
ment  Industry.  This  action  has 
been  in  cooperation  with  trade 
associations  from  other  fields  deal¬ 
ing  in  the  direct  selling  market 
places.  But  further  vigilance — con¬ 
stant  vigilance — is  required. 

Trade  Associations 

To  learn  how’  the  activities  of 
these  trade  associations  have  been 
helping  you  to  keep  ringing  door 
bells — to  learn  w’hy  your  active 
participation  and  help  is  needed  to 
(Continued  on  Page  80) 


IBCHUJflB 


JALOISIE  &  AWNING  CO. 

30  N.  E.  39th  ST.  •  MIAMI,  FLA. 


!  NORTH 
SOUTH 
EAST  & 
WEST 


Specially  developed  for  winter  weather,  the 
new  SCHWAB  glass  jalousie  is  available  with 
tight-fitting  storm  sash,  easily  dropped  in  place 
from  inside  the  home.  No  screws  or  retainers 
necessary  to  fasten.  A  new  idea  in  complete 
and  effective  weatherstripping  has  been  devel¬ 
oped  that  makes  this  window  really  tight. 

SCHWAB  JALOUSIES  ARE  YOUR  BEST  BET,  NO 
MATTER  WHERE  THEY’RE  SOLD. 


Atk  for  our  new  catalog  with  all 
inttallatiori  detail*  for  KD  ASSEMBLY 


AntiH^lHe  louver  clip, 
with  spring  tension. 

4“  louvers,  the  favorite 
of  the  home-owner. 


Weatherstripping  at  head, 
iamb  and  sill. 

Tested  for  effectiveness. 


Screen  drops  into  channel. 
Replaced  by  storm 
window  in  30  seconds. 
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is  a  prospect  for 

C-THRU  ALUMINUM  AWNINGS 


BECAUSE: 


The  C-THRU  AWNING  has  the  ad- 
vantage  of  being  the  most  versatile 
as  well  as  the  most  beautiful  of  all 
aluminum  awnings. 


C-THRU  AWNINGS  Scientifically 
Control  Light  A  Vontilation 


Its  exclusive  patented  fea¬ 
tures  combined  with  HIGH 
QUALITY  and  LOW  COST  as¬ 
sure  our  dealers  and  distrib¬ 
utors  of  a  fast  moving, 
money  making  product. 


C-THRU  DOOR  CANOPY 
(SIDES  OPTIONAL) 


C-THRU  PORCH  CANOPY 


C-THRU  WINDOW  AWNING 


C-THRU  ALUMINUM  AWNING  CO 


424  W,  IITH  ST.,  LOS  ANGELESnS,  CALIF 


yes,  its  MnfinfUtl  and  6m/U 
for  use  in  snow  country. 


UGHT 

C-THRU'S  patented  curved  louvers  break 
up  harsh,  outside  light  which  enters  your 
room  soft,  glareless  and  diffused.  No  more 
dreary  rooms  with  this  exclusive  feature. 

VENTILAflON 

C-THRU'S  engineered  louvers  keep  the  sun 
away  from  your  windows,  and  allow 
complete  awning  imd  room  ventilation.  No 
dead  air  packets  means  temperatures  low¬ 
ered  as  much  os  17  degrees. 


DISTRIBUTORS;  Write  or  wire  immediate¬ 
ly  for  further  information. 

DEALERS;  Contact  us  for  location  of  your 
nearest  distributor. 


C-THRU  PATIO  CANOPY 


C-THRU  CROSS-MITER  DOOR 
OR  WINDOW  AWNING 


C-THRU  STORE  AWNING 
(SIDES  OPTIONAL) 
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new 


SURE-FIRE  PROFIT-MAKER! 


different ! 


GREATEST  DEVELOPMENT  IN  . 
JALOUSIE  WINDOWS! 


A 

Louvre-seal 

Exclusive 

Only  Louyre  -  seal 
Gives  You 
Weatherstripping 
With  A  Patented 
Interlocking  Alu¬ 
minum  Flange! 


1 


vovi 


Here  is  your  chance  to 
sell  the  only  Louvre  ever 
designed  for  cold  weather  installations 
.  .  .  Louvre-seal.  Amazing  flange  weatherstrip¬ 
ping  action  gives  positive  weather  protec¬ 
tion,  unbeatable  demonstration  advantage. 
Availa'-le  in  individual  units  or  multiple  units. 
Windows  complete  with  screens  —  63ST5 
extruded  aluminum  throughout.  Write,  Wire, 
or  phone  for  further  information! 

LOUVRE-SEAL  WINDOW  PRODUaS,  INC. 

97.24  ALBERT  ROAD 
OZONE  PARK  16,  NEW  YORK 


Perfect  for  porch 
enclosures,  doors, 
wittdow  walls,  and 
all  windows.  Also 
available  in  1"  Alu¬ 
minum  doors  or 
handsome  Mahog¬ 
any  /^"  doors. 


Hints  to  Salesmen 

(Continued  from  Page  28) 

cial  success  for  their  prospective 
salesmen  and  cite  the  earnings  of 
their  top  salesmen.  They  seldom 
mean  to  deceive  you  but  they  just 
can’t  help  putting  things  in  the 
most  optimistic  light  possible.  You 
will  do  both  yourself  and  the  sales- 
manager  a  good  turn  if  you  ask 
him  for  the  average  weekly  earn¬ 
ings  of  the  top,  middle  bracket. 


and  lowest  salesmen.  This  should 
give  you  a  better  idea  of  where 
you  might  fit  into  the  scheme  of 
earnings  possible  with  that  par¬ 
ticular  company. 

If  the  company  has  a  sales  train¬ 
ing  program  that  is  something  you 
should  know  about  since  such  a 
program  can  be  of  great  advan¬ 
tage  to  you  and  mean  more  suc¬ 
cessful  sales  and  higher  earnings. 
•  •  • 

Take  into  consideration  the  in¬ 


tegrity  of  the  Company,  the  possi¬ 
bilities  of  advancing  to  become  an 
executive  or  have  a  dealership  of 
I  your  own,  and  the  rate  of  money 
'  return  to  you  for  sales  effort  ex¬ 
pended.  If  the  answer  is  yes  to 
these  sixty-four  dollar  questions, 
go  to  work,  exercise  your  intelli- 
j  gence,  your  ability,  and  your  hard 
:  work,  well  knowing,  that  because 
j  of  your  evaluation  of  the  back¬ 
ground,  and  the  future,  OPPOR¬ 
TUNITY  is  within  your  grasp;  and 
j  you  are  on  your  way  to  become  a 
I  master  Salesman  with  a  hard-hit¬ 
ting  aggressive  organization,  with 
a  good  financial  return  for  the 
present,  and  a  tremendous  future, 
both  money-wise,  and  security  wise, 
awaiting  ahead ! 

Green  River  Laws 

(Continued  from  Page  78) 

keep  the  path  to  doorbells  un¬ 
shackled  and  unobstructed — read 
Article  #2  in  this  series  appearing 
in  next  month’s  edition  of  this 
magazine. 

And  as  a  last  reminder  .  .  . 

Look  at  the  illustration  on  the 
title  page  of  this  article.  That  is 
why  we  say:  DON’T  LET  THIS 
HAPPEN  TO  YOU! 

mu 

Direct  Mail 

(Continued  from  Page  43) 

advertising,  there  are  numerous 
direct  mail  specialists  available  in 
most  cities  who  can  do  excellent 
preparatory  work  at  reasonable 
cost. 

If  you  intend  to  map  out  your 
own  direct  mail  campaign,  how¬ 
ever,  here  are  several  essential 
points  to  keep  well  in  mind. 

1.  Get  the  best  mailing  list  you 
can.  This  is  of  primary  importance 
in  any  mail  campaign  for  obvious 
reasons.  If  most  of  the  names  on 
your  list  are  not  live  prospects,  you 
will  have  a  mail  bill  to  pay — and  no 
sales  results. 

(Continued  on  Page  82) 
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fe  m  o  r  e  I  a  n  d 

MiTAL  MANUFACTURING  CORF 


Milnor  and  Bieigh  Straats 
Fhiladalphia,  Fnnnsyivania 
FIoom  Mnd  cotaiog  to 

Name  . . . 

Address . 

City  . . ..........2 


BD  2 

Or»e  of  on  extensive 
line  of  hondsomely 
designed  scroll-ond- 
bird  griHes 


heck  these 


rVALUE-PLUS 

aV 

Westmoreland  features 


DURABILITY-WESTMORELAND  uses  only  extruded 
aluminum  in  hardest  alloys  in  the  manufacture  of 
its  products! 

PERMANENT  FINISHES  -  All  WESTMORELAND 
grilles  are  "Bright-Dipped"  for  that  gleaming,  chrome- 
like  look  .  .  .  then  lifetime-sealed  with  lacquer! 

COMPLETE  -  Every  WESTMORELAND  grille  is 
shipped  with  all  necessary  hardware  . .  .  corrosion- 
proof,  too.  No  more  problem  installations! 

MODERATE  PRICES-WESTMORELAND'S  huge  vol¬ 
ume  and  tremendous  buying  power  make  it  possible 
|-  for  us  to  offer  you  top  quality  ...  at  the  modest 
prices  you  want  to  pay! 


ESTMORELAND'S  skilled  efficiency  and  modern 
production  methods  combine  to  provide  peak  service. 
Better  .  .  .  faster  .  .  .  with  speedier  delivery.  THE 
PRODUCT  YOU  WANT  ,  .  .  WHEN  YOU  WANT  ITI 


EXP  10 

Adjustoble  to  fit  ony  door 


rSef  of  2- 


7V4 


X 


ORNAMINTAL 

CASTINGS 

and  corner  brockets  .  . 
Ask  us  about  the  mony 
ovoiloble  designs, 
in  block  or  white 
boked  enamel  finish. 


P  24 

(24"  X  29Vi", 
24"  X  33Vi") 


Port  of  o  line 
that  offers  you  a 
grille  for  every 
door,  need  or  budget. 


JLETTERg 


0 


MAIL  CHUTE 


NUMBERS  AND 
FRAMES 


con  be  purchosed 
seporotely.  Mointoln  your 
own  inventory  for 
on-the*iob  installation. 


Regulation  9%**  size 
with  7"  slot.  Heavy 
gouge  oiuminum.  Sotin 
finish. 
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Direct  Mail 

(Continued  from  Page  80) 

You  can  compile  a  good  list 
through  door-to-door  canvass  calls 
made  by  salesmen,  by  employing 
women  part  time,  and  even  by  put¬ 
ting  promising  high  school  stu¬ 
dents  to  work  for  you. 

Another  good  source  for  your 
list  is  the  local  tax  office  where  the 
tax  records  will  provide  names  and 
addresses.  Also,  industrial  and 
commercial  firms  can  be  obtained 
from  your  classified  telephone  di¬ 
rectory,  your  local  city  directory 
and  from  mailing  list  companies. 
In  compiling  commercial  addresses, 
how’ever,  be  sure  to  secure  the 
names  of  owners,  managers  or 
other  important  executives. 

Still  another  excellent  way  to 
add  to  your  list  is  to  get  the  names 
of  owners  of  homes  which  are  ten 
years  old  or  more  as  well  as  new 
home  owners  from  your  local  real 
estate  offices  and  banks.  Finally,  it 
is  a  good  idea  to  send  one  or  two 


men  around  in  a  car  to  tour  local 
areas  and  record  the  homes  which 
lack  one  or  more  of  the  specialties 
you  sell. 

2.  Be  sure  to  choose  your  mail¬ 
ing  pieces  carefully  and  see  that 
the  right  one  gets  to  the  right 
place.  Do  not  send  them  haphaz¬ 
ardly  and  expect  to  get  results.  The 
commercial  establishment  owner 
must,  for  example,  get  a  circular 
that  makes  a  direct  appeal  to  him ; 
the  homeowner  must  get  a  differ¬ 
ent  mailing  piece,  of  interest  to 
him  specifically.  Use  a  different  ap¬ 
peal  for  each  group  you  go  after. 
Don’t  use  the  same  general  circu¬ 
lar. 

Repetition 

3.  Repetition  and  persistence 
are  important.  Don’t  expect  a  sin¬ 
gle  mailing  piece  to  bring  you  a 
year’s  business.  Make  sure  you 
have  regular  mailings,  as  often  as 
once  a  month  if  possible,  although 
experience  will  tell  you  the  fre¬ 
quency  which  will  bring  best  re¬ 
sults  for  you. 


4.  The  follow-up  is  important, 
too.  Records  of  your  mailings  must 
be  kept  carefully  so  that  it  will  be 
easy  to  follow-up  live  leads,  sales¬ 
men’s  calls,  etc.  It  is  a  good  idea 
to  have  a  customers’  file  for  pros¬ 
pects  who  are  sold.  Good-will  fol¬ 
low-ups  often  lead  to  new  jobs  se¬ 
cured  through  satisfied  customers. 

5.  To  check  the  efficiency  of  your 
present  or  planned  direct  mail  ad¬ 
vertising  program,  check  the  fol¬ 
lowing  points  carefully. 

The  Direct  Mail  Offer: 

Is  your  offer  directed  to  the  most 
appropriate  mailing  list  ?  Is  the 
offer  clear,  simple,  easy  to  under¬ 
stand?  Does  it  compare  favorably 
with  the  competitive  offers? 

The  Envelope: 

Is  it  attention-getting?  Does  it 
arouse  immediate  interest  or  curi¬ 
osity?  Could  it  be  improved  if  you 
(Continued  on  Page  84) 


mJT:  Ornamental  Ircin 


Total  investment  for 
complete  working  stock 
(not  samples)  for  imme¬ 
diate  sales.  No  one  else 
con  moke  this  offer. 


Would 


FOR  A  YEAR  'ROUND 
PROFITABLE 

BUSINESS  400  awning, 

Venetian  blind  and  home 
specialty  firms  are  doing  it  now 
with 


COLUMNS  and  RAILINGS 

Manufactured  exclusively  by 

DALLAS  IRON  &  WIRE  WORKS 


p.t.nt  p«.din. .  c.»yri«ht  1952  ^025  Deoton  Df.  P.  O.  Box  7202  Dallas  9,  Texas 
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THE  EXPANSION  SPEAKS  FOR 

STEPHEN -LAURIE 

POPULARITY 


0  o  o 


THREE  -  TRACK 
all  aluminum 
Storm -  Screen 
Window.  Auto¬ 
matic  self-lock¬ 
ing,  top  and 
oottom  ventobil- 
ity,  no  track  re¬ 
moval  and  4- 
side  expansion 
are  a  few  of  the 
reasons  for  the 
big  switch  to 
Stephen-Laurie. 


JALOUSIE  DOOR. 

An  achievement  in 
practical  louvre 
operation.  Louvre 
unit  uses  no 
screws,  practically 
installs  itself  in  a 
jiffy.  Rotor  oper¬ 
ated,  choice  of 
gloss,  built-in  ra-n 
cap. 


TWO  -  TRACK  all¬ 
aluminum  Storm- 
Screen  Window  .  .  . 

for  budget-wise 
buyers  with  auto¬ 
matic  locking  ac¬ 
tion,  self-storing. 


3 STEPHEN -LAURIE 
r  PLANTS  TO 
.  SERVE  YOU 


All  Aluminum 
Storm  •  Screen  Door. 

Z-Bar  or  expander 
types,  fully  equip¬ 
ped,  closed  extruded 
inserts  and  steel 
corner-gussets  .  .  . 
all  at  remarkably 
ottractive  cost. 


2  in  Providence,  R*  i. 


i 


2  in  Philadelphia,  Pa« 


Edgewood,  Md. 


DEALERS,  DISTRIBUTORS,  "K.D" 
or  FULLY  ASSEMBLED  UNITS  .  .  . 

any  of  these  plants  can  accommodate 
you  in  any  quantity. 

Thanks  to  the  instantaneous  acceptance  of  Stephen-Laurie 
products,  we  can  now  serve  you  even  better  from  five  stra¬ 
tegically  located  manufacturing  points.  Having  established 
a  truly  amazing  record  of  faithful  72-hour  delivery  in  any 
quantity,  Stephen-Laurie  now  enables  you  to  enjoy  the  con¬ 
venience  and  economies  of  an  at-hand  source  of  supply. 
You'll  like  doing  business  with  Stephen-Laurie  and  its 
products.  They're  made  to  do  a  better  job  .  .  .  easier  and 
more  profitably  over  the  years. 


You  are  cordially  invited  to  visit  any 
of  our  plants.  For  the  address,  write 
our  main  office  below. 


STEPHEN -LAURIEMfg.  Co. 

5913*23  Ridge  Ave.,  Philadelphia  Pa. 
Ivy  Ridge  2-6660 


Stephen-Laurie  Mfg.  Co. 

5913  Ridge  Ave.,  Phila.  2S,  Pa. 

We  are  interested  in  the  following  Stephen-Laurie 
products: 

□  2-Traek  WindoW  □  Storm  Door 

3-Troek  Window  [^'Jolousie  Door 

(All) 

We  are  . 

Dealers,  Distributors,  etc. 

Name  . 

Address  . 

City  and  State  . . 
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YOUR  CUSTOMERS 
KNOW  THAT  THEIR 


SIVEWAUS 

NEED 

PROTECTION! 

THRIFTY  HOMEOWNERS  NOW  WANT 

RE  NU  IT 


SPRAYED  ASBESTOS  SIDEWALL  RESURFACER 


STUCCO 


PROTECTS  —  INSULATES  —  BEAUTIFIES 


Every  home- 
owner  o  Pros¬ 
pect! 

Con  be  financed 
on  instollment 
payment  plan! 

10-year  material 
replacement  guar¬ 
antee! 

Small  investment 
with  quick  turn¬ 
over! 


A  few  exclusive 
territories  still 
available! 


vV'l'//. 


_jr 


Beautiful 

Colors 


Don't  overlook  the  sales  power  of  a  Re-Nu-lt  distribu¬ 
torship.  Find  out  today  how  you  can  produce  more 
business  and  greater  profits  quickly  and  easily  with  a 
proven  product  that  enjoys  constant  demand  in  every 
type  of  home  from  the  smallest  to  the  most  expensive. 


RE-NU-IT  CORP. 

424  W.  42ncl  ST. 
NEW  YORK  36,  N.  Y. 
LO  3-6631 


RE-NU-IT  CORP.  Dept  BS-8 
424  W.  42nd  St.,  N.Y.C.  36 

Pleose  send  complete  information  on  RE-NU-IT. 

FIRM  .  . 

ATT .  . 

ADDRESS  . 

CITY  and  STATE  . 

WE  ARE  (Type  of  Business)... .  ... 


Direct  Mail 

(Confirmed  from  Page  82) 

used  colored  stock,  illustrations, 
teaser  copy? 

The  Letter: 

Like  the  envelope,  is  your  letter 
attention-getting?  Could  you  make 
it  more  physically  attractive  if  you 
used  colored  stock,  illustrations, 
photos,  distinctive  company  signa¬ 
ture? 


Is  the  copy  headline  or  first  para¬ 
graph  sufficiently  compelling  to 
win  immediate  attention  by  prom¬ 
ising  benefits  to  the  reader?  Is  in¬ 
terest  further  secured  by  enlarg¬ 
ing  upon  the  promised  benefits  in 
the  body  of  the  letter? 

Is  the  “desire  to  possess”  aroused 
by  appealing  to  the  reader’s  basic 
emotions,  such  as,  pride  of  posses¬ 
sion,  prestige,  security,  fear,  com¬ 
fort,  enjoyment,  monetary  gain? 

Have  you  emphasized  the  exclu¬ 


sive  features  of  your  offer  in  log¬ 
ical  sequence? 

Does  the  copy  emphasize  one 
basic  idea  so  strongly  that  there 
can  be  no  conflicting  issue? 

If  you’ve  used  testimonials,  are 
they  believable,  sincere? 

Have  you  used  a  guarantee  of 
satisfaction  ? 

Have  you  closed  with  a  final  ap¬ 
peal  for  “action  now?” — telling  the 
prospect  of  the  exact  unit  he  will 
receive,  the  price,  how  it  will  be 
sent,  installed,  serviced,  when  and 
why  he  should  respond  now’? 

The  Circular: 

Is  it  well-illustrated?  Does  it 
show  the  actual  product  or  service  ? 

Are  all  the  copy  principles  of  the 
letter  employed  in  the  circular? 
Does  it  give  detailed  information 
about  the  product  or  service  and 
include  all  the  information  needed 
for  a  final  decision? 

Is  a  coupon  furnished  to  enable 
the  prospect  to  sign  and  accept  the 
offer  immediately? 

Have  you  used  colored  stock  or 
!  appropriately  colored  inks? 

’  Have  you  included  an  attractive 
reply  form,  envelope  or  card,  of 
convenient  size,  postage-paid,  if 
possible  ? 
i 

New  Jersey  Dealer 

{Continued  from  Page  44) 

;  and  started  his  own  company,  op¬ 
erating  out  of  his  own  home  at 
40  West  Delaware  St.,  right  on  the 
river  front. 

He  believes  now’  that  maybe  it 
was  just  as  well  he  got  along  all 
these  years  without  a  store  or  show¬ 
room.  He  had  to  develop  his  imagi¬ 
nation,  and  to  use  schemes  from 
magazines  as  the  basis  of  his  plans. 
He  always  stresses  color,  especially 
the  warm  tones,  in  his  plans,  and 
chooses  products  to  carry,  such  as 
the  Resalite  fiberglas  outside  awn¬ 
ing,  for  their  color  possibilities. 

He  has  finally  got  around  to  re¬ 
modeling  a  store  at  100  E.  Union 

{Continued  on  Page  86) 
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read  this  unsolicited 


Distributors 
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Customer  relations  ore  mighty  important  to  us. 
That  is  why  we  here  in  the  WORLD'S  LARGEST 
METAL  AWNING  PLANT  literally  "bend  over 
backwards"  to  build  the  finest  product  —  to 
give  the  finest  service  and  render  the  best 
cooperation  in  the  industry.  You  can 
permanently  profit  with  a  SHIELDALL 
distributorship  or  dealership.  Write  to  me  for 
complete  details,  GROVER  A.  RICHARDS,  Gen. 
Sales  Mgr. 


YOUNGSTOWN  INDUSTRIES,  INC. 

710  S.  State  St.,  Girard,  O.  Dept.  GAR 

Pleat*  tend  detailt  regarding  a  SHIELDALL 
Oitfributorthip  □  Oealerthip  □ 

NAME . 

ADDRESS . 

CITY 


STATE 
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WANTED 


LINEAL  LENGTH 
AND  K.D. 
BUYERS! 


Trip-Lex 


WUi  SET  YOl  VP  AS  A 
MANSFACTIREI  OF  ALSMIHM 
COMBINATION  STORM  WINNOWS! 

EXTRUDED  SHAPES 

We  have  all  the  extruded  shapes  for  this  window  IN-STOCK. 

Our  custom  made  Trip-Lex  window  includes  complete  hard¬ 
ware  and  oil  metal  in  lineal  length. 

Check  these  features: 

V  Completely  interlocked  V  Welded  or  staked  frame  mitres 

V  No  complicated  gadgets  V  Positive  cam  cotch 

Dealers  and  Distributors  Investigate  —  TODAY! 


TRIP-LEX 


write  or  phone 

1610  RALPH  AVENUE  •  BROOKLYN  36,  N.  Y.  •  CL  3-7525 


New  Jersey  Dealer 

{Continued  from  Page  84) 

St.,  which  he  acquired  in  1946  for 
his  wife’s  yard  goods  business,  and 
has  applied  to  it  $10,000  and  some 
of  the  imagination  and  decorative 
skill  w'hich  are  at  the  disposal  of 
his  customers.  He  liked  working 
out  of  his  home,  but  the  operation 
was  simply  getting  too  big. 

To  those  dealers  who  make  no 
pretensions  to  decorative  skill,  Wo- 


jick  makes  a  simple  recommenda¬ 
tion.  He  gets  some  of  his  best  ideas 
on  products  b  yreading  trade  pa¬ 
pers  and  taking  in  the  home  shows 
in  New  York  and  Philadelphia.  A 
member  of  Nersica,  he  stresses 
how  important  it  is  to  keep  up  with 
the  late.st  products  in  a  very  live 
industry. 

Another  simple  rule  that  Wojick 
finds  ea.sy  to  follow  is,  “Don’t  over¬ 
power  and  don’t  oversell  your  pros¬ 
pect.’’  Of  course  he  has  a  head¬ 


start  advantage  in  that  he  was 
born  and  brought  up  in  the  com¬ 
munity,  and  thus  is  well  enough 
known  that  his  background  and 
past  performance  speak  louder 
than  any  words.  Although  he  pre¬ 
fers  the  combined-operation  job, 
“from  picture-window  to  paper¬ 
hanging,’’  as  he  puts  it,  he  knows 
that  if  he  does  a  good  roofing  job 
one  year  he  is  likely  to  be  called 
back  a  year  or  two  later  to  put  in  a 
heating  system  or  a  new  kitchen. 

An  example  of  creative  ingenuity 
and  economy  of  effort  is  the  hand- 
.some  Bond.stone  wall  around  his 
last-century  (Wojick- remodeled,  of 
course)  waterfront-  home-and 
office.  When  he  took  on  Bondstone 
as  an  additional  service,  he  had  to 
give  his  men  some  wwk  to  train 
on,  .so  w’hat  w-as  more  natural  than 
to  cover  his  owm  old  cracked  con¬ 
crete  garden  wall?  But  cannily  he 
had  the  Bondstone  trainer  break  in 
his  fir.st  crew’  with  only  a  part  of 
the  w’all,  and  then  had  his  second 
crew’  practice  on  a  second  section. 
By  now  the  whole  w’all  is  finished, 
the  proud  homework  book  of  his 
entire  force  of  four  men.  And 
Wojick  took  care  to  leave  room  in 
the  middle  of  the  wall  for  a  display 
sign. 

I,abor  Problem 

Another  simple  but  effective 
technique  is  the  way  Wojick  solved 
the  labor  problem.  In  a  town  thriv¬ 
ing  w’ith  such  industries  as  Rheem, 
U.  S.  Pipe  and  Foundry,  RCA, 
General  Motors,  J.  A.  Roebling, 
Fleet  wings  airplant  parts,  the 
Chein  toy  factory,  with  the  Fair¬ 
less  Steel  Works  and  Hercules 
Powder  not  too  far  away,  good 
mechanics  are  hard  to  come  by  and 
harder  to  keep.  The  answer?  Pay 
them  well,  treat  them  well,  and 
keep  them  happy.  The  men  are  paid 
by  the  hour  at  various  rates,  de¬ 
pending  on  skills — $1.50  is  the  low¬ 
est  rate,  and,  because  of  the  variety 
of  work  performed,  both  indoor 
and  outdoor,  the  men  can  count  on 
steady  work  unhindered  by  bad 
weather.  Wojick  even  finds  himself 
(Continued  on  Page  88) 
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eui^ 


NO  TRICKS 


NO  TRACKS 


YOU  CAN  BE  SURE  WITH 

Ti^eatA&t-^iAc 

DE  LUXE 

ALUMINUM  COMBINATION  WINDOWS 

"MIRACLE  GLIDE 


Only  Weather-Wise  with  patented  "Miracle  Glide"  gives 
you  triple  action  features  and  double  action  simplicity  of 
operation.  With  "Miracle  Glide"  ventilation  may  be  had 
from  either  top  or  bottom;  all  inserts  are  removable  from 
the  bottom.  You  don't  have  to  go  up  and  down  past  tracks 
.  .  .  bottom  inserts  may  be  removed  without  removing  top 
insert  or  insert  that  is  in  self-storing  position.  NO  TRICKS— 
NO  TRACKS!  POSITIVE  FOOLPROOF  OPERATION! 


The  rigiu  construction  and  simplicity  of  operation  of  Weather- 
Wise  windows  eliminates  costly  service.  Flush  type  installation 
for  either  Fostern  or  Western  openings.  No  other  combination 
adapts  itself  so  easily  on  steel  or  aluminum  double  hung  primary 


windows.  For  example  a  24"  x  24"  will  fit  ony  frame  opening 
between  27%"  to  28%"  in  width  ond  54?i"  to  53"  in 
height.  Extra  features  include  expansions  for  additional  I"  and 
2"  drop  sills. 


A  ’UiMtin-IViu  ALUMINUM  WINDOW  FOR  EVERY 
PURSE  AND  PURPOSE  -  PROFIT  BY  SELLING  “AU  3” 

70eeitA€n>-^iA€ 


TVeatAeft-TVUe 

PERMA-SEAL 

Aluminum  Combim'tion  Window 

The  World's  lowest  priced,  extrucJed 
oluminum,  combination  window.  Priced 
so  low  that  you  can  sell  10  Perma-Seal 
windows,  any  size,  to  the  Home  Owner 
for  only  $169  and  still  make  your  nor- 
mal  profit. 


ALUMINUM  CASEMENT 
STORM  SASH 

Heavy,  ell  extruded,  anodized,  satin-finish 
aluminum  frame  that  is  permanently  attached 
with  sturdy  pin-type  hinge.  Each  unit  equipped 
with  Duo-Lock — an  exclusive  feature  that  makes 
it  absolutely  foolproof. 


— WRITE — PHONE  Youngstown,  Ohio,  SWeetbrior  9-9765  for  Additional  Information. 
D^tUnhips  avtiUbU  in  soma  inrritorint 


MANUFACTURERS  OF  A  l.  U  M  I  N  U  M  PRODUCTS 
3655  Oakwood  Avenue  Youngstown  9,  Ohio 
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SCREENS 

BY 

DENISON 


Here's  Where  If  Counts! 

Every  Screen  Guaranteed 

•  Every  Strand  in  Line 

•  Perfect  Mitres 

•  No  Bows 

•  No  Waves 

•  Wire  Drum  Tight 


Our  28  years  of  screening  experience 
guarantee  you  the  finest  screens  your 
money  can  buy.  Every  job  you  sell  is 
a  good  one.  No  call  backs,  no  apologies. 

Our  mechanics  are  all  former  top  me¬ 
chanics  of  Orange  Screen  Co.  Our 
screening  is  the  finest:  N.  Y.  Wire  Cloth 
Co.'s  "Aldura  Wire".  Our  screens  and 
sash  are  guaranteed  to  be  the  best  on 
the  market. 

Some  Distributorships  Still  Available 

Write  Today  For  Price  List 

Denison  Fabricating  Co. 

78  Main  St.  ORonge  6-0333  Eost  Orange,  N.  J. 


< - y/j 


Screens  and  Sash  for 

•  Jalousies 

•  Metal  Casemeat  Windows 

•  Double  Hunt  Windows 

(Metal  er  wood) 

•  Porches 


New  Jersey  Dealer 

Continued  from  Page  86) 

meeting  payrolls  for  his  subcon¬ 
tracting  painters  and  plumbers 
sometimes,  and  is  glad  to  do  so, 
because  he  knows  that  he  can  de¬ 
pend  on  people  whom  he  has  pulled 
out  of  a  hole  to  come  to  his  help 
and  take  on  a  job  for  him  even  by 
delaying  their  own  work. 

In  addition  to  the  four  Bond- 
stone  men,  Wojick  has  three  men 


who  do  both  roofing  and  siding, 
remodeling,  masonry,  and  some 
carpentry.  They  are  god  all-around 
men,  and  take  initiative  and  re¬ 
sponsibility.  He  has  his  brother- 
in-law  and  father-in-law  in  charge 
of  the  heating  and  sheet-metal 
work,  and  his  brother,  to  whom  he 
sent  an  S.O.S.  in  Arizona  a  couple 
of  years  back  when  the  business 
began  to  get  out  of  hand,  is  in 
charge  of  storm  window  and  air- 
conditioning  sales  and  installations. 


There  are  also  a  carpeter  and 
helper  who  specialize  in  kitchen 
;  units.  The  man  are  completely  cov¬ 
ered  by  unemployment  and  liability 
insurance,  contributing  no  percent¬ 
age  of  the  premiums. 

Color  Schemes 

Wojick  kept  returning  to  the 
decorative  aspects  of  his  work.  He 
pointed  to  the  color  scheme  of  his 
den-office,  finished  by  himself: 
wood-panel-designed  paper,  natural 
wood  cornices,  and  bright  mult- 
colored  drapes.  He  led  the  way  into 
his  bright  new  kitchen,  where  his 
w’ife,  Milly,  who  has  been  absorbed 
into  the  company  as  secretary, 
bookkeeper,  and  general  assistant, 
was  having  coffee  with  one  of  the 
two  “bird-dogs,”  With  new  Ameri¬ 
can  Kitchen  equipment,  which  he 
sells,  and  yellow  formica  counters 
and  green-tiled  walls,  the  “infor¬ 
mal  conference  room”  fulfills  all 
Wojick's  requirements  of  conveni¬ 
ence  and  color.  “And  remember,” 
he  said,  “anybody  can  get  these 
schemes  out  of  the  home  maga¬ 
zines.  Customers  may  know  gen¬ 
erally  what  they  want,  but  they  all 
appreciate  guidance  on  specific 
products  and  new  ideas.  The  more 
ideas,  the  bigger  the  order.” 

Added  Lines 

It  is  easy  to  see  w’hy  Stanley 
Wojick  couldn’t  remain  only  a  deal¬ 
er  in  roofing  and  siding  very  long. 
There  just  wasn’t  enough  play  for 
imagination  and  variety  in  just 
two  products.  So  he  took  on  other 
lines,  and  isn’t  stopping.  Hia  latest 
additions  are  Childers  aluminum 
awnings  and  Ludman  jalousies.  Is 
he  sorry  he  couldn’t  realize  his  first 
ambition  to  teach  music?  No.  Home 
improvement  has  its  creative  ele¬ 
ments,  and  music  remain.^  an  im¬ 
portant  part  of  his  life,  as  the 
Hammond  organ  in  the  living  room, 
which  gets  plenty  of  exercise, 
shows.  Recreation  of  a  more  active 
sort  is  provided  by  the  Delaware 
River  in  the  front  yard ;  a  boat  and 
canoe  sprawled  in  the  yard,  await¬ 
ing  some  creative  repairing. 
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An  Important 

OPPORTUNITY 


for  you  To  Join  the  Growing  Fumity  of 


for  Otal»r%hip  D*taUt 
In  Pittsburgh  Arno  Writs: 


the  Only  Aluminum 
Awning  that  recognizes 
No  Competition 


ALUMAROLL  CO. 

6905  Susquehanna  St.,  Pittsburgh 

In  St.  Louis  Aroa  —  Writs: 

ALUMAROLL  of  St.  Louis 
2616  N.  13  St.,  St.  Louis 

In  Muss.-Connsstkut  Arsa: 

ALUMAROLL  DIV.— SWETT  BROS. 

7S  Island  Pond  Rood,  Springfield 
In  All  Other  Arses  —  Writs: 

ORCHARD 
BROTHERS  INC. 

63  MEADOW  ROAD 
RUTHERFORD,  N.  J. 


You  have  no  competition  when  you  handle  AlumaROLL, 
because  it  is  the  only  completely  mobile  aluminum  awn* 
ing  —  the  only  aluminum  awning  that  rolls  up  and  rolls 
down!  That’s  why  AlumaROLL  gives  you  a  prettier 
profit  picture!  A  more  lasting  one,  too — for  AlumaROLL 
is  here  to  stay  —  here  to  sell  and  keep  selling!  Our 
company  is  strong  and  respected  —  so  we  want  outstand* 
ing  dealers  and  distributors  in  each  territory  we  add. 
If  you  qualify,  and  want  the  opportunity  of  a  lifetime 
in  a  lifetime  business,  write  today  for  details  about  any 
territory  you’re  interested  in. 


Phon.  Rulh.rford  2'7400 
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COMPLETELY 


ANODIZED 

TRIPLE  CHANNEL 

ALL-EXTRUDED  •  ALUMINUM  COMBINATION 

STORM  WINDOWS 
AND  SCREENS 

•  COMPETITIVELY  PRICED  •  QUALITY 

•  COMPLETELY  INTERLOCKED 

•  BEAUTIFULLY  MITERED  PICTURE 
FRAMES 

•  COMPLETELY  EXTRUDED  (63  ST  5) 

•  COMPLETELY  ANODIZED  AND  HEAT 
TREATED 

•  SUPERBLY  ENGINEERED 

•  ALL  TYPES  OF  INSTALLATION 

WANTED: 

DEALERS  AND  DISTRIBUTORS 

Write:  Box  421 
c/o  BUILDING  SPECIALTIES 

425  FOURTH  AVENUE,  NEW  YORK  16,  N.  Y. 


Open  End  Mortgage 

{Continued  from  Page  46) 

ly  payments  would  not  increase.  In¬ 
stead  the  life  of  the  mortgage  would 
be  extended  five  years.  It  w’orked. 

“Open-end  mortgage  financing 
has  worked  for  a  long  time,  but  few 
people  have  been  aware  of  it.  It  has 
been  approved  in  most  states  for  a 
long  time,  but  until  recently  it  did 
not  catch  hold. 

“Today  it  is  possible  to  open-end 
a  mortgage  in  every  state  but 


Texas.  Some  states — Louisiana  and 
Connecticut,  for  example  —  limit 
open-end  loans  to  home  improve¬ 
ments.  Some  limit  the  amount  of 
money  that  can  be  added  on  the 
original  mortgage.  Other  states  are 
less  strict.  In  Illinois  you  can  use 
your  home  as  collateral,  if  you  wish, 
to  raise  chinchillas,  and  in  Kansas 
to  buy  an  electric  organ. 

“Making  it  easier  to  borrow 
money  for  provident  purposes  en¬ 
tails  making  it  easier  to  repay  it 
too.  There  are  five  ways  of  repay¬ 


ing  the  loans :  preserve  the  original 
mortgage  period  but  increase  pay¬ 
ments;  continue  same  payments 
but  extend  time;  increase  both 
time  and  payments  a  little;  extent 
time  but  lower  payments,  and  the 
‘balloon  end,’  maintaining  both  the 
original  payments  and  time  but 
paying  off  the  extra  lump  sum  at 
the  end.’’ 

'yi>^ 

Home  Incinerators 

{Continued  from  Page  42) 

payment  plan  for  consumers.  After 
a  small  down  payment,  customers 
for  gas  disposal  units  may  have  the 
balance  billed  in  small  monthly 
amounts  and  added  to  their  gas  bill. 
Gas  disposal  units  in  the  Cleveland 
market  retail  from  $130.00  to 
$200.00  and  sell  with  amazing  ease. 

Advantages 

Since  hardly  any  new  houses — 
even  the  most  inexpensive — are 
offered  for  sale  in  Cleveland  with¬ 
out  disposal  units,  the  quantity 
contractor  market  has  become  an 
important  one. 

Here  are  the  distinct  advantages 
of  a  properly  designed  Gas  Disposal 
Unit  that  add  up  to  a  purchase  in 
the  mind  of  the  consumer:  No 
Smoke — No  Odors — No  Fuss — No 
Mess  —  Simple  —  Silent  —  Beau¬ 
tiful  —  Automatic  —  no  gears, 
knives,  motors  or  moving  parts. 
Nothing  to  get  out  of  order, 
sharpen  or  service.  Inexpensive — 
Economical — As  Easy  to  Install  as 
a  Gas  Range. 

Customer  Satisfaction 

Mr.  Harold  E.  Eckes,  Director 
of  Public  Relations  and  Advertis¬ 
ing  for  the  East  Ohio  Gas  Com¬ 
pany,  recently  stated,  “The  poten¬ 
tial  market  has  just  been  touched. 

Low  operating  cost  to  the  con¬ 
sumer  is  a  clinching  factor  for  the 
purchase  of  a  gas-fired  disposal. 
Customer  satisfaction  will  lead  to 
continued  use  of  gas  incinerators 
year  after  year.’’ 
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KA^SEK  distributors  and  dealers  belong  to  the  ■  sound  business”  level 
of  their  communities.  Whether  success  came  first  —  or  following  their 
appointment  as  KAYSER  agencies,  the  fact  remains  that  KAYSER 
products  are  associated  with  success. 

^  ou,  too.  can  enjoy  this  achievement.  From  the  very  first,  you’ll  apre- 
ciate  the  aggressive  cooperation  you’ll  get  from  A  &  B.  Effective  cam¬ 
paigning  and  merchandising  with  a  quality  line  of  demand  products 
have  taken  the  elements  of  “risk”  and  “experimentation”  from  our 
market.  rite  — right  now!  --  and  make  your  business  a  BUSIN KSS! 
IKD  ojierators  and  manufacturers  invited  to  inquire  for  available  fran¬ 
chise  territories*. 


KAYSER  niutniinffli  tcfisiofi  weofherstr^i^ung 

N0W  you  con  moko  yotft  kaf- 
m*n»  wincbws  with  on  e*cto$iv0 
footuro— futt  by  odding  KAVSCR 
\  tonsion  wootherstripping.  Tho 
V  cwtowoy  liiwstroHons  thow  how 
tho  uniquo  design  mokes  ottoch- 
'■i*****’*^  ment  quick  one  eosy  with  pert 
feet  results.  An  Ideal  selling 
I  feature  or  extroqsrefit  soles  unit. 


K/IYSER  casement  storm  windows  are 
the  standout  aluminum  unit  in  the  field. 
(!ustom-fitted,  permanent  installations, 
only  KAYSER  casements  are  equippetl 
with  prefabbed  stripping!  You  can 
prove  KAYSER’S  superior  condensation 
control. 


A  &  B  MANUFACTURING  COMPANY 

10441  Metropolitan  Avenue  •  Kensington,  Maryland 
LOckwood  4-6468 
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EXTRUDED  ALUMINUM  SHAPES 


North.  South,  East  or  West  ...  big  business  and  small  alike  find  the  complete  and  amazingly  fast  SERVICE^  of  the  ALUMEX  COM¬ 
PANY  the  answer  to  their  every  problem,  and  many  times  the  actual  difference  between  the  success  or  failure  of  their  business. 
Our  engineers  will  study  your  product,  sketches  or  ideas,  and  give  their  complete  and  professional  recommendations  based  on  our 
many  years  of  work  and  research  in  the  extrusion  field. 

For  the  very  finest  quality  extrusions,  superior  finish  and  closest  tolerances  .  .  .  plus  the  full  facilities  of  our  engineering  depart¬ 
ment,  and  the  fastest  delivery  in  the  North. 

THE  ALUMEX  COMPANY  STANDS  READY  TO  SERVE  YOUR  PARTICULAR  NEEDS!! 


mw 


'Am. 


160  16  JAMAICA  AVENUE,  JAMAICA,  N.  Y.  REpublic  9-7796 

HiwiISLuN.  I.  W.  BURNHAM  DIST.  CO.,  INC 
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DISTRIBUTOR  PLAN 

MEANS 

more  sales 

MORE  PROFITS 
TO  YOU 


QUICK 


INSTALLATION  .  .  . 


EASY 


1  —  Morlernview  hardware  fits  any  size  opening,  either  in  stock 

size  or  by  simple  catting  operation  (hacksaw). 

2  —  Screw  on  hardware  te  side  of  window  frames. 

3  —  Slide  gloss  louvres  into  positive>grip  holders. 

4  —  Close  safety  clip  over  gloss  with  pliers. 

5  —  Moke  minor  adjustments  and  your  installotion  job  is 


completed. 


^Patented  "Stream¬ 
liner**,  swings 
out,  os  louvre 
moves  open. 


,  Patented  **Stteam- 
lliMr",  swings 
snugly  closed, 
■s  louvre  shuts. 


CONSTRUCTION 


double  coated  with  zinc  to  insure  against  any 
form  of  corrosion,  plus  giving  the  owner  the 
option  of  painting  the  hardware  to  match  his 
present  woodwork.  The  "Cooper"  window  also 
features  a  patented  streamliner,  optional  to  you 
at  slight  additional  cost,  that  gives  positive  and 
100%  protection  against  drafts  and  leakage 
under  hurricane  conditions.  Brass  alloy  ball  bear¬ 
ings  are  used  at  all  rotation  points.  Automatic 
gravity  lock  secures  positive  position.  The 
"Cooper"  window  allows  jiffy  installation  of 
screens  and  storm  sash,  inside  or  out. 


SALES  FACTS 


According  to  the  latest  sales  figures  available,  only  20%  of  louvered  win¬ 
dow  inquiries  are  turned  into  sales,  with  another  40%  ready  to  buy,  if 
the  price  were  lower.  Modernview’s  “Cooper”  window  is  priced  50% 
below  today’s  high-priced  competition.  This  means  if  you  already  handle 
a  high  priced  unit,  by  taking  on  the  “Cooper”  as  a  side-line  you  can  con¬ 
vert  six  out  of  ten  inquiries  into  sales  instead  of  two.  If  you  handle  the 
“Cooper”  alone  you  can  convert  four  out  of  ten  prospects  into  pur¬ 
chasers.  This  means  higher  turnover,  and  more  profit  for  YOU. 


FREE  ADVERTISING 


Each  selected  distributor  placing  a  minimum  initial  order  of  $2000  will 
be  able  to  obtain  FREE  display  advertising,  in  the  newspaper  of  his 
choice,  till  he  is  in  a  position  to  carry  this  expense  himself.  All  necessary 
information  such  as  telephone  number(s),  the  exact  newspaper  etc.  to 
he  in  Modernview’s  hands  14  days  before  specified  insertion  date. 


ORDERING 


You  do  not  have  to  place  an  immediate  order  however,  in  order  to  get 
the  greatest  margin  of  profit,  and  to  be  able  to  completely  outshine  all 
competition,  you  will  note  on  the  scale  below,  that  profit  increases,  with 
the  size  of  your  initial  order. 

DISCOUNT  SCALE: 


Your  Order 

J _ 

Your  Discount 
% 

Your  Order 
% 

Your  Discount 
% 

0 -Si 000 

10% 

3000  to  4000 

60% 

1000  te  2000 

35 

4000  to  5000 

62.5 

2000  to  3000 

50 

5000  up 

65 

r 

REFUNDING 


This  is  it.  If  within  six  months  you  have  not  reordered  and  you  wish  to 
ship  your  remaining  stock,  at  your  expense,  hack  to  Modemview,  N.  Y., 
your  money  for  the  remaining  stock  will  be  gladly  refunded. 

INSTALLATION  AID: 

Morfsrnviaw,  Inc.,  bos  o  full  staff  of  trained  leuvarad  window  fochnicians 
which  you  may  coll  upon  to  aid  you  with  any  problomt  that  you  may  fool 
unqualifiod  to  handle. 


///ommmfM  urn. 

95  MADISON  AVENUE,  NEW  YORK  16,  ORegon  9-0540 
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(Continued  front  Page  47) 

commuting  home-owners  of  In¬ 
wood,  Lawrence,  Cedarhurst, 
Woodmere,  and  Hewlett,  and  has 
brought  them,  they  estimate,  about 
one-third  of  their  business.  “Peo¬ 
ple  just  can’t  help  stopping,  look¬ 
ing,  and  asking,’’  said  Cahn,  the 
older  of  the  tw’o  partners.  (He’s  all 
of  30  and  Gruber  is  25.)  “Since 
their  all-year-round  homes  are 
near,  or  on,  the  ocean,  they  are  in¬ 
terested  in  porches  that  they  won’t 
have  to  abandon  completely  in  cold 
weather.  It’s  easy  to  make  them  see 
that  a  jalousie  room  is  the  answ'er. 

.Another  third  of  their  leads 
comes  from  customer  recommenda¬ 
tions.  Jalousies  are  still  such  a  con¬ 
versation-piece  in  the  north  that 
new  owners  proudly  invite  their 
friends  to  come-see.  One  customer, 
.Mr.  Nat  Schepps  of  164  Pebble 
Lane,  a  plastic  novelties  manufac¬ 
turer,  called  in  wdth  the  names  of 


five  friends  who  had  admired  his 
new  room,  and  four  of  them  were 
signed  within  two  w'eeks.  The 
young  partners  make  up  a  list  of 
satisfied  customers,  with  telephone 
numbers,  and  encourage  new  pros¬ 
pects  to  u.se  the  list  and  get  the 
word  from  the  proud  new  owners. 

Are  there  any  dissatisfied  cus¬ 
tomers?  In  an  operation  that  may 
involve  construction,  plumbing  and 
electrical  work,  as  w'ell  as  the  in¬ 
stallation  of  the  specialties,  there 
is  bound  to  be  some  flaw  occasion¬ 
ally.  Lawrence  Louver  gives  a  year 
service  guarantee  and  attends  to 
complaints  as  soon  as  possible. 

Planning 

Planning  and  constructing  a  com¬ 
plete  revision  of  a  porch,  or  indeed, 
the  windows  of  a  whole  house,  is 
not  a  simple  operation,  and  Cahn 
and  Gruber  are  proud  of  their  staff, 
from  Arthur  G.  Worthington,  a 
Lawrence  architect,  to  the  mechan¬ 
ics  whom  they  hire  for  their  jobs. 


Mr.  Worthington  visits  the  house 
with  one  of  the  partners,  joins  in 
the  discussion,  and  then  draws  up 
plans  and  blueprints.  They  find  that 
many  of  their  customers  start  with 
the  idea  of  a  sun  porch,  but  before 
the  job  is  begun  are  thinking  in 
terms  of  an  entire  house  converted 
to  jalousie  prime  windows.  They 
are  convinced  when  they  try  to  put 
a  thin  slip  of  paper  between  the 
7/32  inch  glass  louvres  when  closed 
tight. 

While  practically  all  customers 
purchase  the  specially-built  com¬ 
panion  screens  by  North-East  to  go 
with  their  jalousies,  only  about 
20%  feel  the  need  for  storm  sash. 
Of  course,  a  good  deal  of  the  work 
is  in  summer-rooms,  which  are  not 
planned  for  winter  use,  but  even  in 
all-year  rooms  equipped  with  the 
Circle-air  convection  electric  heat¬ 
ing,  storm  sash  is  often  dispensed 
with. 

For  newly-constructed  summer 
rooms,  made  from  breezeways  or 
(Continued  on  Page  96) 


Here’s  what 
you  want 
in  an 


ALUMINUM 

No  leak  patented  inter-locking 
staves  for  added  strength. 

Lower  Cost,  Better  Quality,  Higher 
Profits. 


AWNING 

Fifteen  colors;  guaranteed  high- 
grade  auto  enamel. 

^  All  aluminum  fittings  —  fewer 
screws. 


As  one  of  the  oldest  awning  manufacturers,  we  have  worked  out  a 

DEALER  and  DISTRIBUTOR  PLAN 

keyed  to  your  profits!  It  requires  no  investment,  includes  adver¬ 
tising  support,  prompt  deliveries  and  exclusive  territories. 

Fall  will  be  a  BIG  awning  season!  WRITE,  PHONE 
OR  WIRE  TODAY  for  literature  and  details, 


Sterlina  AWNING  COMPANY 


Box  305 


Phone:  8-7998 


Belpre,  Ohio 
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ALUMINUM  COMBINATION 
DOORS 

ALUMINUM  COMBINATION 
WINDOWS 

ALUMINUM  AWNINGS. 
DOOR  CANOPIES. 
PATIO  COVERS 


Here  is  an  all-season,  year  ’round  money-making 
line  of  your  major  products  that  has  real  SELL  in  if. 

Tie  in  with  the  DUAL-VENT  LINE  and  you  have 

•  Qualify  Engineering  .  .  .  easy  insfallafion,  close  fits, 

no  call-backs  or  complaints  to  eat  up  your  profit. 

•  Sellable  Appearance  .  .  .  designed  to  attract  Mrs.  Style- 

Conscious  the  minute  she  sees  them. 

•  Economy  .  .  .  priced  to  attract  Mr.  Budget-Conscious. 

•  Profits  .  .  .  both  for  your  salesmen  and  for  you. 


DUAL-VENT  AWNING  Beauty,  sturdiness  and  simplicity  of 
installation  mean  more  sales  for  you.  There's  no  off-season  with 
this  all-year  line  of  awnings,  canopies,  patio  covers,  commercial 
awnings.  Ten  most  popular  colors. 


Here  is  Your 
Profit  Line 


Don't  waste  your  time  looking  further — 
you  can't  beat  the  DUAL-VENT  LINE 
for  sales,  profits  and  fast  delivery.  Be¬ 
come  a  DUAL-VENT  Franchise  Holder 
todoy  and  wotch  your  business  zoom. 


DUAL'VENT  WINDOW  Everything  you  want  in  an  extruded 
aluminum  window  .  .  .  triple-action,  double  track,  strong  and 
rigid.  It  will  meet  your  and  your  customers'  every  requirement. 


DUAL-VENT  DOOR  Meets  the  highest  priced  in  quality,  en¬ 
gineering,  oppearaiKe,  yet  you  can  sell  it  to  meet  your  toughest 
competition.  An  expensive  door  at  rock  bottom  price. 


Exclusive  territories  for  Dealers  and 
Distributors  if  you  show  us  you  wont  fo 
do  a  real  volume.  Inquire  about  our 
K.D.  Package  Plan. 


PHOME  US  TODAY  ...  OR  WRITE 
OR  WIRE  .  .  .  DOM^T  DELAY 


DUAL-VENT  DISTRIBUTING  CO. 


Washington  2,  D.  C. 

-  TE  6-9322 


400  H  St.,  N.E.  PHONE:  Lincoln  3-3141 

Northeastern  Representative:  New  York  Phone 


EVERYTHING 

FROM 

ONE  SOURCE 
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Aluminum  Combination 
Casement  Sash-Screen  and 

Doors... 


UNIQUE  INTERLOCKING 
DESIGN  COVERS  VENT 
OPENING 

1.  CORK  INSULATION 

2.  DOUBLE  STRENGTH 
GLASS 

3.  EXCLUSIVE  DRIP  CAP 


Exclusive  Territories 
Available 


QUALITY  COMBINATIONS  ARE  OUR  BUSI-!  . 

NESS.  MAKE  “WIN-SUM "  YOUR  QUALITY]  J. 

UNIT  FOR  GOOD  PROFITS  AND  EASY  SALES|  jj 

Wftm . . .  WIRE 
vmi^odoif, 

New  York  Dealer 

{Continued  from  Page  94) 

as  new  extensions,  many  customers 
are  interested  in  Durolux  translu¬ 
cent  fiberglas  roofing,  in  one  of  sev¬ 
eral  possible  tints.  Color  is  growing 
in  popularity  —  Lawrence  Louver 
had  just  installed  a  complete  pink 
glass  jalousie  room,  20  by  15  feet. 

Although  the  lower  sections  of 
their  showroom  display  windows 
are  equipped  with  opaque  glass. 


Cahn  and  Gruber  say  that  they  sell 
very  little  obscure.  Most  customers 
want  the  complete  open  jalousie 
effect  provided  by  clear  glass. 

The  final  third  of  their  leads  they 
get  from  direct  mail,  ads  in  the 
local  community  weekly  newspa¬ 
pers,  and  personal  pushing.  Local 
ads  they  consider  better  than  the 
big  metropolitan  newspapers,  be¬ 
cause  a  small  but  expensive  ad  in 
a  N.  Y.  C.  daily,  which  most  of  the 
commuters  read,  or  in  the  Sunday 


gardening  section,  will  be  over  and 
:  done  with  in  two  days,  while  a 
larger  local  ad  wull  draw'  for  at  least 
a  week. 

They  have  one  full-time  sales¬ 
man  and  three  part-time  men  on 
;  commission.  Since  they  grew  up 
!  in  the  community — Gruber  gradu¬ 
ated  from  Lawrence  High  School 
not  too  long  ago —  they  have  a 
i  great  many  contacts  of  their  own. 
i  The  well-known  chain  reaction  ef- 
:  feet  of  customer  recommendation 
has  brought  them  installations  as 
far  as  Great  Neck  on  the  north 
shore  of  Long  Island. 

“In  fact,”  Cahn  said,  “one  man 
for  whom  we  did  a  job  for  his  year- 
round  house  in  the  neighborhood 
wanted  us  to  go  upstate  to  Lake 
George  to  do  his  summer  cottage 
there.  We  regretfully  had  to  de¬ 
cline  —  imagine  driving  architect, 
trained  carpenters  and  electricans, 
and  all  that  up  there  in  the  middle 
of  our  busy  season.” 

A  growing  proportion  of  the 
company’s  business,  as  jalousies  be¬ 
come  better  known,  is  w’ith  contrac¬ 
tors  and  builders.  Lawrence  Louver 
is  the  w'holesale  distributor,  either 
for  home-improvement  contractors 
or  for  builders  who  plan  to  include 
jalousies  in  a  new  project. 

Jalousies 

Unlike  other  building  specialty 
dealers,  they  find  almost  ninety  per 
cent  of  their  total  work  is  in  jalou¬ 
sies.  They  carry  other  products  as 
w'ell,  in  order  to  be  able  to  offer  a 
variety  of  services,  but  they  feel 
their  future  is  in  the  new'  field. 
They  had  just  completed  an  entire 
house  for  a  woman  who  had  ex¬ 
perienced  the  comfort  of  jalousies 
during  a  stay  in  the  south,  but  they 
are  trying  to  break  through  the  no¬ 
tion  that  jalousies  are  a  summer¬ 
time  novelty. 

The  promotion  campaign  for  jal¬ 
ousies  in  general  and  North-east  in 
particular  was  given  a  boost  by 
Life  magazine’s  picture  spread  in 
the  “Modern  Living”  department 
of  the  May  18  issue,  and  by  the 
{Coyitinued  on  Page  98) 
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// 


STORM  MASTER 

breaks  through  the 

SOUND  BARRIER 


// 


with 


aiwKin 


ALL  ALUMINUM  COMBINATION 

STORM  &  SCREEN  D 


l|< 

^  •  H««vyw«ia 


oa  ca«i  SEE 


•  M«'«vywtgfct  »Ktru»kNii 

•  f  mf  ri||klHy,  mknd 

•  C«nt*r  "pvthbar^  imiWoii 

•  OUaming  «fliti»»»  MmI  kordwar* 

•  Tw»  glsM  Mofad  inaartt  i 

•  Tw*  ollHdiNiiiMwiN  wira  inaafts 

•  FwHy  intarckanfaobla  inaarta 

•  "SECURE  LOCK"  toaiparpraaf  tosarta 

•  ImMa  battam  aaiiaiidar  aacHaa 
a  Aimaft  daaiga  atraamEaad 


If  yaw'ra  nat  raelly  aeld  on  fha  lino  you  ora 
^  now  handling  or  ora  inlarastad  in  doing 
J  boNar,  gat  full  daloiia  on  how  you  con  fit 
^  into  tha  foat>growing  STORM  MASTER 
pictura  today. 

STORM  MASTER  CORR.  of  Now  York 
4332  Bullard  Avenue 
New  York  66,  New  York 
FAIRBANKS  4.0062 


QuoUitij 

1(00-  ccwt 

HEAR! 


From  the  sound  of  o  STORM 
MASTER  GOLD  SEAL"  DOOR 
you  con  tell  it's  a  strong,  rigid,  . 
sof[d  unit  that  is  qualfty-byilt 
to  fast  for  decades.  , 

'  '  '  \  \ 

Don't  pigce  another  order  until  ' 

you've  checked  STORM  MASTER 
"GOLD  SEAL".  Remember,  fost 
delivery  comes  from  the  fac¬ 
tory  nearest  you. 


STORM  MASTER  CORP.  of  New  York 
4332  Bullord  Ave.,  New  York  66,  N.  Y. 

I  won!  fo  be  in  the  STORM  MASTER  picture. 
Send  full  detoils  to; 


We  ore  lOeelers,  Distributers,  etc  ) 
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MERIT  ALUMINUM  PRODUCTS,  INC. 

736  Route  17,  Paromus,  N.  J.  ORadell  8  1600  •  Ridgewood  6-6500 


New  York  Dealer 

{Continued  from  Page  96) 

full-page  ad  announcing  the  Lewis 
and  Conger  safety  award  to  the 
North-east  all-aluminum  jalousie 
window  in  the  May  Building  Spe¬ 
cialties.  Copies  are  taped  to  the 
showroom  window,  and  come  in  for 
a  good  deal  of  attention. 

A  well-illustrated  outsize  double 
post-card  stresses  the  slogan,  “spe¬ 
cially  designed  for  northern  cli¬ 
mate,”  and  the  photographs  show' 
rooms  decorated  in  both  summer 
rattan  furniture  and  more  formal 
year-round  decor. 

The  regular  storm-screen  combi¬ 
nation  which  Lawrence  Louver  car¬ 
ries  is  the  Wisco  triple-track.  The 
company  also  carries  Hastings 
Alumi  Awnings  to  round  out  their 
service.  They  feel  that  there  need 
be  no  conflict  among  their  products, 
because  customers  who  prefer  to 
retain  their  standard  double-hung 
prime  windows  tvill  protect  them 
with  the  combinations,  but  may  be 
ready  to  add  a  jalousie  room  or  con¬ 
vert  a  sun-porch  at  the  same  time. 
“After  all,  we  can’t  expect  to  put 
a  jalousie  in  every  window  frame 


s/e  PRICE  REDUCTION 
SAME  SUPERIOR 
OUAUTY 


TcrrilortM  cm  bow  orailablo  ia  Now  Jonoy  and 
Now  Toric  for  Iho  NATIONAUY  ADVERTISED 


CaoronlMdby^ 
Good  Housckrty^iij 


Extrudod  Aluminum  Combination  Storm  Windows 

What  we  can  do  ior  you! 


1.  Make  Prompt  Deliveries  from  Our  Assembly 
Plant  in  Paromus,  New  Jersey. 

2.  Measure  and  Install  Your  Jobs  with  Factory 
Trained  Mechanics. 

3.  Give  You  More  Selling  Time  and  Increase 
Your  Profits. 

4.  Furnish  Sales  Assistance  and  Promotional  Material. 


•k  Self-Storing  k  Tr^le  Action  *  Trouble-Free 
REMEMBER  FOR  THE  RIGHT  COMBINATION  CALL  OR  WRITE 


with  this  new  revolutionary  aluminum  cleaner-polish 

•  made  specifically  for  aluminum 

•  sold  exclusively  by  aluminum  dealers 

Here  is  an  aluminum  cleaner-polish 
that  will  leave  a  bright,  long  last- 
finish  on  old  or  new 
num.  Many  letters  from  deal- 
ers  and  consumers  testify  to 
its  unequaled  performance. 

Send  for  this  amazing  w.- 

product  today  .  .  .  and  '''*‘*‘* 

see  your  “extra  -  sales”  ■ 

for  package  mM 

$1.00.  40%  discount  to 

ers  on  lots  Sample  jWKEHWf  njm 

75c;  also  gallons  jV^ 

PROTECTALUM,  INcI  B 

110  CENTER  STREET  NEW  MILFORD,  N.  J.  ^ 

Oradell  8-6196 


Selling  Homeowners 

(Continued  from  Page  50) 

The  next  morning  I  canvassed 
with  Bill.  We  were  able  to  “line¬ 
up”  three  prospects.  That  evening 
we  closed  one  of  the  prospects,  and 
then  Bill  was  on  his  own.  Includ¬ 
ing  the  sale  I  helped  Bill  with,  he 
closed  three  sales  his  first  week 
and  his  commissions  amounted  to 
slightly  over  $177.00. 

Needless  to  say.  Bill  did  not  go 
back  to  driving  a  bread  truck.  He 
continued  in  Home  Improvement 
Selling,  using  the  same  rules  and 
techniques  that  I  am  going  to  give 
you.  The  last  I  heard,  he  was  in 
Palm  Beach  really  “coining  money” 
with  his  own  Home  Improvement 
Company. 

(Continued  on  Page  102) 
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Two  brand  new  products  that  bring  PROFIT 


A  few  choice  dealer  and 
distributor  franchises 
now  available! 


Here’s  a  rare  opportunity  for  aggressive 
businessmen  —  an  opportunity  to  handle 
America’s  most  distinctive  line  of  window 
and  door  enclosures.  It’s  a  popular  line  — 
made  by  a  reliable  company,  in  business 
since  1843.  Every  product  has  exclusive  sell¬ 
ing  features  and  is  attractively  priced  — 
with  longer  discounts. 

This  is  a  once-in-a-iifetime  chance 
that  wiii  probahty  never  be  repeated. 

Actually,  the  reason  for  the  expansion  pro¬ 
gram  lies  in  the  fact  that  the  aluminum  sup¬ 
ply  is  now  more  abundant.  Rather  than  mis¬ 
lead  you  during  the  last  five  years  of  short¬ 
age,  Eagle-Picher  held  back  .  .  .  waited  ’til 
it  was  possible  to  assure  prompt  service  on 
every  order. 

For  full  information  about  profits  made 
possible  by  longer  discounts  and  famous 
Eagle-Picher  QUALITY  — MAIL  THIS 
COUPON  TODAY! 


An  improved  EJagle-Picher  “triple-slide” 
Aluminum  Window  featuring  Eraydo 
metal  tracks. 


A  New  Eagle-Picher  Aluminum  Combina¬ 
tion  Storm-Screen  Door.  Popularly  priced 
— finished  or  KD  form. 


The  Eagle-Picher  Compa,ny 
Storm  Window  Department 
Cincinnati  (1),  Ohio 

Tell  me  how  I  can  become  a  □  dealer  □  distributor  for 
Eagle-Picher  Aluminum  Combination  Windows  and  Doors. 
I  want  to  discuss  in  detail  the  new  proposition  you  offer  as 
well  as  my  qualifications  for  a  franchise. 


EAGLE-PICHER 


Name 


Firm  Name 


Since  1843 


Address 


State 
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1314  SO.  ADAMS  ST.  •  PEORIA,  ILL 


E.  H.  SMALL  —  President 


We  Owe  Somebody  An  Apology! 


And  we  do  want  to  apologize  because  of  inability  to  handle  your  requests  and  orders.  The  whole  thing 
started  because  our  plant  just  wasn't  big  enough.  So,  instead  af  apalogizing  abaut  our  problem  then,  we  did 
something  about  it.  Production  lines  are  already  running  in  this  brand  new  plant  capable  of  producing  all  the 
STYLELINE  awnings  and  canopies  you  can  sell.  So  . .  .  don't  hesitate,  write  today  for  complete  details. 


For  Full  Information  On  Available  Sales  Areas 
Write  Or  Phone  PEORIA  3-5004  Or  3-5084 


All  information  requests 
will  be  answered  immedi¬ 
ately.  STYLELINE  stands 
for  service,  whether  your 
business  be  large  or  small. 


00 
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H.  MINTZ  —  Salet  Mgr. 


Vision —  Ventilation —  Value 


ONLY 


AWNINGS 

CANOPIES 


OFFER  SO  MUCH  FOR  SO  LITTLE 

LIFETIME  CONSTRUCTION 

.  .  .  heavy-gauge  aluminum  strips  are  machine- 
crimped  to  form  one  unit  of  Immense  strength. 

^  ■  s  \  H  /  / , 

^  -Ik.  *  -  A-** 

/  M  n 

SERVE  A  PURPOSE  .  .  . 

deflect  sunlight  without  darkening  rooms.  Ac¬ 
tually  lower  inside  temperotures  in  the  summer 
.  .  .  raise  them  in  the  winter.  Do  not  restrict 
circulation  .  .  .  and  o  host  of  other  features 
that  sell  STYIELINE  on  sight. 


Yes,  it's  there  in  every  STYLELINE  awning  and  canopy  .  .  .  those  Impor¬ 
tant  sales  closers  of  vision,  ventilation,  and  value.  The  ladies  especially, 
buy  on  sight  when  they  see  the  vision,  ventilating  and  cooling  factors 
engineered  into  STYLELINE,  the  aluminum  awning  that  will  not  darken 
their  home.  And  this  is  the  feature  that  sells  today  ...  in  half  the  time. 
So  ...  if  you  want  to  sell  in  style,  sell  STYLELINE,  the  value  aluminum 
awning  with  the  feminine  eye  appeal. 

For  Full  Information  On  Available  Sales  Areas 

Write  Or  Phone  PEORIA  3-5004  Or  3-5084 


ILLINOIS  ALUMINUM 
PRODUCTS  CO. 


1314  SO.  ADAMS  ST. 


PEORIA,  ILL 
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Selling  Homeowners 

(Continued  from  Page  98) 

You  may  feel,  as  Bill  felt,  that 
you  can’t  sell.  Maybe  you  can’t, 
some  people  can’t,  but  the  chances 
are  you  can.  It  has  been  said  that 
all  people  are  divided  into  two 
classes  .  .  .  bookkeepers  and  sales¬ 
men.  There  are  many  more  sales¬ 
men  in  this  world  than  there  are 
bookkeepers,  so  you  can  probably 
become  a  “cracker-jack”  salesman. 

If  you  are  not  a  “bookkeeper” 
and  you  want  to  become  a  success¬ 
ful  Home  Improvement  Salesman, 
these  articles  should  be  of  great 
help  to  you.  They  will  enable  you 
to  profit  from  the  experience  of 
others.  If  you  are  an  “old  hand” 
at  the  game,  the  series  may  give 
you  new  techniques  to  add  to  your 
repertoire  and  polish  the  rough 
spots  in  your  sales  presentation. 

The  rules  and  techniques  set 
forth  in  these  articles  have  been 
tried  and  proven.  They  have  made 
money  for  hundreds  of  other  sales¬ 
men,  and  they  can  make  money  for 
you. 

Some  people  have  the  idea  that 
selling  is  beneath  their  dignity.  I 
have  known  men  who  were  ashamed 
of  being  in  sales  work  (I  wouldn’t 
classify  them  as  salesmen)  and 
tried  to  disguise  the  fact  by  calling 
themselves  engineers,  estimators, 
etc.  When  I  was  a  child,  I  held 
more  or  less  the  same  view.  I 
thought  that  salesmen  were  men 
who  did  not  have  any  special  train¬ 
ing  or  had  failed  in  other  lines  of 
work. 


When  you  boy  from 
Badger— you  buy 
from  the  mill  with 
50  years  experience 
in  the  metal  industry. 


V  Call  on  Badger  for  the  answer  to  your 
W  extrusion  problem.  Backed  by  50  years  of 
'  know-how  and  depth  of  facilities  you’re 

certain  of  getting  quality  aluminum  extru¬ 
sions  designed  and  produced  to  fit  your 
requirements.  Either  in  special  shapes  and 
new  dies  or  hundreds  of  non-standard  and 
standard  shapes  which  are  available  without 
vlie  charge  . . .  "Setter  Buy  Sodger" . . .  for  the 
best  in  quality,  facilities  and  service. 


Demonstrations 


I  can  also  remember  that  as  a 
child,  I  was  glad  when  a  salesman 
came  to  our  home.  I  liked  to  w'atch 
his  demenstration  and  listen  to  him 
talk.  I  was  usually  drawn  to  him 
by  his  winning  personality  and 
secretly  hoped  (not  always  so  se¬ 
cretly)  that  he  would  make  the  sale. 
After  the  salesman  had  left,  I 
would  wounder  why  a  fellow  with 
such  a  nice  personality,  neat  ap- 
(Continued  on  Page  104) 


iDMildinti  for  ttruetural  thaoes.  window  extruiiont, 

fumitura  It.  intorion.  r*d«.  kart,  tukint  arckitMturil  S  ft* 

,  nlrcraft  It  and  tnwialites.  (rant  trim. 

^  trantn*rtati*n  thapet. 

Phone  Nightingale  9-6400,  without  any  obligation, 
for  the  services  of  our  experienced  and  efficient 
engineering  department,  who  will  assist  you  in  every 
way  concerning  extruded  aluminum  or  write  — 
Dept.  B-7. 
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MANUFACTURING 

COMPANY 


QUINCY,  PINNSYIVANIA 


lems  provided  by  an  enclosure  that 
is  all  aluminum  and  glass — floor  to 
plate— post  to  post — with  nothing  to 
paint  or  rot  and  nothing  to  warp  and 
bind  the  jalousie  hardware. 

The  Quincy  Jalousie  Wall  is  pre¬ 
fabricated  at  the  factory  to  any  size 
you  specify,  being  made  in  1*  breaks 
in  both  width  and  height.  The  home- 
owner  may  select  any  panel  height 
or  eliminate  the  panel  entirely.  Al¬ 
though  a  single  opierator  will  control 
up  to  32  vanes,  a  double  operator  is 
available  if  desired. 

At  Quincy  the  Dealer,  Distributor, 
Designer  and  Manufacturer  work  to¬ 
gether  as  a  team  to  develop  new  ideas 
and  solve  existing  problems.  The 
development  of  the  new  Quincy  all¬ 
aluminum  Jalousie  Wall  is  another 
example  of  the  Quincy  Distributor 
Plan  in  action.  If  this  teamwork 
appeals  to  you,  and  you  like  aggres¬ 
sive  merchandising  methods,  why  not 
drop  us  a  card  today? 


. 

^  CLEAN  FACE  LINE 

STORM  WINDOWS-  STORM  DOORS-  JALOUSIE  DOORS 
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Selling  Homeowners 

(Continued  from  Page  102) 


We  earnestly  believe  we're  producing 
America's  Most  Advanced  Triple  Track.  If  you 
want  to  handle  a  real  service- free  window 
with  easy-to-sell  quality  features  and  priced  for 
real  profits  to  you,  let's  get  together. 

DiSTR/BUmSHfPS  STILL  OPEN  IN 
PENNSYLVANIA,  NEW  JERSEY 
AND  DELAWARE/ 


pearance  and  high  intelligence  was 
selling,  instead  of  having  a  more 
important  job.  Little  did  I  realize 
that  the  salesman’s  commission  on 
one  sale  was  probably  more  than 
my  father  earned  for  several  days 
work.  I  know  now  that  the  sales¬ 
man’s  work  was  very  important. 
His  company  depended  on  him  and 
other  salesmen  to  keep  men  like 
my  father  employed.  You  may  well 
feel  proud  of  being  a  salesman.  Not 
only  will  a  successful  salesman 
make  as  much  money  as  a  success¬ 
ful  doctor,  engineer,  or  lawyer,  but 
his  success  depends  just  as  much 
on  his  skill  and  knowledge  as  does 
theirs.  The  successful  salesman 
usually  stands  high  in  his  com¬ 
munity,  both  financially  and  so¬ 
cially. 


write,  phone,  or  wire 

S.  D.  DAVIS,  INC, 

1220-28  Cherry  Sr.,  Philo.  7,  Po 


Three  Classes 


TRIPLE  TRACK 

ALUMINUM  COMBINATION  WINDOWS 


When  I  speak  of  salesmen,  I  do 
not  mean  order  takers.  There  are 
three  classes  of  people  in  the  sales 
field.  They  are: 

1.  Order  takers 

2.  Salesmen 

3.  Creative  salesmen 

The  order  takers  never  have,  and 
never  will,  earn  much  money.  They 
can  be  compared  to  a  vending  ma¬ 
chine;  you  put  in  your  money  and 
get  your  purchase.  They  do  little, 
if  anything,  to  influence  your  pur¬ 
chasing. 

Tlie  salesman  does  try  to  get  a 
prospect  to  buy  and  is  usually  re¬ 
warded  very  well  for  his  efforts. 
If  he  knows  a  prospect  desires  what 
he  is  selling,  he  can  usually  per¬ 
suade  the  prospect  to  buy  from 
him.  The  salesman  makes  a  con¬ 
centrated  effort  to  close  the  sale, 
whereas  the  order  taker  makes  no 
effort  to  close. 

The  creative  salesman  is  the  ari.s- 
tocrat  of  salesmen.  Not  only  can 
he  sell  those  who  want  to  buy,  but 
he  can  make  people  want  his  prod¬ 
uct.  He  does  not  wait  for  pros- 

(Cojitinued  on  Page  106) 
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UE  TOO  UnSFIED  TOO!  TOIUME 

I  IS  AS  mea  as  it  shooid  be? 

You  sell  MORE  with  Air  Master!  AdTOUced 
engineering  and  huge  manufacturing 
facilities  give  you  qu^ty  featiures  home 
owners  go  for  .  .  .  becouse  the  price 
is  right! 

UE  TOO  SATISriED  WITH  TOOB 
I  PUSEKT  DEUTUT? 

You  get  FASTER  delirery  with  Air  Master! 
Fast  shipment  distribution  gires  you 
immediate  delivery  of  “ready  to  mstall" 
imits.  No  cutting,  sowing,  hammering, 
fastening  before  instaUation. 

ABE  YOU  SATISFIED  WITH  THE 
SELUN6  AIDS  TOD  MOW  GET? 

You  get  COMPLETE  bocUng  with  Air 
Master!  Hard  selling  newspoper  ad  mots, 
catolog  i^oto  sheets,  stereo  slides,  esti* 
mating  aids,  sample  kits  .  .  .  designed  to 
sell  for  you! 


timto 


k  ABE  TOD  SATISFIED  TODB  IMSTAL- 
■  LATION  AND  SEBVICE  COSTS  ABE 
*  AS  LOW  AS  THEY  CAN  BE? 

You  save  TIME  with  Air  Moster  .  .  .  and 
time  is  money  .  .  .  your  numey!  Air 
Master's  Maid  of  Aluminum  domr  goes  up 
fast  and  easy  ...  fits  tight . . .  stays  tight! 
Lower  instollation  cost ...  No  service  c^ls! 


SUtaless  steei 

kudvate 

bsaatlable  beveled 
lath  backsweep 
Study  alaniaaa 
4mi  step 

iMvy  faafe  stacce 
eabused  kick  paael 
Saietlh  satis  Isitie 


Mire  fodbrf  loduf  m  €oafkkiKe 
hr  tomfhtt  aHormatieH 

IMMEDIATE  DELIVERY  ANYWHERE  IN  U.SJI. 


Air  Master 

18fh  and  LEHIGH  AVENUE.  PHILADELPHIA  32.  PA. 


I  Moavf actvrvn  ef  AlaiiiiaaM  CanWiMtiM  Sterm  aHndewt  •  Bears 


You  make  MORE  with  Air  Master  ...  a  complete  quality  line  of  aluminum  storm 
doors  and  windows  at  competitive  prices.  Here's  the  ONLY  1-1  16"  thick  door  in 
the  industry  ...  a  full  length  Piano  Hinge  .  .  .  an  exclusive  knob  lock  .  .  to  sell  for 
as  low  as  $49.  -  * 
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TRI-SEAL  has  the  De-Luxe  appear¬ 
ance  and  the  "sell  on  sight"  fea¬ 
tures.  Custom  mode  picture  window 
style,  combination  storm  and  screen 
window  to  fit  any  type  frame.  In 
either  polished  or  onodixed  finish. 
Get  in  on  the  easier  way  to  greater 
profits.  Assembled  franchise  also 
availobfe.  Get  our  plan  —  TODAY! 


""  CHARLES  CO. 

228  NEW  STREET.  PHILA.  6,  PA. 
Phone  WAInut  2-2660 


Selling  Homeowners 

iConfintted  from  Page  104) 

pects  ...  he  creates  his  own.  This 
type  salesman  is  always  in  demand. 
His  commission  rate  is  the  highest 
.  .  .  his  earnings  the  largest. 

In  no  other  field  of  selling  is 
creative  selling  as  important  as  in 
the  home  improvement  sales  field. 
This  is  the  reason  that  home  im¬ 
provement  sales  offer  such  large 
rewards  to  qualified  salesmen. 
There  is  no  limit  to  the  amount 
of  money  you  can  earn  if  you  really 
knoiv  hoiv  to  sell  home  improve¬ 
ments  and  if  you  will  work  hard 
aiid  long  at  your  job. 

Home  improvements  are  easy  to 
sell.  The  home  is  the  very  founda- 
(Continued  on  Page  118) 


Resurfacers 

{Continued  from  Page  49) 

It  is  not  the  intent  of  this  article 
to  give  glowing  accounts  of  the  pos¬ 
sibilities  that  mastic  coatings  offer 
the  home  improvement  dealer, 
painting  roofing  or  siding  con¬ 
tractor.  The  possibilities  of  in¬ 
creasing  profit  margins  by  includ¬ 
ing  the  selling  and  application  of 
mastic  coatings  to  an  existing 
painting,  siding  or  home  improve¬ 
ment  business,  or  specializing  in 
this  field  alone,  are  assured  only 
if  all  the  facts  are  known. 

The  facts  and  figures  quoted  in¬ 
dicate  that  with  an  investment  of 
less  than  five  thousand  dollars,  a 
small  organization  working  with 
one  rig  and  one  labor  crew,  sup¬ 
plemented  by  one  or  two  good 
legitimate  and  aggressive  sales¬ 
men,  can  obtain  and  complete  a 
gross  volume  of  business  ranging 
from  $76,000  to  $96,000.  This  for 
an  operation  of  but  eight  months 
duration. 

As  can  be  seen  from  the  charts, 
the  volume  of  course  depends  upon 
whether  the  jobs  are  being  sold  at 
$40.00  per  square  or  $50.00  per 
square.  The  gross  profit  variations 
{Continued  on  Page  110) 


Not  just  full  1’/^"  thick  or  . . .  piano 
type  hinge  or  . . .  key  lock,  but  every 
feature  that  means  more  and  more 
profitable  sales!  Z-Bar  or  Expansion 
installation  frame.  Become  a  prof¬ 
it-happy  TRI-SEAL  Distributor. 
Phone  or  wire  collect  today  for 
complete  details! 
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To  help  you  cosh  in  even  more  on  the  skyrocketing  demand 
for  Permolume  Shower  Enclosures,  to  further  accelerate  your 
sales  volume  of  the  finest  enclosures  available,  we've  pre¬ 
pared  a  series  of  strong  new  sales  aids  for  you. 


information  on  the  Double  Rollaway  Tub 
Enclosure,  which  installs  WITHOUT  DRILL¬ 
ING  either  tub  rim  or  wall.  It  explains  the 
Adjustable  Jamb,  standard  equipment  on 
shower  doors  and  used  to  compensate  for 
out  -  of  -  plumbness,  to  "straighten  out" 
crooked  walls.  Also  included  are  glossy 
photos  of  typical  installations. 


They're  designed  to  identify  you  as  a 
company  handling  the  exclusive  Perma- 
lume  line,  to  increase  interest  and  influ¬ 
ence  additional  profitable  sales  for  you 
with  a  minimum  of  effort  on  your  part. 
It's  another  powerful  feature  of  the  com¬ 
plete  promotional  support  provided,  at 
no  cost,  by  ShoDoCo.  The  kit  includes  full 


NA^At  • 

I^OORtSS 


^ocipcN^ic^  Denkils 


WORLD'S  LARGIST  iXCLUSIVE  M ANUF ACTURER^^^F  SHOWER  DOORS,  TUR ^N^^SURES,  S^ WER  STAIL^ 
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ONE  GOOD  REASON  IS  ENOUGH! 

here  is  ONE  of  MANY  GOOD  REASONS  why 

SUPERIOR  WINDOW  COIs 

K  D  (KNOCK-DOWN)  JALOUSIE  WINDOW  UNITS 
MEAN  GREATER  PROFITS 
TO  YOU... 


REASON 


JAL-O-VENT,  rii«  7“  Babnced 
IjMiYcr  Glass  Jalousia  with 
evarlap,  is  pracisiea  bvilt  by 
wiodam  assambhr-lina  mathods. 
Hara  is  a  jalausia  that  ghras  aw.i> 
iaf  pratactiaw,  cauplad  with  {alou- 
sia  aasa  af  aparutiaii.  Ma^  af 
haavy  axtnidad  alamiauni  frame, 
and  screens  that  are  interchange¬ 
able  with  starm  sash. 


Ml 


Here  is  a  K  D  Unit  that  combines  simplicity  with  amaxing 
speed  of  assembly  (approximate  production  per  man  per 
hour — 25  frames) .  All  you  need  is  a  ball  peen  hammer  . . . 
no  jig  table  or  fixtures  are  needed  ...  no  screws  to  get  lost. 
Just  slip  jamb  tabs  through  tab  slots  in  head  and  sill,  tap 
tabs  with  hammer  until  they  are  bradded  over  .  .  .  and  just 
like  that,  it's  done!  A  few  sizes  of  heads,  sills  and  jambs, 
make  many  different  bngths  and  widths  of  jalousies. 
Simplicity  of  assembly  .  .  .  one  GOOD  reason  why  Superior 
Window  Co.'s  K.  D.  Units  mean  greater  profits!  See  your 
dealer  now,  or  write  direct  to: 


SSOO  N.  W.  ITth  AVE.  MIAMI,  FLA. 


ALSO  MANUFACTURERS  OF 

PROJECT-O-VENT,  the  economy  aluminum 
awning  window,  designed  with  style-conscious 
flexibility  and  modern  mechanical 
perfection,  at  a  low  price. 


Z-BAR  &  TUBAR-VENT 

The  all-season  aluminum  casement  windows. 

Designed  for  rugged  performance!  Precision 
windows  with  extruded  aluminum  tubular  sections  in 
the  vents  ( TUBAR- VENTS )  and  the  finest  extruded 
aluminum  in  Z-shapcd  solid  form  ( Z-BAR-VENTS )  with 
adjustable  hinges,  with  pivot  pins  separated 
from  hinges  by  phenolic  bushings  and  washers  .  .  . 
eliminating  treexe-up. 
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1953  (8th)  Edition 

Roofing,  Siding 

and  Building 
Specialties  Manual 

TIm  only  ffaconco  yolumo  of  its  kind  in  this 
fiolcL  So  Toluablo  that  many  roofing  contractors 
and  building  spockdty  dealers  order  copies  fw 
eyery  one  ol  th^  key  men.  The  MANUAL  is  full 
of  up4o-the4ninute  data  that  con  help  you 
doseu  of  ways  to  make  more  money. 

Readers  rare  about  the  MANUAL  Here's  a  few 
quotes  from  letters:  "A  yoluable  book  for  any¬ 
one  in  the  btuiness."  . . .  'Tour  publication  has 
helped  us  a  great  deoL"  ...  "I  wouldn't  be  with¬ 
out  it"  . . .  "We  want  every  one  of  our  men  to 
hare  a  copy." 


PER  COPY 


Don't  Miss  These  Important 
Articles  in  the  1953  Edition: 

★  ARTICLES  ON  SUCH  DIVERSE  AND  IMPOR¬ 
TANT  TOPICS  AS  MANAGEMENT.  RECORD 
KEEPING,  NEW  TOOLS  AND  PRODUCTS. 

★  COMPLETE  DISCUSSION  OF  SUCH  SPECIALTY 
ITEMS  AS  COMBINATION  WINDOWS,  ALUMI¬ 
NUM  AWNINGS.  JALOUSIES.  PLASTIC  TILE. 

W  COMPLETE  SECTIONS  ON  SELLING.  TRAIN¬ 
ING  SALESMEN,  ADVERTISING.  BUILDING 
YOUR  VOLUME,  etc. 

W  COMPLETE  SECTIONS  ON  BUILT  UP  ROOFING. 
SIDING.  STEEP  ROOFING,  MCTAL  ROOFING. 
WATERPROOFING.  ETC.,  INCLUDING  THE 
LATEST  APPIICATIBN  TECHNIQUES. 

ISO  pa9M  crammed  lull  of  Toluable  Infor¬ 
mation  on  EVERY  phoae  of  your  buaineu. 
Eror,  contractor  and  dealer  wlO  wont 
copies  to  help  him  moke  more  money. 


BUILDING  SPECIALTIES  A 
HOME  IMPROVEMENT  DEALER 
425 — 4lh  Av«..  N.  T.  16,  N.  T. 

Plecse  send  me. . .  .co|des  of  the  MANUAL 

NAME  . TITLE  . 


SECUR  SEAL 


Enfftnwwred  by  SECURITY  of 
Deirolt.  a  name  famous  for 
over  30  years  la  quality 
home  InsuUtlnc  products. 

SECUR  SEAL 

O  Can  be  ordered  K.  D.  or  lineal 
O  1*  •  blind  stop  installation 
O  Has  4-war  expansion 
O  Reqnires  minimam  equipment  investment 

SICURITTS  FAMICATfON  PLAN  INAMJS  YOU 
TO  CONTROL  DlUVnY  OPt 

1.  Secur  Seal  Double  Huns  units 

2.  Basement  Combinations 

3.  Outside  binped  or  Inside  Casemenu 

4.  Sliding  Windows  and  Screens 


CX>MPANY 

ADDRESS 


EXCLUSIVE  TERRITORIES 

/4(A^UiaAlc 


CUSTOM  ROLL 
F  O  k  M  I  N  G 


STANDAMD  SHAHS 
AVA/LABU 

m 


O  M  P  A  N  I 


385  MIDLAND  AVE. 


DETROIT  3,  MICHIGAN 


IF  YOU  USE 

FLEXIBLE 

GASKETS, 

SPLINE 

or  similar 


EXTRUDED  PLASTIC 

material  .  .  . 


.  you'll  do  better  in  every  way  to  do 
business  with  MAYNARD.  Guaranteed 
100%  virgin  material  assures  you 
of  live,  resilient,  workable  splines 
and  gasketing  that  make  your  job 
easier  by  doing  their  job  better. 
Take  advantage  of  the  pioneer¬ 
ing  progress  that  narks  MAY¬ 
NARD  tops  in  the  field. 
You'll  be  glad  you  did! 

100%  VIRGIN 
MATERIALS 

mean  faster  assembly, 
fewer  service  colls.  Cor¬ 
rectly  designed  &  ex¬ 
truded  gaskets  &  spline 
mean  faster  production 
at  lower  cost !  Prove  it ! 
Contact  MAYNARD! 


Resurfacers 

i 

I  (Continued  from  Page  106) 

I  of  from  $34,520  to  $68,160  depends 
I  on  the  efficiency  of  the  operation 
entirely.  A  small  organization  can 
do  a  gross  volume  business  of  be¬ 
tween  $200,000  and  $300,000  per 
year  with  but  3  rigs,  nine  or  ten 
workmen  and  four  to  six  salesmen. 

Getting  the  story  straight  the 
I  first  time  may  mean  the  difference 
I  between  success  and  failure — the 
I  difference  between  serving  the  pub¬ 
lic’s  needs — or  between  doing  your¬ 
self  and  the  home  owner  a  great 
disservice.  To  begin  with  there  is 
no  product  on  the  market  that  has 
proven  that  it  can  live  up  to  the 
tremendous  claims  being  made  by 
some  of  the  untested  imitations  of 
brands  they  were  copied  from. 

Furthermore,  there  is  no  one 
product  formulation,  in  my  opinion, 
that  can  be  used  ideally  on  all  types 


of  surfaces.  A  good  mastic  formu¬ 
lation  designed  for  use  on  masonry 
will  not  necessarily  stand  the  test 
of  time  when  used  over  wooden 
surfaces.  With  regard  to  masonry 
surfaces,  certain  mastic  products 
have  not  only  performed  well  in 
laboratory  tests  but  have  success¬ 
fully  weathered  years  of  field  tests 
in  actual  performance. 

Separate  and  distinct  formula¬ 
tions  are  needed  for  wood  as  dis¬ 
tinct  from  those  for  masonry. 
There  are  quite  a  few  companies 
that  are  producing  and  marketing 
such  formulations. 

Choosing  the  kind  of  material  to 
be  used  for  the  correct  surface  is 
of  paramount  importance.  The 
writer  has  objectively  analyzed  and 
observed  hundreds  of  jobs.  The 
failures  were  not  always  due  to  bad 
workmanship.  Here  is  an  interest¬ 
ing  observation  on  100  failures, 
carefully  .studied  as  to  causes. 


Job  Complaint  Cr  Failure  Analysis  Chart 
TOO  Jobs 


No.  of  No.  of 

Wooden  Masonry 

Houses  Houses  Reason 


15 

2 

19 

11 

4 

3 

3 

1 


3  Mildew. 

9  Blotchy-spots  oxidize  unevenly  prim¬ 

arily  due  to  lime  burning  on  masonry, 
poor  spraying  on  wooden  surfaces. 

I  Mastic  film  cracked,  chipped,  peeling. 

0  Bubbles — water  drained  cat  when  bub- 

*  ble  punctured. 

1  Film  failure — poor  material,  poor  work¬ 
manship  only  of  secondary  importance. 

2  Sales  failure — Customer  never  received 
$50.00  for  recommending  job  to  other 
customers. 

3  Color  oxidation  set  in  after  1  -2  months 
pigments  not  ground-tint  material  only. 

0  32%  moisture  content  in  plaster  wall — 

18%  in  clapboard. 


NEED  HELP?  WRITE: 


0  5  Mastic  applied  over  wet  and  inade¬ 

quately  set  cement  plaster,  applied  over 
cinder-block — rust-film  cement  failure. 


M<YNABDPLASTICS.Iiic. 

CHELSEA  so,  MASS. 
CHtlsca  3-5850 


0  1 

17  0 


Building  Steamcleaned — Lime  reacti¬ 
vated. 

No  prime  coat — too  much  caulking — 
bad  workmanship. 

(Continued  on  Page  112) 


110 


AUGUST  1953  BUILDING  SPECIALTIES 


and 


WINDOWS 


SCREENS 


STORM 


Look  at  these  "BUY-APPEAL”  Features! 


•  Permanent,  non-removable  tracks 


•  No  friction  springs,  wire  handles  or  gadgets  to 
get  out  of  order 

•  Unequalled  insulation 


•  Interlocking,  weathertight  sash 

•  Screen  interlocks — keeps  all  insects  out 

•  Overlap  or  inset  installation 

•  Automatic  locking  positions — burglar-proof 

•  Reinforced,  all-extruded  aluminum  construction 
throughout 

•  Year  ’round,  draft-free  ventilation 

•  Simple  to  install — service  free 

•  Maximum  ease  of  operation 

•  CAN  BE  STOCKED  BY  GLASS  SIZE  ONLY! 

Yet  the  cost  to  you  is  amazingly  low! 


Here’s  a  product  you’ll  really  be 
proud  to  sell — the  new,  all-new 
Season-all  Triple-Track  Combina¬ 
tion  Window,  Season-all  has  every 
feature  your  customers  want  and 
need  in  a  combination  window!  In 
fact,  it’s  the  finest  combination  storm 
w'indow  on  the  market  today.  Sounds 
too  good  to  be  true,  doesn’t  it? 
Well,  you  don’t  have  to  take  our 
word  for  it.  Compare  Season-all 
feature  for  feature  with  any  other 
design  and  see  for  yourself, 
be  glad  to  send  you  complete  details 
or  arrange  a  demonstration  at  your 
convenience.  Ask  about  our  unique 
delivery  and  warehousing  plan. 


[lonoiW  ^ 

,Poten»ed  Season  o 

'do'W-  ^  .  ceasoo'ott 


Nationally  distributad  by 

Season-all  Sales  Corporation 

7027  Apple  Avenue,  Pittsburgh  6,  Pa. 


o,.a  ^ 


6r  Home  Improvement  Dealer 


■*r- 


The  Pioneers  in  the  Jalousie  Business 


Presents 


Ocdcoa 


•  Tested  under  extreme  circumstances  .  .  .  now  proven  to 
be  the  best.  •  Extruded  aluminum.  •  Embossed  Alu- 
minum  Kick  panel.  •  Heavy  reinforced  corners.  •  Heavy 

^3  door  jamb  (square  frames),  e  Pneumatic  door  closer, 

built-in  shock  absorber.  •  Cyclone  chain  to  absorb  heavy 
^  wind  shock.  •  Stainless  steel  hinges.  •  Push  button  latch. 

•  Removable  aluminum  screen  (recessed).  •  Storm  panel 
available.  •  Stainless  steel  Weatherstripped  jalousie. 

•  Clear  or  Obscure  Glass. 

Quick  delivery  from  either  our  plant  in  Indianapolis 
or  our  plant  in  Miami. 

AH  Sixes  Available 

Distributors:  Choice  Territories  Available 
Dealers:  Write  for  Nearest  Distributor 

THE  BEST  BUY  IN  A  JALOUSIE 
DOOR  TODAY! 

JALOUSIE  COMPANY  OF  AMERICA,  INC. 


the  West  of  the  I 
:ies  trade,  our  new  f 
t  will  be  opened  in  i 
Francisco  in  Janu-  t 


1310  North  Copitoi  Avenue 
Indianapolis  2,  Indiana 


I  Check  our  prices  —  | 

I  can  also  supply  you  I 
I  glass  in  any  quantity  | 
I  for  your  Jalousies. 


Resurfacers 

{Continued  from  Page  110) 

i 

In  our  previous  discussions,  we 
.became  quite  involved  in  technical 
phases  of  surface  preparation  and 
material  application.  I  believe  that 
all  manufacturers  will  agree  that 
while  these  recommendations  will 
not  guarantee  absolute  success, 
even  with  specific  materials  u.-^ed  on 
I  the  surfaces  for  which  they  were 
j  formulated,  the  chances  for  job 
I  failures  are  great  if  those  or  sim- 
j  ilar  instructions  are  not  followed. 

!  Given  even  good  surface  prepara- 
j  tion,  excellent  workmanship,  etc., 
it  is  still  important  that  the  prod¬ 
uct  used  has  scientific  balance 
chemically,  is  quality  controlled 
and  specifically  designed  for  use 
on  either  masonry  or  wooden  sur¬ 
faces.  In  addition  it  must  have  a 
background  of  merciless  laboratory 
testing  and  actual  field  perform- 
j  ance  over  a  given  period  of  time. 

i 

Equipment 


OUT  OF  MEW  ENGLAND 


COMES  A  COMPLETE 
ALUMINUM  LINE 


ACROSS  THE  BOARD 


WEATHERKING 


TRIPLE-TRACK  COMBINATION  WINDOWS 
ECONOMY-LITE  COMBINATION  WINDOWS 
TWO-LITE  COMBINATION  DOORS 

ONE-LITE  COMBINATION  DOORS 
LOUVER-LITE  JALOUSIE  WINDOWS 
LOUVER-LITE  JALOUSIE  DOORS 
SCREEN-LITE  WINDOWS 
SCREEN-LITE  DOORS 
CASEMENT-LITE  WINDOWS 

JOIN  THE  PRICE-WISE  DISTRIBUTORS  AND  DEALERS 
WHO  KNOW  IT  TAKES  QUALITY  TO  INSURE  PROFITS. 

SOME  KD  AREAS  STILL  AVAILABLE. 

NEW  ENGLAND  ALUMINUM  MFG.  CORP. 

17  LYMAN  STREET.  PROVIDENCE  3,  R.  I.  DEXTER  1-4424 


Getting  the  right  kind  of  equip¬ 
ment  with  which  one  can  do  good 
work  is  no  problem  these  days. 
There  are  all  types  of  equipment 
available  for  spraying  fibrated  and 
heavy  textured  coatings.  Several 
manufacturers  produce  satisfac¬ 
tory  units  which  can  be  purchased 
from  prices  ranging  from  $450  to 
$700  for  the  spray  gun,  hose  and 
pump.  Material  pumps  produced  by 
Alemite,  Binks,  DeVilbis,  Grayco, 
Lincoln  and  Shelburne  etc.,  are 
most  satisfactory  for  any  and  all 
textured  rseurfacers  on  the  market 
today. 

Pumps 

The  viscosity  of  the  material  ha.s 
a  great  bearing  in  determining 
what  ratio  pumps  are  to  be  used. 
The  distance  or  height  that  the 
material  is  to  be  pumped  to  also 
determines  what  ratio  pump  is  to 
be  used.  For  example,  a  semi 
viscous  material,  that  normally  re¬ 
quires  a  4V^  to  1  pump  on  a  two 
{Continued  on  Page  114) 
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Once  upon  a  few  centuries  ago,  the 
unenlightened  world  of  science  was 
sure  that  through  alchemy,  base  metals 
could  be  turned  into  precious  gold. 

We're  much  wiser  now,  aren't  we? 

Everybody  knows  that  you  can't  make 
something  what  it  isn't  or  wasn't  meant  to  be. 
Looking  like  a  thing  isn't  being  it ...  no  matter 
how  convincing  its  protagonists. 

Warner  Weather-Master's  "formula"  is  pure 
science  . . .  not  alchemy.  Translated,  it's  this: 
(Three  windows,  covering  all 
three  markets  by  price-preference, 
each  "best  in  its  class".) 

("Times"  .  .  .  the  multiplication  symbol, 
the  current  condition  of  the  market  or  the 
frequency  of  sales  campaigns,  whichever  you 
prefer  it  to  mean.) 

(For  product,  prestige,  preference  or 
promotion.  Warner  Weather-Master  has  all 
in  super-abundance  ...  to  add  up  to 
pride  and  profit  —  both  are  basic  ingredients 
in  a  Warner  Weather-Master  distributorship.) 
(No  translation  needed.) 


Lat't  under! tend.  Simply 
feeing  a  Warner  Weattmr- 
Moeter  distributer  is  no  magic 
formula  to  success.  All  we 
claim  is  to  provide  more  of 
the  tried  ai^  proven  esten- 
tiais  tlmt  combine  to  make 
SUKIH  SUCCISSPUL  entof- 
priso. 


The  treat  NEW 
■SUPER-LOK" 

Wrracr  Weather-  Matter's  latest  achieve¬ 
ment  in  trinle-traek  detitn.  Pieneerint 
skill  and  experience  pay  efl  handsamely 
in  tep-dellar  vaiua  and  unsurpassed 
pcrfermance. 


WARNER  WEATHER-MASTER  COMBINATION  STORM  WINDOWS, 
DOORS  AND  PORCH  ENCIOSURES 

MANUFACTURED  RY 

UllIRnER  IRFC.  CORP. 

855  COMMUNIPAW  AVENUE 

JERSEY  CITY.  N.  1. 


In  Conoda:  WARNER  WEATHER-MASTER,  LTD.,  224  Boulevard  Lobelle,  St.  Rose,  P.Q.,  Conodo 


&  Home  Improvement  Dealer 
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bathboom 


KITCHIN 


^  Cu^Ai/yrt  CcnIcuH 

PLASTIC  TILE  ^ 


BECRf  ATION 
ROOM 


Build  Proftts  with  Crescent 
.  .  Buy  Guildcrest 


9  OUAIITT  —  Bureau  of  Storido'd*  plwi 

•  CONTINUITY  OT  UNUSUAL  DECORATOR  COLORS 

#  UNIQUf  ond  proctxol  pockoging 


2938  West  63rd  Street,  Chicago  29 


Resurf  ace  rs 

{Continued  from  Page  112) 

family  structure,  may  require  a 
10  to  1  ratio  pump,  if  the  material 
is  to  be  delivered  to  a  four  or  five 
story  building. 

The  list  of  spray  guns  on  the 
market  designed  for  use  with  these 
types  of  coatings  is  big.  Among 
the  spray  guns  frequently  en¬ 
countered  in  the  field  are  the  Binks 
7E2  and  the  Shelburne  model  105. 


Field  Tile 

*  AVa"  in 
52  ouaceDdifif 

BUia  and  mar- 
letted  colors 


Pearlcfcenc  Tile 
AVa^  *  AVa*'  in 
8  unusual  ac« 
traciive  colors 


Flexible  ouoide 


New  Burierfly 
(ups  and  downs) 


Angles  for  cor¬ 
ners  and  trim 


Air  Pressure 


Many  materials  can  be  sprayed 
with  air  pressure  built  up  by  a 
35  c.f.m.  capacity  air  compressor. 
From  a  production  standpoint  how¬ 
ever,  an  air  pressure  of  60  c.f.m. 
size  and  preferably  one  of  105 
c.f.m.  capacity  is  most  desirable. 

Air  compressors  are  manufac¬ 
tured  by  Schram,  Ingersoll-Rand, 
Chicago,  Pneumatic  Smith,  Gard- 
ner-Denver  and  DeVilbis.  It  is 
significant  to  note  the  names  and 
numbers  of  these  nationally  known 
concerns  that  have  directly  taken 
an  active  interest  both  technically 
and  financially  to  further  the  prog¬ 
ress  of  mastic  coatings,  by  develop¬ 
ing  more  effective  spray  equip¬ 
ment. 

Realistic  Methods 


Such  investments  are  not  made 
by  legitimate  business  concerns  in 
order  to  make  a  fast  dollar,  nor 
are  they  made  in  a  field  which  has 
no  scientific  and  logical  reason  for 
perpetual  existance. 

Time,  energy,  money  and  know¬ 
how  are  expended  only  in  fields 
that  are  basically  stable.  The  time 
is  fast  approaching  when  the  medi¬ 
cine  show  methods  of  selling  these 
types  of  coatings  and  services,  will 
give  way  to  more  factual  and  real¬ 
istic  methods  of  merchandising. 

This  does  not  mean  that  even 
from  the  super  speciality  sales¬ 
man’s  viewpoint,  the  field  will  be¬ 
come  shot.  Actually  and  practically, 
the  realization  is  drawing  that  sat¬ 
isfied  customers  mean  more  busi¬ 
ness  and  better  profit.';. 


A  Family  Group  .  . 
With  Sales  Appeal 


Fotnily  Group  pictured  with  one  to  four  ^  n 

children  of  either  lex.  All  figures  ore  ^l( 

mode  of  heavy  cast  aluminum  with  name  a  ■  IW 

or  address  cost  right  into  the  panel  itself  SAB  HH  m 

One  of  Dec-O-Grilles  80  NEW  designs  - 

.  .  .  every  one  a  sore  sellerl  And  every 
bond  -  wrought  Dec  -  O  -  Grille  is  plostic 

cooted  for  years  of  extra  protection!  Immediate  delivery  on  stock  designs 
special  service  on  custom  designs! 

I  fe-d  tor  Dec  0-Giilles*  NEW  illustroted  cataiccue  and  samples 
TODAY! 


WRITE 


DEC-O-GRILLES,  INC. 

470  Park  Place,  Long  Beach,  N.  Y. 

Phone:  Long  Beach  6-1644 

DISTRIBUTED  EXCLUSIVELY  IN  CANADA  BY 
R.  S.  PITCHELL  SALES  CO.,  LTD. 

1S71  EGLINTON  AVE.,  WEST 
TORONTO  10,  ONTARIO.  CANADA 
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Bull  Nose  Cap 

_ 

WRITE  FOR  FULL  DETAILS  AND  PRICES  NOW 


.  .  .  America  *s  largest 
selling  lowest  cost 
louvred  window! 


Dealer?;  .  .  .  share  in  the  profits  of  this  larj'est 
selling  lowest  cost  loin  red  window!  SUN-S  \SH 
windows  sell  easier — faster — than  any  other  winilow 
of  its  type.  Compare  the  amazing  value — the 
features — the  beauty  and  utility  of  this  low-cost 
louvred  wimlow.  Sl^N-S\SH  is  covering  America 
with  national  advertising,  so  why  not  cash 
in  on  this  profit-making  promotion? 


SUN-SASH  is  perfect  for  porches,  breezcwoys, 
patios  .  .  .  kitchens,  bathrooms,  bedrooms 


SUN -SASH  in  commercial  installations 
ore  modern,  efficient  and  inexpensive. 


WUVUEO  WINDOW  facts 


SUN-SASH  COMPANY 

38  PARK  ROW  NEW  YORK  38,  N.  Y. 


Please  send  me  full  informotion  on  how  I  con 
become  o  Sun-Sosh  deoler. 


Nome. 


Address. 


&  Home  Improvement  Dealer 


ANCE 


OVERCOME  PRI 


means  your  own  Aluminum  or  Redwood  Combination  Storm  Windows  and  Doors 
in  your  own  territory.  Enjoy  higher  profits  with  fast  selling,  top  quality  but  low 
priced  units. 


WRITE  •  WIRE  or  PHONE  TODAY  FOR  FURTHER  INFORMATION 


manufacturers  of  aluminum  and  redwood  combination  storm  windows  and  doors 


16 


AUGUST  1953  BUILDING  SPEQALTIES 


Proudly  announces  the  AWNING  WINDOW 
with  10  SELL-MORE  features. 

1)  2%"  DEPTH  FRAME  SECTION 

Heaviest  frame  on  the  competitive  market. 

2)  ARCHITECTURAL  BALANCE 

12"  uniform  sash  blend  to  any  type  of 

construction.  8)  QUALITY  CONTROL 


3) 

4) 

5) 

6) 
7) 


NON-LUBRICATING 

Fully  bushed  with  nylon  plastic  —  needs  no 
lubrication  ever. 


INTEGRAL  DRIP  CAP 

Top  sash  conceals  into  frame  head  —  no 
sjnsightly  drip  caps. 

WASHED  FROM  INSIDE 

Eliminates  expensive  safety  equipment  for 
multi-story  structures. 

EASY  TO  GLAZE 

Only  requires  3  sizes  of  glass  for  all  12 
stock  sizes.  All  heights  11". 

3  POINT  CONTACT 

Exclusive  3-point  contact  insures  weather 
protection. 


All  materials  are  selected  for  durability 
and  inspected  for  quality. 


9)  CONCEALED  MECHANISM 

All  hardware,  including  torque  shaft  com- 
pletly  concealed  and  yet  readily  acces¬ 
sible  to  maintenance. 


10)  SELF  ADJUSTING 

All  sash  are  self  adjusting 
to  assure  proper 
alignment  and 
perfect  closure 
at  all  times. 


FOR  VENTILATION 

Uniform  —  Draft-free  ventilation  at  finger-tip  control. 

FOR  BEAUTY 


Picture  window  beauty  in  polished  alumi¬ 
num  frames*  Unobstructed  vision. 


FOR  UTILITY 

Easy  cleaning  of  sash  from  inside  of  house.  No  maintenance. 
Can't  rot  or  rust.  Needs  no  paint. 


EXCLUSIVE  territories  open  to  LIVE- 
WIRE  dealers  and  distributors.  Write  for 
full  particulars  to  .  .  . 


FOR  YOUR  PROTECTION 

Constructed  of  heavy  extruded  aluminum  sections.  Com¬ 
pletely  weather  stripped. 


NATIONAL  DISTRIBUTORS 


R.  B.  LEONARD,  INC. 

4015  AURORA  STREET  DEm  t'6  CORAL  GABLES,  FLA. 

48-2922  Phone  83-281 1 
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WITH 

GEORGE  W.  TRAPP  CO. 

A\ANY  EXCLUSIVE  FEATURES 
SIAW>LE  INSTALLATION 
SHIPPED  COMPLETE 
TROUBLE-FREE  SERVICE 
PROTECTED  TERRITORIES 
EXCELLENT  PROFITS 


MANUFACTURING  A 
COMPLETE  LINE  OF 
SCREENS  FOR  CASE¬ 
MENT  WINDOWS 


A  HEAVIER  EXTRUSION 

Precision  Engineered 
Beautifully  Designed 
Economically  Priced  Door 

WRITE  -  WIRE 
or 

PHONE 


SELL  &  PROFIT  With 

The  Finest  Quality 
Door  Available  .  .  . 


Exclusive  Territories  Available 


GE 


mi 

w 


Selling  Homeowners 

(Continued  from  Page  106) 

tion  of  the  American  way  of  living. 
People  take  pride  in  their  homes 
and  want  to  increase  the  beauty, 
convenience  and  comfort  of  their 
homes.  F^very  homeowmer  is  a 
prospect  or  will  become  a  pro.spect, 
for  some  type  of  home  improve¬ 
ments. 

A  home  is  not  like  an  automobile 
that  can  be  traded  when  it  becomes 
obsolete  or  outmoded.  A  home- 


owner  must  remodel  his  home  to 
keep  it  “up  to  date”.  During  the 
life  of  a  home  it  is  usually  modern¬ 
ized  several  times. 

Prospects  for  home  improve¬ 
ments  are  easier  found  than  the 
prospects  for  most  other  types  of 
merchandise.  The  “suspects”  for 
many  home  improvement  items 
can  be  seen  at  a  glance.  You  might 
not  know  if  the  woman  that  lives 
at  1213  Elm  Street  needs  a  new 
vacuum  cleaner,  but  you  don’t  have 
to  be  an  Einstein  to  know  that  she 


j  certainly  needs  a  new  roof.  Some 
one  may  have  to  tell  you  that  Mr. 
Jones  doesn’t  have  enough  life  in- 
!  surance,  but  you  can  tell  at  a 
glance  that  jalousies  would  make 
his  porch  more  enjoyable. 

To  weed  “suspects”  from  pros¬ 
pects  is  a  matter  of  “leg  work”  .  .  . 
profitable  “leg  work”.  I  once  kept 
a  record  of  the  number  of  prospect 
calls  I  made  and  the  sales  that  re¬ 
sulted.  It  all  “boiled  down”  to  the 
fact  that  I  was  earning  $2.68  for 
every  door  bell  I  rang.  This  w’as 
early  in  my  sales  career.  An  ex¬ 
perienced  salesman  should  average 
considerably  more  than  this. 

Most  home  improvement  items 
advertise  themselves.  You  can 
point  out  jobs  you  have  sold.  In 
most  instances  homeowners  are 
glad  to  show  your  jobs  to  new  pros¬ 
pects.  They  are  proud  of  their 
homes  and  are  appreciative  of  your 
desire  to  improve  them.  There  is 
much  pleasure  and  enjoyment  in 
visiting  people’s  homes  and  meet¬ 
ing  their  families.  The  nature  of 
your  product  makes  your  selling  on 
more  of  a  personal  level  than  most 
types  of  selling.  Over  the  years 
many  of  my  customers  have  be¬ 
come  close  friends  of  mine. 

Friendships 

The  friendships  you  make  among 
your  customers  w’ill  be  of  great 
benfit  to  you,  not  only  from  a  stand¬ 
point  of  personal  relationship,  but 
also  financially.  Your  best  source 
of  new'  business  will  be  as  a  result 
of  past  sales.  The  more  sales  you 
make^the  wider  your  acquaintances 
will  become.  The  successful  sales¬ 
man  conducts  himself  in  such  a 
manner  as  to  turn  each  customer 
into  a  living  testimonial  for  him 
and  his  product. 

The  few  rules  follow'ed  by  suc¬ 
cessful  home  improvement  sale.s- 
men  are  simple.  It  will  be  easy  for 
me  to  tell  you  in  this  series  of  arti¬ 
cles  about  the  methods  and  tech¬ 
niques  used  by  the  “big  producers”. 
It  will  be  .still  easier  for  you  to 
(Cotitinued  on  Page  120) 
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SIDING 


5-COlOR 

TRIPLE  REPLY  CARDS 


. . .  OFFERS  YOU  A  GOLDEN  BUSINESS 
-BUILDING  OPPORTUNITY  —  YOUR 
CHANCE  OF  A  LIFETIME  TO  GET  IN 
ON  THE  GROUND  FLOOR  WITH  A  RED 
HOT  PRODUCT  AND  DUPLICATE  IN 
YOUR  COMMUNITY  THE  SOLID  SUC¬ 
CESS  THAT  LYF-ALUM  HAS  SCORED 
FOR  OTHERS  IN  MANY  PARTS  OF  THE 
COUNTRY. 

IF  THERE  IS  NO  LYF-ALUM  DEALER 
ESTABLISHED  IN  YOUR  AREA  — 
PHONE,  WIRE,  OR  WRITE  TODAY. 

P,S.  p/u>c^LLc/cdn^  — 

got  tAe,  ^/cocCioot:'  -  a/H>oC 
p/ucji,  ^ 


•  •  •• 


RADIO  AND  TV  SCRIPTS 


&  Home  Improvement  Dealer 


COMPLETE 
MAT  SERVICE 


LYFAlu 


164  East  Wisconsin  Avenue 
Oconomowoc,  Wisconsin 

in  the  Metropolitan  Milwaukee  oreo 
A  divisien  of  Kerbwmol  Stool 
end  Alwniinum  Corp.  of  Wisconiin 


Selling  Homeowners 

(.Continued  from  Page  118) 

read  about  them,  but  just  reading 
these  articles  will  be  of  little  bene¬ 
fit  to  you.  If  you  want  to  really 
profit  from  them,  you  must  Prac¬ 
tice  the  Methods  Used  by  Success- 
fid  Salesmen.  In  this  w'ay  you  will 
profit  by  the  experience  of  others. 

High  Rewards 

Each  article  in  this  series  will 
cover  one  basic  phase  of  Home  Im¬ 
provement  selling.  Read  each  arti¬ 
cle  several  times,  then  decide  how 
the  teachings  of  the  lesson  can 
apply  to  you  and  the  products  you 
sell.  Write  this  information  down. 
Read  it  every  morning  before  you 
go  to  work.  If  you  do  this  daily, 
you  will  have  mastered  each  sales 
lesson  by  the  time  the  next  lesson 
is  published.  The  methods  used  by 
successful  salesmen  will  soon  be¬ 
come  your  methods  and  will  come 
naturally  to  you.  Before  you  have 
finished  all  the  articles  you  will  be 
surprised  at  the  ease  of  finding  and 
converting  prospects  into  custom¬ 
ers.  You  Will  be  Amazed  at  the 
High  Rewards  of  Selling. 


NCSWDI  Campaign 

(Continued  from  Page  51) 

ent  are  Alcoa,  the  Lumite  Division 
of  Chicopee  Mills,  and  Building 
Specialties  &  Home  Improvement 
Dealer.  Harold  Horowitz,  president 
of  the  Weather-Proof  Co.  was  made 
chairman  of  the  membership  com¬ 
mittee. 

The  Board  of  Directors  of  the  as¬ 
sociation  decided  to  continue  for  a 
limited  time  support  of  the  Better 
Business  Bureau  program  of  im¬ 
proving  selling  and  advertising 
practices  among  dealers.  Support 
was  also  voted  for  a  consumer 
pamphlet  to  be  drawn  up  by  the 
BBB  and  the  association. 

Following  is  the  membership  of 
NCSWDI  committees  for  1953: 

Budget:  A.  J.  Zappone,  Chair¬ 
man,  Keystone  Alloys  Co.;  J.  Lip- 


man,  Warner  Mfg.  Co.;  R.  Agul- 
nick,  Alumatic  Corp.  of  America. 

Statistics:  N.  A.  Blair,  Eagle 
Richer  Co. ;  Fred  Morse,  Chamber¬ 
lin  Co.  of  America;  Don  Rogers, 
Hayes  Wolverine  Corp. 

Membership:  V.  Van  Fleet, Chair¬ 
man,  Security  Sash  &  Screen  Co.; 
W.  R.  Carter,  W.  R.  Carter  Com¬ 
pany;  Paul  Moloney,  The  Moloney 
Company. 

Associate  Membership :  Harold 
Horowitz,  Chairman,  W’eather  - 
Proof  Company ;  Joe  Wolfel,  Amer¬ 
ican  Sash  Company ;  A.  J.  Zappone, 
Keystone  Alloys  Co. 

Publicity  and  Trade  Practice: 
Fred  S.  Day,  Chairman,  F.  C.  Rus¬ 
sell  Company;  J.  Lipman,  Warner 
Mfg.  Corp. ;  Frank  Gorell,  Alum. 
Fab.  Co.  of  Pittsburgh ;  N.  A.  Blair, 
Eagle  Richer  Company;  Hy  Katz, 
Winsulite  Mfg.  Co. ;  Nathan  Brown, 
Diamond  Bldg.  Prod.  Co. 

Washington :  C.  E.  Hunter, 
Chairman,  Hunter  Mfg.  Corp.;  A. 
M.  Douglass,  Ingersoll  Div. — Borg- 
Warner  Corp. ;  A.  J.  Zappone,  Key¬ 
stone  Alloys  Company. 

Technical:  L.  J.  Milone,  Chair¬ 
man,  Eagle  Richer  Company ;  John 
Zappone,  Keystone  Alloys  Co. ; 
Russ  Heflin,  Borg-Warner  Corp.; 
John  Boyd,  Storm  Windows  of  Alu¬ 
minum;  A.  Zitomer,  Alumatic 
Corp.  of  America;  R.  W.  Hadley, 
F.  C.  Russell  Company ;  W.  E.  Pet- 
terson,  Weather-Proof  Company ; 
J.  W.  Trostle,  Alcoa. 

Condensation 

(Continued  from  Page  55) 

To  stop  this  outside  infiltration 
of  summer  heat  (and  noise),  the 
storm  sash  should  be  tightly  closed 
and  the  blinds  or  shades  lowered. 
It  is  a  must  to  insulate  window's  on 
the  south  and  west  side  of  the 
housing  during  the  summer.  Other 
windows  can  be  opened  for  ventila¬ 
tion  or  all  can  be  opened  at  night. 

That  this  method  really  works  is 
evident  from  the  fact  that  dealers 
in  well  known  hot  areas,  such  as 
(Continued  on  Page  122) 
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Always 
Carefully 
Engineered 

•  We're  not  magicians,  witch  doctors  or  miracle  makers. 
Our  windows  will  not  draw  beer  —  make  coffee  or  charcoal 
broil  the  children. 

Somebody  has  to  sell  and  carefully  install  our  windows 
—  and  we  need  good  dealers  and  distributors. 

If  you  need  a  beautifully  engineered,  heavy  3-channel 
window  you'll  be  proud  of,  —  write  us  today  —  we'll  do  our 
darndest  to  keep  you  happy  —  and  one  of  our  men  will  call 
on  you  personally. 


kO, 


ACE  INDUSTRIES  COMPANY 

2908  Glenwood  Avenue 
YOUNGSTOWN,  OHIO 
Plants:  Butler,  Pa.  —  Welland,  Ontario 

ALWAYS  CAREFULLY  ENGINEERED 


6c  Home  Improvement  Dealer 
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Condensation 

{CovtiyuK’d  from  Page  120) 

Cincinnati  and  Washington,  I).  C., 
report  as  large  a  volume  of  busi¬ 
ness  in  spring  and  summer  as  they 
do  in  the  normal  fall  and  winter 
selling  periods. 

Casement  windows,  with  proper 
insulation,  are  l)oth  beautiful  and 
convenient.  The  dealer  who  sells 
casement  storm  sash  .should  con¬ 
sider  him.self  a  .seller  of  year-round 
insulation. 

mu 

Child's  Play 

{Continued  from  Page  52) 

product — “Pre-Kut  Add-A-Pla  Gym 
Sets.” 

It  is  possible  to  di.splay  these 
gym  sets  adequately  with  only  one 
model  .set-up,  with  w'hich  can  be 
demonstrated  the  various  parts 
making  different  combinations  po.s- 
sible.  With  replacement  parts  al¬ 


ways  available  from  the  factory, 
large  stockroom  or  w'arehousing 
areas  are  not  neces.sary. 

To  the  consumer,  especially  the 
growing  family  operating  on  a 
budget,  this  type  of  gym  set  is  an 
economical,  practical  way  to  pro¬ 
vide  their  youngsters  with  health¬ 
ful,  happy  play  scientifically  de¬ 
signed  for  their  development.  Par¬ 
ents  can  start  with  the  exerci.se 
frame  and  perhaps  one  play  unit. 
Then,  one  at  a  time,  they  can  buy 
only  the  play  units  needed.  In  this 
way  they  also  can  renew  their 
children’s  active  enjoyment  of  this 
body-building  equipment  over  a 
long  period  by  adding  their  favorite 
plays  on  birthdays,  Christmas, 
Easter  and  other  special  occasions 
each  year.  In  this  way  their  ex¬ 
penditure  is  cut  down  to  only  a 
few  dollars  a  year,  but  results  in 
an  invaluable  investment  for  play¬ 
ground  fun — safely,  in  their  own 
backyard. 

While  delving  into  the  depart¬ 
ment  store  merchandising  of  gym 


sets  data,  it  was  discovered  that 
these  outlets  promote  and  adver¬ 
tise  these  items  only  from  30  to 
60  days  during  the  year,  mo.stly  in 
the  Spring  and  at  Christmas  time. 
Building  specialties  dealers,  being 
experts  in  selling  so-called  seasonal 
items  all  year  ’round,  have  a  dis¬ 
tinct  advantage  in  applying  their 
methods  to  this  product. 

“Plus”  Sales 

The  firm  that  handles  awnings, 
doors,  roofing,  Venetian  blinds,  jal¬ 
ousies — any  of  the  home  improve¬ 
ment  items — of  a  necessity  visits 
the  prospect’s  home.  Nine  times 
out  of  ten,  the  pro.spect  has  chil¬ 
dren,  grandchildren  or  nieces  and 
nephews.  Here  is  a  golden  oppor¬ 
tunity  of  presenting  the  gym  set 
story  and  adding  another  “plus” 
sale  on  the  same  call. 

Census  reports  reflect  a  phe¬ 
nomenal  increase  in  future  custom¬ 
ers  for  gym  sets.  The  baby  room, 
indicating  a  steady  trend  upward 
{Continued  on  Page  124) 


•  WEATHEUPROOPING 

•  WATERPROOFING 

•  INSULATING 

% 

for  matcliing  and  blending  all  colors  and 
pastels  of  new  asbestos  and  insulating  sidings! 


USE  PARALA5TIC  ON 
YOUR  NEXT  JOB! 
SOLD  BY  LEADING  JOBBERS! 


*Reg.  U.S.  Pat.  Off. 


IT  ISN’T  INSULATED  UNLESS  IT’S  CAULKED 


PARALASTIC  PRODUCTS  CO.  INC. 


BUILDING  SPECIALTIES 

&  Home  Improvement  Dealer 
COVERS  ALL  THE  IMPORTANT  SUBJECTS! 


I 


jE^'. 

By  subscribing  you  assure  yourself 
of  keeping  up-to-date  on  the  follow¬ 
ing:  better  selling  methods,  installa¬ 
tion  techniques,  management  details, 
how  to  sell  particular  specialties,  get¬ 
ting  and  holding  good  salesmen, 
advertising,  new  products,  and  many 
others.  Don't  miss  a  copy.  Send  the 
coupon  today!  Only  $3  a  year. 


BUILDING  SPECIALTIES 

425  Fourth  Avenue,  New  York  16,  N.  Y. 

Please  enter  my  subscription  to  BUILDING 

SPECIALTIES  at  $3.00  for  one  year. 

□  Bill  me  for  this  omotmL 

□  Enclosed  is  a  check  or  money  order. 

My  Nome . 

Position . 

Company . 

Address . 

City . State . 
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The  Vent  Vue  Jalousie  is  the  "World’s  Most 
Versatile  Window”  designed  for  new  construction  or 
replacements  of  old  windows  in  homes,  porches,  buildings 

and  breezeways.  Vent  Vue  combines  functional  design 
^  and  beauty  wdth  lifetime  All-Aluminum  construction. 

This  jalousie  is  the  product  of  yeari  of 

precision  engineering  and  advanced 
manufacturing  "know  how'.” 


K-D  EXCLUSIVE 
INSTALLATION  FEATURES 

The  K-D  (knock  down)  features 
make  a  special  custom  jalousie 
in  a  matter  of  minutes— Assem¬ 
ble  on  the  job  with  only  a  i 
hack  saw,  screw  driver  and  A 
eight  screws.  Reduces 
storage  space  and  cuts  'r'’’ 

shipping  co«t. 


MAIL  THIS  COUPON  TODAY! 


VENT  VUE  CORPORATION 
90  Bsacoin  Blvd.,  Miami,  Florida 

Please  send  complete  information  on  Vent  Vue  Jalousies 
with  descriptive  literature,  prices  and  full  details. 


NAME 


COMPANY 


ADDRESS 


STATE 


exclusive  DISTRIBUTORS 
Pritchard  Point  and  Gloss  Company 
Asheville  Charlotte  Raleigh 


In  South  and  North 
Carolina 


In  New  Jersey  and 
Eastern  Pa. 


HASCO  Jalousie  Div. 
661-67  Frelinghuysen  Ave. 
Newark  5,  New  Jersey 
Telephone:  Bigelow  3-3486>7-8 


&  Home  Improvement  Dealer 
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STORM-SCREEN  DOORS 

KOTA  PRODUCTS,  INC 

Route  25A  ■  Rocky  Point,  N  Y 


{Continued  from  Page  122) 


since  the  war  years,  shows  no  signs 
of  leveling  off,  thus  pointing  to  an 
ever  increasing  demand  for  this 
type  of  product. 

Particularly  significant  are  re¬ 
cent  statistics  compiled  by  the  Met¬ 
ropolitan  Life  Insurance  Company 
and  published  in  the  April  issue  of 
Building  Specialties  Magazine.  “A 
pronounced  shift  in  the  average 
size  of  American  families  from 
‘small’  to  ‘moderate’  has  been  in 
progress  since  1940.  From  1940  to 
1950  the  birth  rate  for  third  chil¬ 
dren  rose  by  77  per  cent,  for  fourth 
children  by  50  per  cent,  and  for 
fifth  children  by  27  per  cent.”  The 
gym  set  that  ‘‘grows  with  your 
youngsters”  has  an  outstanding 
appeal  in  view  of  these  facts. 


txtMTicr 


26  different  style  windows  for 
every  room  ...  for  every  home 


Profits  Go  Up 


(Continued  from  Page  61) 


but  through  the  efforts  of  aggres¬ 
sive  metal  awning  dealers  we  now 
know  that  selling  need  not  be  sea¬ 
sonal  at  all.  In  fact,  late  summer 
and  early  fall  can  be  excellent  for 
sales,  particularly  if  the  product  is 
promoted  by  including  it  in  the 
service  outlined  here. 

The  curious  belief  that  awning 
sales  were  seasonal  was  based  on 
the  limitations  of  the  old-fashioned 
cloth  awning.  These  had  to  be 
taken  down  at  the  end  of  the  sum¬ 
mer  to  prevent  their  deterioration 
during  winter  and  consequently 
the  public  became  accustomed  to 
thinking  of  awnings  as  an  improve¬ 
ment  of  limited  use  and  durability. 

The  metal  awning,  however,  is 
changing  this  view  radicaUy.  Made 
of  aluminum  or  steel  with  a  finish 
of  baked  enamel  that  will  not  rust, 
rot,  or  fade,  the  metal  awning  is  a 
permanent  installation  that  need 
not  be  removed.  In  fact,  it  looks 
quite  as  attractive  in  the  fall  and 
(Continued  on  Page  126) 


Territories  are  now  available  throughout  the  New 
England  states  tor  the  NATIONALLY  ADVERTISED 


^  QuoroDteMby' 
food  Housekeeping 

1.  Make  Prompt  Deliveries  from  Our  Assembly 

2.  Measure  and  Install  Your  Jobs  with  Factory'  / / 

3.  Give  You  More  Selling  Time  and  Increase 

4.  Furnish  Sales  Assistance  and  Promotional  Material. 

it  Solf-Storinq  'k  Tr4>le  Action  k  Trouble-Free 
..  REMEMBER  FOR  THE  RIGHT  COMBINATION  CALL  OR  WRITE 

WINTER  SEAL  CORPORATION  OF  NEW  ENGLAND 

65  CORNWALL  STREET,  BOSTON  30,  MASS. 

Phone:  JAmaica  2-2600 


Extruded  Aluminum  Combination  Storm  Windows 

What  we  can  do  for  vou! 
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S.  J.  Lerine  Predicts  Record 
Year  for  Air  Conditioning 

Predicting  a  record  year  for  the 
air  conditioning  industry,  S.  J.  Le¬ 
vine,  general  manager  of  the  Gen¬ 
eral  Electric  Company’s  home  heat¬ 
ing  and  cooling  department,  es¬ 
timated  recently  that  more  than 
50,000  homes  would  be  equipped 
with  complete  air  conditioning  sys¬ 
tems  this  year. 

He  told  a  meeting  of  G-E  dis¬ 
tributors  here  that  this  would  be 
double  last  year’s  total,  when  about 
25,000  new  and  old  homes  were  air 
conditioned. 

Mr.  Levine  thought  that  about 
30,000  out  of  the  predicted  50,000 
air  conditioned  homes  for  this  year 
will  be  new  dwellings. 

Air  conditioning  as  a  major  fea¬ 
ture  is  catching  on  fast  with  build¬ 
ers,  he  declared.  Those  that  in¬ 
cluded  it  in  their  houses  last  year 
found  it  to  be  a  big  sales  attraction. 

The  G-E  official  reported  that  in 
a  recent  nationwide  survey  of  255 
prominent  builders  by  the  National 
Association  of  Home  Builders,  40 


per  cent  declared  they  were  going 
to  offer  air  conditioned  homes  this 
year. 

Thousands  of  these  homes  will 
be  in  the  low  and  medium  price 
bracket,  Mr.  Levine  added.  He  said 
air  conditioning  was  definitely  out 
of  the  luxury  class. 

More  than  500,000  homes  now 
have  some  form  of  air  conditioning, 
Mr.  Levine  said,  and  he  predicted 
that  within  10  years  the  dollar 
volume  of  residential  air  condition¬ 
ing  sales  would  exceed  commercial 
and  industrial  sales  combined. 

Costs 

The  cost  of  complete  home  cool¬ 
ing  will  vary  with  the  house  and 
climate  but  generally  in  new  con¬ 
struction,  he  said,  one  can  expect 
to  pay  about  $800  to  $1,200  for  air 
conditioning.  ^ 

The  power  costs  also  will  vary 
according  to  location.  For  the  New 
York  area  he  placed  the  cost  of 
summer  cooling  for  a  six  room 
house  at  between  $35  and  $50  a 
year. 


U.  S.  Aluminum  Siding  Signs 
With  Reynolds  Aluminum 

Recently  U.  S.  Aluminum  Siding 
Corporation  signed  a  huge  volume 
long  term  contract  with  Reynolds 
Aluminum  to  guarantee  supply  and 
quality  to  their  dealers  all  over  the 
U.  S.  'fhis  is  another  forward  step 
by  U.  S.  Aluminum  Siding  Corp. 
in  their  progressive  policy  to  lead 
the  field. 

A  young  organization,  they  first 
made  their  impression  in  the  indus¬ 
try  when  they  came  out  with  their 
“deepest  shadowline.’’  And,  to  add 
to  the  complete  modernization  in 
Aluminum  siding,  U.  S.  Aluminum 
now  provides  their  dealers  with  two 
types  of  siding:  the  type  that  uses 
clips  in  application,  and  the  type 
that  interlocks  and  does  away  with 
clips.  The  result  of  all  this  move¬ 
ment  and  keeping  ahead  of  the 
field  is  the  excellent  business  en¬ 
joyed  thru  the  past  year. 

Centrally  located  in  Chicago, 
their  dealers  reap  the  benefit  of 
rapid  delivery  and  cheap  freight 
costs. 


SELL  QUAUTY 


AllUMINUM  A\ 

Manufactured  Exclusivel 


Here's  a  proven  fast-selling  product  embodying 
modern  design  and  utility,  beauty  and  durability. 
A  distinctive  touch  of  charm  and  grace  that 
will  beautify  your  home  as  well  as  offer  YEAR 
'ROUND  PROTECTION! 


1T5  A  REAL  PROFIT  MAKER' 


Why  not  capture  YOUR  share  of  this  growing, 
profitable  market  .  .  .  write  today  for  complete 
literature  and  prices.  Site  how  you  can  cash  in 
on  EXTRA  PROFITS  .  .  . 


COOL  RAY  AWNING  DIVISION 
OF  THE  ROSENBLUM  BROTHERS  COMPANY 
226  S.  Phelps  Street  -  YOUNGSTOWN,  OHIO 
Please  send  information. 


MAIL  THIS  COUPON 

Or  Phone  Riverside  4-4412 


TODAY 


Nome . 

Firm  Nome. 
Address.  .  .  , 
City . 
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Profits  Go  Up 

(Continued  from  Page  124) 

winter  as  it  does  in  the  spring  and 
summer,  and  in  wintertime  pro¬ 
tects  windows  from  snow,  rain, 
sleet  and  ice — thus,  actually,  per¬ 
forming  invaluable  fuctions  all 
year. 

These  facts  should  be  brought 
forcibly  to  the  attention  of  the 
homeowner  even  though,  right 
now  in  your  service  you  are  empha¬ 
sizing  the  metal  awning’s  job  of 
protecting  home  interiors  against 
sunlight  and  excessive  heat.  Once 
your  customer  learns  that  his  met¬ 
al  awnings  don’t  have  to  be  taken 
down  in  the  fall,  he  won’t  have  the 
feeling  that  summer  will  be  over 
by  the  time  the  awnings  arrive. 
However,  quick  delivery  is  impor¬ 
tant.  Your  customer  wants  im¬ 
mediate  relief,  and  your  sales  will 
mount  if  you  can  promise  it  .  .  . 
the  very  next  day  if  possible. 


The  P..e.ted*  ^gai/te>UoJl 

Self-Adjusting  Expander  Section 


and  all  wood  combination  '  j  ' 

.  NoMin.^  ^i.Kha.ic.1^ 

•  Type  B  is  adaptable  to  all  other  : 

dimensions,  that  have  no  exponder  ^ 

and  use  a  rain  cap  on  the  bottom. 

It  is  also  applicable  to  all  wood 

combinotion  doors.  Type  B  Type  A 

^  *  U.  S.  Pat.  N*.  2.6I2.6C4. 

The  self-adjusting  seal  is  internal  and  cannot  be  seen.  It  in  no  way  hampers  the 
free  operation  of  the  door. 

Weatherlock  will  automatically  seal  bottom  of  door  against  wind,  draft,  driving 
rain  or  snow  and  insects;  automatically  compensates  for  off  level  sills.  Over¬ 
comes  sand  and  gravel  deposits  on  sUl  which  cause  doors  to  stick  and  prevent 
them  from  closing.  Overcomes  sticking  doors  due  to  sagging.  Automatically  ad¬ 
justs  itself  to  atmospheric  conditions  overcoming  sticking  doors  or  gaping  clear¬ 
ances.  It  is  possible  to  give  as  much  as  clearance  and  still  maintain  a  good 
seal.  Equip  your  door  with  the  Weatherlock  self-adjusting  expanded  section  and 
eliminate  many  costly  service  calls. 


Write  for  Literature  and  Prices 

WEATHERLOCK  ALUMINUM  PRODS 

107-60  130th  St.,  Richmond  Hill  19,  Queens,  N.  Y. 


Your  Best  Salesman 


GRACEFUL  -  STURDY 

DOOR  GRILLES 

FINEST  WORKMANSHIP 


In  promoting  your  “cooling” 
service,  remember  that  the  weather 
is  your  biggest  and  best  salesman. 
So  go  after  the  market  now.  Dur¬ 
ing  these  last  months  of  summer 
people  everywhere  have  become 
ennervated  by  the  heat.  They  want 
relief — but  they  want  it  in  a  hurry. 
So  take  advantage  of  this  tendency ; 
work  with  the  weather. 


HEAT  TREATED 


ALUMINUM  EXTRUSIONS 
with 

EXTRA  HEAVY  BARS 


Commercial  Market 


It  is  also  wise  to  make  a  play 
for  the  commercial  market  in  your 
service.  People  spend  only  part  of 
their  time  at  home ;  they  also  want 
to  work  and  shop  in  places  that 
are  well  ventilated  and  cool.  Don’t 
neglect  this  craving  as  you  go 
after  prospects.  To  help  with  your 
direct  mail  and  canvassing  in  the 
commercial  market,  here  is  a  basic 
list  of  the  type  of  establishments 
which  are  proven  good  users  of 
ventilating,  air  conditioning  and 
other  kinds  of  cooling  equipment 
and  products. 


Reflectorixed  Aluminum 


Ask  for  Special  Prices 


Immediofe  Delivery 


JASON  ALUMINUM  SPECIALTIES 
COMPANY — 115  Market  Street 
Youngstown,  Ohio 


Please  send  us  information  and 
price  list. 

□  Dealer  □  Distributor  □  Mlg.  Rep. 


Address 


Fully  Guoronteed 
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Restaurants 
Drug  stores 
Hospitals 
Photo  studios 
Cafeterias 
Printing  shops 
Funeral  homes 
Offices 

Billiard  parlors 
Bowling  alleys 
Lodge  halls 
Delicatessens 
Cigar  stores 
Automobile  dealers 
Garages 

Auto  paint  shops 
Public  buildings 
Schools 
Banks 

Beauty  parlors 
Barber  shops 
Taverns 
Theatres 

Doctors’  and  dentists’  offices 

Supermarkets 

Groceries 

Laundries 

Bakeries 


Monarch  Open  House 

{Continued  from  Page  56) 

present  site  at  110-120  East  115th 
St.,  June  1st,  1953.  Harold  Simpson 
and  Fred  Rosenstein,  owners  of 
Monarch  Products  Corp.,  stress 
fast  service  and  quality  products 
as  most  important  to  success  in  the 
storm  window  business. 

“We  are  exclusive  wholesalers,’’ 
said  Fred  Rosenstein  at  the  Open 
House  Party.  “All  of  our  efforts  are 
aimed  to  help  our  dealers  sell  more 
and  more  of  our  products.  This  we 
can  do  by  cooperating  in  their  pro¬ 
motional  work,  helping  them  train 
bigger  and  better  sales  organiza¬ 
tions,  and  most  important  giving 
the  dealers  prompt  delivery.’’ 

Harold  Simpson,  responsible  for 
production,  said  that  Monarch 
selected  Stormaster  products  for 
two  main  reasons.  “First  of  all  we 
believe  Stormaster  Triple  Track 
Windows  the  most  outstanding  in 
beauty  of  design  and  ease  of  opera¬ 


tion.  Secondly,  the  immense  re¬ 
sources  behind  Storm  Sash,  Inc. 
will  assure  us  a  continuous  flow  of 
material  so  necessary  to  give 
prompt  service  to  our  dealers.’’ 

Dave  Strutin,  sales  manager  of 
Storm  Sash,  Inc.  from  Girard, 
Ohio  remarked  that  the  increased 
facilities  in  the  new  Monarch  plant 
will  give  Illinois  dealers  the  fastest 
Stormaster  service  in  the  country. 


B.  S.  Reporter 

{Continued  from  Page  56) 

The  General  Office  of  the  Com¬ 
pany  will  be  housed  in  a  new  office 
building  adjacent  to  this  new  plant. 
The  office  will  be  of  an  unusual  de¬ 
sign — the  office  will  be  located  on 
one  floor  and  be  of  ranch-type  con¬ 
struction,  built  in  a  “U’’  shape  with 
a  large  patio  in  the  center.  A  cafe¬ 
teria  and  complete  employee  recre¬ 
ational  facilities  will  be  part  of  the 
{Continued  on  Page  128) 


...for  building  specialty  dealers! 


Top  off  your  business  with  the  new  Winsulite  A-9  Three  Track 
Storm  Window,  the  cream  of  them  all — the  line  with  more  sales- 
potential  and  profit  advantages  than  any  other  storm  window  on 
the  market  today!  You’ll  be  backed  100  per  cent  by  WINSULITE’S 
alert  dealer  aid  program.  Write  for  complete  details. 


SPECIAL  DISCOUNT-INCENTIVE  PLAN  FOR  NEW  DEALERS! 


to  assemble  KD  units! 


Wifianlite  Mfx.  Co.  I 

721  N,  Central  Avenue,  Dept.  B.  S.  | 

Baltimore  2,  Maryland  ■ 

Gentlemen :  i 

1*11  liaten  to  your  new  dealer  diveount-  . 

incentive  plan.  Send  me  details.  * 

Name  . ■ 

Address  . I 

I  City .  State .  j 

Winsulite  Mf|.  Cc.,  Balte.  2,  Md.  Eastern  7-6867 
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B.  S.  Reporter 

{Continued  from  Page  127) 


program.  A  new  research  labora¬ 
tory  and  experimental  department 
will  also  be  incorporated  in  these 
new  facilities.  i 


Artist's  drowing  of  the  projected  new  plant 
of  Air  Control  Products,  Inc.,  in  Cooperville. 
Mich. 


The  Company  will  install  what 
is  probably  the  largest  perimeter 
heating  system  ever  to  be  installed. 
The  entire  office  will  be  heated 
with  forced  warm  air,  using  peri¬ 
meter-type  air  distribution.  This 
installation  will  be  used  as  a  basis 
for  research  in  the  field  of  the  ap¬ 
plication  of  perimeter  heating  to 
large  installations.  The  heat  loss  of 
the  office  is  estimated  at  800,000 
BTU  per  hour. 

Mr.  Robert  L.  Leigh,  President, 
stated  that  the  ever-increasing  de¬ 
mand  for  their  line  of  Air  Control 
Registers,  Grilles,  and  Diffusers, 
together  with  the  popularity  of  the 
Leigh  Line  of  Building  Products, 
has  made  this  expansion  move 
necessary.  He  stated  that  the  new 
facilities  would  be  the  most  mod¬ 
ern  obtainable  and  would  add  suffi¬ 
ciently  to  their  present  facilities 
to  enable  them  to  give  their  cus¬ 
tomers  the  best  of  service. 


Treleven  Appointed  By 
FHA  in  Grcmd  Rapids 

Walter  L.  Greene,  Commissioner 
of  the  Federal  Housing  Adminis¬ 
tration,  announced  the  appoint¬ 
ment  of  Daniel  H.  Treleven  to  be 
Director  of  the  FHA  Grand  Rapids, 
Michigan  Insuring  Office. 


this 

sword 

means 

Cancer 

EDUCATION 


Words  of  truth  and  hope 
from  the  American  Cancer 
Society  save  many  lives  each 
year  from  cancer . . .  could  save 
thousands  more. 

Under  the  sign  of  the  cancer 
sword  you  and  your  neighbors 
can  learn  vital  facts  .  .  .  your 
physician  can  secure  informa* 
tion  on  diagnosis  and  treatment. 
Cancer  Strikes  One  in  Five. 
Your  Dollars  Strike  Back. 

Mail  Your  Gift  to  “Cancer'* 
Care  of  Your  Local  Postoffice 

AMERICAN 
CANCER  SOCIETY 


GLAMOUR 

FOR 

DOORS 


GOLDEN  PROFITS 

FOR  YOU 

Sell  your  customers  these  profitable 
and  attractive  Scroll-Efts  easily 
installed  on  METAL  or  WOOD 
SCREEN  DOORS  or  COMBINA¬ 
TIONS.  Finished  in  GLEAMING 
WHITE  enamel  or  SEMI-POLISHED 
ALUMINUM  .  .  .  packaged  com¬ 
plete  in  sets  with  mounting  screws. 
Wonderful  as  door-openers  —  lead 
to  sales  of  new  doors.  Sell  them 
with  every  door  and  add  to  your 
volume  and  profits. 

Write  for  Bulletin 
and  trade  discounts 


IBeaux  Srt  (Crafts 


No.  2 


No.  122 


with  one  CoMpression 
Spring  and  S  Hook 


with  two  Springs 


Ask  your  jobber  for  prices 
and  samples  or  contact  us  directly. 


LIBERTY  HARDWARE  MFG.  CORP. 

Mfrs.  of  Window  Builders’  t  Cabinet  Hardware 
44-39  Purvis  St.,  Long  Island  City,  N.  Y. 
STillwell  4-5940 


Y'/A/A 


YY 
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As  an  expert  in  life  insurance 
underwriting,  consultant  on  mort¬ 
gage  lending  and  property  man¬ 
agement,  Mr.  Trdevea  has  been 
associated  with  a  national  insur¬ 
ance  company  since  1925  with  offi¬ 
ces  in  Grand  Rapids. 

During  World  War  II  Mr.  Tre- 
leven  served  as  a  Lieutenant 
Colonel  in  the  Army.  During  his 
military  service  Colonel  Treleven 
was  Area  Commander  responsible  I 
for  the  security  of  all  factories  sup-  i 
plying  materials  to  the  military  ; 
forces,  as  well  as  having  general  j 
supervision  of  all  prisoner-of-war  | 
camps  in  Wisconsin  and  the  upper  ! 
part  of  Michigan. 

The  new  Director  will  replace  ' 
Eugene  Beatty  who  has  been  Act¬ 
ing  Director  since  the  first  of  Feb¬ 
ruary.  Mr.  Beatty  will  return  to  his 
position  in  Washington  as  Assis-  ! 
tant  Regional  Director,  Region  I.  | 

I 

*  *  * 

Rafferty  Appointed  By 
Viking  Air  Conditioning  Co. 

President  Marion  I.  Levy  of  Vik¬ 
ing  Air  Conditioning  Corporation 
recently  announced  the  appoint¬ 
ment  of  James  S.  Rafferty  to  the 
position  of  Plant  Manager  for  the 
Cleveland  (O.)  makers  of  fans, 
blowers,  humidifiers,  dehumidifiers  j 
and  air-conditioners. 

Rafferty  was  formerly  Projects  i 
and  Methods  Supei*visor  for  the 
Tinnerman  Products  Company  of  | 
Cleveland.  In  1951,.  he  drew  na-  I 
tional  attention  from  industrial  j 
men  for  supervising  the  transfer  I 
of  the  Tinnerman  plant  to  a  new  ^ 
location  without  loss  of  production  i 
time. 

i|i  :|E  *  j 

Alsynite  Appoints 
Colburn  for  S.  Calif. 

A  sales  representative  to  serve  ^ 
Southern  California  and  Arizona 
has  been  appointed  by  the  Alsynite  | 
Company  of  America.  Donald  Col-  j 
burn  was  named  to  the  position  by  j 
W.  D.  O’Moitow,  sales  manager  of 
the  San  Diego  manufacturer  of 
plastic  building  panels.  | 

(Continued  on  Page  130)  | 


YOU  CAN  CUSTOM  FIT 
ANY  SIZE  WINDOWS 


NO  DELAYSI 


Get  details  of  this  ideal 
full-scale  or  supplemental  money-making 
dealership.  Write,  wire  or  phone  now! 


nnrsnn  nrav/THN  ^  /  T 

V::^U>JU  U  LjLHAtJ,  jjroducls,  Inc. 

i 


1000  WEST  KANSAS 


McPMERSON  KANSAS  P  l-l  O  N  E 


Exclusive  territories  available  for  aluminum  self¬ 
storing  combination  storm  windows  and  screens  which 
can  be  fabricated  in  your  shop  with  small  investment. 


For  immediole  dotivery.  Write  for  more  information. 
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DA-LYTE 

FIBERGLASS  awnings  & 

DOOR  CANOPIES 


S  HOW 


4  t  SNf  41  1 

RUBBERS,  PLASTICS  COMPANY 


B.S.  Reporter 

{Continued  from  Page  129) 

Colburn,  who  was  formeriy  as¬ 
sociated  with  Owens-Corning  Fib- 
erglas  CoiT)oration  in  an  executive 
sales  capacity,  will  now  function 
as  district  manager  of  the  expand¬ 
ing  Alsynite  sales  program  in 
Southern  California  and  Arizona. 
His  office  is  in  the  Guaranty  Build¬ 
ing,  6331  Hollywood  Boulevard, 
Hollywood.  This  further  addition 
to  the  Alsynite  sales  staff  “has 
been  found  necessary  because  of 
the  new  and  aggressive  sales  pro¬ 
gram  recently  launched  in  conjunc¬ 
tion  with  our  extensive  advertising 
and  publicity,”  O’Morrow  said. 


FIBERGLAS 

DOOR 

CANOPY 

40"  X  36"  SIZE 
9  COLOR  I 
Combinations  . 
CUSTOM-MADE 
Foetoty  To  You 


★  WIND  TIGHT  ★RAIN  TIGHT 
★  DUST  TIGHT 

STORM  WINDOWS 

USE 

CCNNEAUT’X 

*  CLOSE  TOLERANCE'^ 


-k  BIG  PROFIT  FRANCHISE 

WOHTH  HUNDREDS  OF  DOLLARS  if  you  c«o  qualify  1 
SHATTERPROOF  DA*LTTK  Permanent  Flberglas  Door 
Canopies  and  Awnings  *‘$all  Lika  Cruyl*’  Llfe-TliDe  Beau> 
lyl  All-Season-UtiUtyi  Harmonlalng  Translucent  Colors 
admit  aoft.  mellow  Light,  Shade  Sun  and  Shelter  Weather 
to  Improve  and  brighten  homes,  stores,  etc.  HURRY!  MAIL 
COUPON  NOW  for  Qualification  Form. 


A.  G.  Gitter  To  Represent 
Duol-Vent  in  N.  Y.  Area 

A.  George  Gitter  will  represent 
Dual- Vent,  manufacturers  of  alu¬ 
minum  awnings,  combination  win¬ 
dows  and  doors,  Huntsville,  Ala¬ 
bama,  in  the  New  York  area,  ac¬ 
cording  to  an  announcement  by 
Sam  Lieberman,  president  of  the 
company. 


MAIL  ME  OA-LYTE 
DEALER  DATA  I 


NAME  . 

STREET  . 

CITY . 

DA-LYTE  AWNING  CO. 

63S  SISLEY  STREET 


.  STATE . 

Tho  Original 

HAMMOND,  INO. 


Aluminum  Combination 
DOOR 


V>ONNEAUT  specializes  in 
vinyl  extrusions  for  the  storm 
and  casement  window  indus¬ 
try.  Whether  you  make 
aluminum,  steel,  or  wooden 
windows, Conneaut’s  engineers 
and  compounders  are  fully 
qualified  to  design  and  develop 
vinyl  spline,  channel,  or  strip¬ 
ping  to  make  your  window  a 
better  window.  Its  modern 
plant  is  geared  to  the  efficient 
production  of  quality  extru¬ 
sions  ...  to  close  specifications 
and  exact  schedules. 

Write,  today,  for  more 
information. 


Tho  Noico  Combination  Door  ii  tho  Aristo¬ 
crat  of  the  aluminum  storm  door  industry. 

We  offer  the  finest  quality  materials  and 

the  best  workmanship. 

1.  Doors  are  constructed  of  63ST5  heavy 
extruded  aluminum. 

2.  Has  internal  adjustable  bottom  ex¬ 
pander. 

3.  Watertight  construction  in  heavy  kick 
plate. 

4.  Neat,  well-fitting,  ‘T*  bar  frame. 

5.  Easy,  quick  change  from  glass  ta  screen. 

6.  Top  grade  hardware. 


A.  G.  Gitter 


Mr.  Gitter’s  territory  includes 
New  York,  New  Jersey,  and  Con¬ 
necticut.  He  is  a  graduate  of  the 
University  of  Virginia.  Mr.  Gitter 
will  make  his  headquarters  at  250 
76th  Street,  Brooklyn,  N.  Y. 


M.iny  dooUrships  still  opon. 
Send  for  literaturo  and  prices. 


Republic  Steel  Kitchens 
Appoints  Erskine-Healy 

The  rapidly  expanding  Kepublic 
Steel  Kitchens  sales  organization 
in  Canton  (Ohio)  today  announced 
appointment  of  Erskine  -  Healy, 
Inc.,  of  Rochester,  New  York,  as  a 
distributor. 


- K.  D. - 

or  Fully  Assembled 


Immediate  Delivery  * 


Leefonio,  Ohio 
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Erskine-Healy,  which  handles 
the  products  of  about  50  different 
manufacturers,  will  establish  Re¬ 
public  Steel  Kitchens  dealerships 
in  nine  counties  centering  about 
Rochester,  Elmira  and  Coming, 
New  York. 

A  specialized  sales  force  of  six 
persons  was  assigned  to  the  Re¬ 
public  Steel  Kitchens  line  by  Ray¬ 
mond  F.  Healy,  treasurer  and  a 
partner  in  the  distributing  firm. 
William  C.  Evans  was  named  man¬ 
ager  of  the  newly  created  steel 
kitchen  sales  group. 

To  introduce  the  newest  of  these 
products — Republic  Steel  Kitchens 
— Erskine-Healy  recently  conduc¬ 
ted  an  open  house  at  its  showrooms 
at  420  St.  Paul  Street  in  Rochester. 

«  *  * 

Allied  Metals,  Inc. 

Acquires  New  Plant 

Ted  Smalley,  Gen.  Manager  of 
Allied  Metals,  Inc.,  of  New  London, 
Conn.,  has  announced  the  acquisi¬ 
tion  of  a  new  plant,  located  at  10- 
12-14  Hamilton  Street,  that  city. 
The  new  plant,  with  a  total  of 
20,000  square  feet  of  space,  is  now 
in  operation,  and  is  an  addition  to 
the  plant  at  77  Hamilton  Street, 
with  another  10,000  square  feet 
of  manufacturing  space  there. 
Both  plants  make  aluminum  com¬ 
bination  windows. 

{Continued  on  Page  145) 

*  *  * 

New  Products 

{Continued  from  Page  68) 

Feldmont  Products  Introduces 
New  "MKracle  Hinge" 

A  new  all-weather,  case  hard¬ 
ened  ball  bearing  window  and  door 
hinge  has  just  been  introduced  by 
Feldmont  Products,  Monticello,  N. 
Y.  Incorporating  both  “click-stop” 
positions,  it  completely  revolution¬ 
izes  and  simplifies  both  door  and 
casement  window'  ventilation  con¬ 
trol.  The  new  hinge  completely 
eliminates  thumb  screw,  crank, 
gear  and  friction  devices  w’hile  still 
allowing  ventilation  at  position 

{Continued  on  Page  132) 
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At  these  exclusive  CORBEN 
features,  designed  for 
sure -selling,  profit -getting 
results! 


•ALL  EXTRUDED 
CONSTRUCTION 

•  EASY  TO  INSTALL 
AND  OPERATE 

•  COMPLETE  STOCK  ON 
HAND 

•  IMMEDIATE  DELIVERY 


SECURE  A  DISTRIBUTORSHIP 
DIRECT  FROM  MANUFACTURER 


NOTICE:  to  all  Storm  Window  Dealers 


CORBEN 


ALL. ALUMINUM 
OUTSIDE  CASEMENT 
STORM  WINDOWS  I 


ACT  NOW! 

•  The  most  envied  franchise 
in  America,  exclusive  for 
your  area. 

•  More  profits  to  you. 

•  No  middleman. 


Distributorships 


ore  available 
for  our  entire 
line — Casement 
Windows,  Ano¬ 
dized  Double- 
Hung  Windows, 
and  Anodized 
Doors. 


WRITE,  WIRE,  OR  PHONE  NOW! 

BEN  CORSON 

1228  BELMONT  AVE. 

PHILA.  4,  PA.  •  PHONE:  GReenwood  7-9500 
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Extruded  or 
Roll  Formed? 


WERNER  CAN  PRODUCE  IT 

and  HedtTreat-too 

ii  T4~T6  Tempers 


IN 

!  VOlttME 

TO 

FIECIStON 

WITH 

1  SERVICE 

Huru's  enu  tourcu  for 

your  uxtrudud  or  roll 

formed  roquirements  that  will  back  you  up  with 
all  the  Mrvico  you  n««d.  Over  100,000  feet  of 
floor  area  ...  30  years  of  experience  and 
millions  of  feet  of  custom  extruded  and  roll 
formed  sections  moke  Werner  a  reliable,  re» 
sourceful  ond  skilled  supplier. 

Secondary  operations  also  available  .  .  . 
Anodizing,  Cutting,  Punching,  Bending,  Weld* 
ing.  Polishing,  Assembly. 


Here  ere  a  few  of  the  many  products 
on  which  Werner  shapes  are  used... 


1  Anciwcai 

nuuua*. 

_  cvAimwA* 
fiMNaaMAm 

!  PMnitn 

nuanAMO 

1  STOMOOOIt 

•mn 

ANOWmOOWt 

fuaaneooa 

tAHWAY 

COACMf 

FUaMItM 

j  NMOWAM 

AMKaan 

AmiAMOf 

Whotever  your  product  or  your  problem,  coll 
Werner— soles  representatives  ore  located  in  all 
principol  cities  —  or  WRITE  for  focilities  folder 
today.  R.  D.  Werner  Ceoipany,  Inc.,  Dept.  FFI>1, 
295  Fifth  Avenue,  New  Yerit  1*,  New  Turk. 
Factories:  Greenville,  Pa.i  Oshowo,  Ontario,  Con. 


New  Products 

{Continued  from  Page  131) 

user  desires.  Installation  is  simple ! 
No  special  skill  or  tools  are  neces¬ 
sary.  Each  hinge  is  furnished  with 
:  either  cadium  plated  steel  or  alu- 
I  minum  screws. 

,  The  new  “Miracle  Hinge”  has 
!  been  subjected  to  extensive  tests 
!  simulating  actual  use  by  an  inde¬ 
pendent  testing  laboratory.  After 
90,000  complete  revolutions  (more 
!  than  a  lifetime  of  use)  the  “Mir- 
j  acle  Hinge”  showed  only  .004  in 
!  wear!  Further  rigid  testing  dis- 
I  closed  that  the  hinge  could  be  em¬ 
ployed  on  doors,  both  primary  and 
storm,  up  to  70  lbs. 

Mr.  Feldberg  states  that  “be¬ 
cause  of  its  simplicity  and  econ¬ 
omy,  architects,  builders,  contrac¬ 
tors,  prime  and  specialty  window 
and  door  manufacturers  have 
hailed  the  new  hinge. 

*  *  * 

I  New  Drill  Has 
I  Its  Own  Light 

I  For  the  first  time,  you  can  drill 
j  a  hole  in  those  dark,  inaccessible, 

I  hard-to-reach  areas  without  hav- 
j  ing  the  bother  and  inconvenience 
1  of  an  extension  cord  and  lamp. 


i  That  is  the  claim  of  the  manufac- 
j  turer — Fairchild  Industries,  Divis- 
:  ion  of  Fairchild  Camera  &  Instru- 
I  ment  Corporation,  Burlington,  Ver- 
i  mont,  for  their  new  Vi”:  standard 
j  duty,  portable  electric  drill. 

I  The  “Work-Lite”,  this  drill’s 
I  brand  name,  weighs  only  three 
pounds,  is  equipped  with  a  Jacobs 
geared  chuck,  a  Cutler-Hammer 
trigger  lock  type  switch,  bright 
aluminum  die  cast  housing,  ball 


WANTED 

MANUFACTURERS  OR 

SALES  REPRESENTATIVES 

for  all  parts  of  the  country 

•  New  England 
{  •  South 

•  Mountain  States 
•  Middle  Atlantic 
•  Midwest 
•  Far  West 

TO  SET  UP  K.D.  DISTRIBUTORS  ON 
A  TOP  QUALITY  ALUMINUM  COM- 
j  BINATION  STORM  AND  SCREEN 
j  WINDOW 

I  Wr/te  Full  Particulars 

BOX  422 

BUKDING  SPECIALTIES 

425  FOURTH  AVENUE 
NEW  YORK  16,  N.  Y. 


DISTRIBUTORS 

DEALERS 

Don’t  pass  up  profitable  custom 
built  screen  jobs.  Let  us  solve  your 
screen  problems.  We  specialize  in 
the  manufacture  of  Custom-Built 
Tubular  or  Extruded  Aluminum 
Screens,  making  it  possible  for  you 
to  furnish  screens  regardless  of 
unusual  conditions. 


"TC  1  j 

3 

Example:  Extruded  Alum.  Wicket 
Screens  for  Pre-war  Simplex  Case¬ 
ments,  Projected  Sash,  etc. 

STER  WINDOW  PRODUen  CO. 

550  NASSAU  ROAD 

ROOSEVELT,  L.  I.,  N.  Y. 
FRccporf  9-3401 
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thrust  and  armature  spindle  ball 
bearings,  has  a  no  load  speed  of 
2100  r.p.m.  and  a  full  load  speed 
of  1,000  r.p.m.  It  has  a  universal 
type  motor,  rated  at  2.0  amps. 

This  tool  is  designed  to  retail  for 
$27.95  with  a  slightly  higher  price 
west  of  Denver. 

Fairchaild  Industries,  Dept.  BS, 
Burlington,  Vt. 

*  *  * 

S  &  W  Moulding  Co.  Offers 
New  Comer  Board  to  Dealers 

The  S  &  W  Moulding  Co.,  Colum¬ 
bus,  Ohio,  offers  flooring  dealers  a 
new  “silent  salesman"  to  help  sell 
Miraplas  wall  iile  at  point-of-pur¬ 
chase. 


This  new  selling  tool  is  a  comer 
board,  with  choice  of  one-color  plas¬ 
tic  tile  or  contrasting  field  tiles  and 
trims.  Each  carries  the  Miraplas 
identification  sign,  bearing  the 
Good  Housekeeping  Seal  of  Ap¬ 
proval. 

More  and  more,  the  emphasis  in 
tile  selling  is  the  “custom  look". 
The  prospect,  walking  into  a  store, 
wants  to  see  what  the  tile  looks 
like  on  a  wall.  The  corner  board 
shows  how  the  tile  will  look  when 
it’s  installed.  From  the  standpoint 
of  the  dealer,  this  is  a  far  more 
convincing  display  than  individual 
pieces  of  plastic  wall  tile. 

A  special  promotion  on  these 
new  corner  boards  is  being  con¬ 
ducted.  Check  with  your  nearest 
Miraplas  distributor,  or  write  the 
S  &  W  Moulding  Company,  Dept. 
BS,  990  Parsons  Avenue,  Columbus 
6,  Ohio. 


Simple,  Sure 
Installation! 

Will  not  Crack,  bleach, 
or  crumble! 


•  Guaranteed! 


Write 

Wire 

E.  A.  Ross  ^ 


You  can  sell  transformation  magic  at  an  attrac* 
live  consumer  price  and  make  real  money ! 
Look  around  you  now  ...  at  the  homes  that 
can  he  made  better,  more  beautiful,  more 
valuable  than  new  —  and  you'll  be  lookini;  at 
a  great  NEW  source  of  ready  profit  for  you. 
Learn  about  our  unique  NO-RISK  plan  today ! 

Among  MEADOWSTONE’S  Unique  Features: 

*  Natural  rock-hewn  face 

*  Stone  up  to  20"  long 

*  Live  steam  cured 

*  We  train  your  applicators 

ACT  FAST!  ACT  NOW! 


MiLAiiOWST  Omi,  Inc. 

The  Original  Live-Steam  Cured  Cast  Stone 

2-4  ATHERTON  STREET  YONKERS,  N.  Y. 
r  YONKERS  8-3377 


Allied  Metals  Has  New 
3-Slide  Combination 

With  the  opening  of  its  new 
plant.  Allied  Metals,  Inc.  announces 
the  availability  of  its  new  triple¬ 
slide  aluminum  combination  win¬ 
dow,  the  “Allied”.  The  “Allied”, 
which  has  been  over  a  year  in  the 
designing  and  developing  stages, 
is  an  entirely  new  concept  in 
“triple”  combination  windows.  De¬ 
signed  of  extra  heavy  extruded 
aluminum,  the  “Allied”  has  no 


tracks  to  remove,  or  springs  to 
press  against  on  the  sides,  for  in¬ 
sert  removal.  It  is  free  of  compli¬ 
cated  gad  jets  ...  is  neat  and  trim 
in  appearance,  and  is  very  easy  to 
install. 

In  addition  to  the  “Allied  Triple- 
Slide  Combination  Window,  the 
company  has  expanded  production 
of  both  the  “Berkeley”  and  “Sen¬ 
tinel”  Combination  Windows.  Both 
these  latter  windows  are  self-stor¬ 
ing  aluminum  combination  win- 
{Continued  on  Page  134) 
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{Continued  from  Page  133) 

dows,  designed  primarily  for  the 
New  England  market,  whereby 
they  mount  flush  on  the  window 
casing  without  any  projection. 
When  mounted  on  “Western” 
frames,  they  are  installed  on  the 


_  _  J _ 


-  9 - XT'  I - 


■■■■■■■■■■■■■■■■  for  simple 
low  cost  fabrication 


It’s  the  new 
Precision  Built  »» 

Atlas  Rolled  |  U Alir  frMI 
•Aluminum  Screen  I™"* 

I  samples 

Spline,  and  Solid  I  TAIIJIVI 
One-piece  Inserts!  n  lUIIIII! 


CAT. 

1004 


CAT. 

183  J|rx  15/16“ 


I  •  FREE  SAMPLES 

CAT.MO^'^^ss^W  I  INFORMATION  UPON 
170  7/16“x3r‘^'-*-^  I  request.  PLEASE 
*50  N36  AiUMINUM  *  STATE  QUANTITIES 
usio  txaustvitr  |  and  lengths 

W  DESIRED.  NO  ORDER 
H  LARGE- 

II  I  I  f|  ^  TOO  SMALL. 
U  I  I  IMMEDIATE  DELIVERY 

Imi  lKiril#F.O.B.OURMILL. 

ENGINEERING  COMPANY 

5100  NORTHWEST  37th  AVB^UE 
MIAAAI  •  FLORIDA 


tace  01  the  blind  stops,  providing 
a  fully  recessed  window. 

Dealer  and  distributor  inquiries 
should  be  addressed  to  Ted 
Smalley,  Gen.  Mgr.,  Dept.  BS,  14 
Hamilton  Street,  New  London, 
Conn. 

*  4i  * 

New  Barbecue  Unit 

Modem  design  is  even  the  watch 
word  in  the  good  ol’  fashioned  bar¬ 
becue  pit.  A  new  barbecue  fireplace 
unit  by  The  Majestic  Company, 
Inc.,  of  Huntington,  Indiana,  is  de¬ 
signed  especially  to  meet  the  rising 
demand  for  charcoal  cooking  units 
in  ranch  type  kitche;  s  and  patios. 


With  a  short  front-to-back  depth 
of  only  15Vi  inches,  the  unit,  de¬ 
signated  as  Model  OF-38-S,  permits 
installations  in  kitchens  without 
projecting  far  out  into  the  room. 
The  unit  has  a  large  grill — 151/4"  x 
261/4". 

The  “turn  about”  design  of  the 
unit  lends  itself  to  attractive  de¬ 
signs  for  both  insides  and  patio 
cook  units.  Two  doors  with  adjust¬ 
able  draft  control  in  the  broad 
front  provide  access  to  the  firebox 
and  ashpit.  The  two-piece  top  is  of 
bar  type  design.  The  bottom  bar 
grates  are  adjustable  in  height  for 
the  use  of  either  charcoal  or  wood 
fuel. 

The  unit  may  easily  be  equipped 
with  a  spit  which  runs  across  the 


Heavy  Duty  Combination 

STORM  WINDOW 


TRIPLE 

YOUR  PROFITS! 

Our  axtrudad  S-trock*  window  pormiti 
you  a  wid*  profit  margin  and  hot  uniquo 
footuroi  of  doiign  that  appoal  to  dooUr, 
taloiman,  cuitomor  and  inttallor. 

•  FULLY  ASSEMBLED  OR  KDI 

•  AVAILABLE:  2-PANEL  DOOR! 

WritR,  Win  or  Phone 
Today  for  M 
inhmatha! 

*fat«nt»  Ponding 


THE  LITTLE-BEAVER  MFG.  CO. 
1513  Ashland  Avenue,  Dept  B.S. 
Baltimore  5,  Md  EAstern  7-4200 


iVf^YOUR  PROFIT  MARGirTI 
I^^AND  MARKET  IS  I 


WHEN  ESBs  I 

YOU  SELL  ■ 

combination  I  1^^^^  I 

ROUND  TOP  I  I 

DOORS  &  B 
WINDOWS  IhhihiM 

CASH  IN  ON  AN  | 

UNTAPPED  MARKET  > 

OF  HUNDREDS  OF  | 

HOMEOWNERS  IN  | 

YOUR  COMMUNITY!  ■ 

EASY  INSTAllATION— It  has  been  proven  that  I 
Round  Top  Doors  ere  eosier  to  install  than  ■ 
Square  Top  Doors.  I 

NO  COSTLY  INVENTORY-Prompt  I  to  2  week  m 
delivery  eliminotes  need  for  dealer  to  carry  I 
stock.  ■ 

GUARANTEED  SATISFACTION-Curvolum  Alu-  I 
minum  Combination  Products  ore  custom  built  ■ 
with  the  highest  quality  stondords  in  materials  R 
and  construction.  I 

NEWSPAPEI  MATS  t  WINDOW  STREAMERS  ipaP  riRMSt  I 

Write  for  complete  "Profit  Picture"  and  infer-  _ 
motion  on  closed  dealer  territories.  I 


motion  on  closed  dealer  territories. 

^  Hewlett,  L.  I.,  N.  Y. 
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len^h  of  the  grill.  Other  accessor-  | 
ies  are  also  available.  ' 

Majestic  Co.,  Dept.  BS,  Hunting-  j 
ton,  Ind.  I 

«  *  >|i  ! 

New  Insulated  Metal 
Wall  Panel 

A  new  Insulated  Metal  Wall  I 
Panel  designed  for  economical  cur-  s 
tain  wall  construction  is  now  being 
produced  by  the  Steelcraft  Manu¬ 
facturing  Company,  Rossmoyne, 
Ohio. 


Steelcraft  Insulated  Metal  Wall 
Panels  are  used  in  all  types  of  com¬ 
mercial  and  industrial  buildings 
and  are  particularly  desirable  for 
use  in  Steam  Plants,  Power  Houses,  | 
Factories,  Schools,  Auditoriums,  ! 
and  other  buildings  where  high  : 
unbroken  wall  areas  are  common. 

These  light-weight  panels  are 
available  in  galvanized  or  painted 
steel,  aluminum  or  stainless,  flush  | 
or  fluted.  They  are  completely  fac-  j 
tory  assembled — including  a  core  i 
of  fibre-glass  insulation — ready  for  I 
fast  field  erection.  The  over-all  “U” 
factor  is  superior  to  conventional 
masonry  wall  construction,  per¬ 
mitting  further  economies  in  build¬ 
ing  frame  and  support  structure. 

*  *  * 

Aluminum  Safety  Shoe 
For  Metal  Ladders 

Aluminum  Ladder  Company, 
Worthington,  Pa.,  has  announced 
the  new  Alco-Lite  all-aluminum 
safety  shoe  for  straight  and  ex¬ 
tension  ladders.  The  Alco-Lite 
safety  shoe  is  of  cast  aluminum  and 
{Continued  on  Page  137) 


•  NO  INVeSTMBNT 
IN  EQUIPMENT 

•  BRUSH  APPLICATOR 

•  EXCEPTIONAL 
PROFIT  STRUCTURE 


DEWATEX  NFG.  CORP. 

424  W.  42nd  Street 
New  York  36.  N.  Y. 

LO  3-6527 


Your  customers  will  be  grateful  to  you  for  mak¬ 
ing  Shingle-Seal  availoble  to  them.  For  Shingle- 
Seal  restores  original  pride  in  a  beautiful  home 
as  it  brings  back  the  protection  ond  charm 
they  enjoyed  in  asbestos  siding.  Don't  overlook 
this  vast  market  .  .  .  look  into  it  today  and 
start  making  money  tomorrow! 


DEWATEX  MFC.  CORP. 

424  West  42nd  St.,  N.  Y.  C. 

Please  send  information  on  SHINGLE-SEAL. 


We  are 


Type  of  Operation 


Name . 

Address  .  . . . 
City  &  State 


('  A  L  I  F  0  K  N  1  A  R  K  I)  W  0  0  1) 


Band  Sawn-Premium  Quality 

You  may  use  the  experience  we  have  gained  over  many 
years  supplying  combination  window  and  door  manu¬ 
facturers.  Guaranteed  shipmenta  on  regular  schedules. 

Let  us  help  you  solve  your  problems. 

Direct  Mill  Shipments  Only 


Jbon  S.  Wallace^  3nc. 


(iuaidiiin  Bldu- 


WOodwaid  .J-OsiL' 


l)e( roit 


DON’T  OVERLOOK  THE 

ASBESTOS-SIDED  HOUSE 

...THERE'S  MONET  IN  II  FOR  TONI 
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nOLLlNG  WITH 


EVERYONE  IS  SELLING  ROLAGLASS  WINDOWS 

FOR  BIGGER  PROFITS! 


Alert  dealers  who  aim  at  extra  sales  profits  .  .  . 
sell  ROLAGLASS  inside  storm  windows!  The 
famous  ROLAGLASS  features,  such  as  simplicity 
of  operation — easy  installation — smooth  gliding  on 
rollers — control  of  room  condensation — keeping 
cold  air  out  and  warm  air  in — all  contribute  to  com¬ 
fort  in  winter  and  summer.  Remember,  ROLA¬ 
GLASS  windows  can  actually  be  washed  from  the 
inside. 

The  name  ROLAGLASS  is  your  customer’s  guaran¬ 
tee  of  satisfaction.  Priced  to  sell  easily — at  higher 
profits  for  you.  Write,  wire  or  phone 


•  For  exceptional 
weather- ti^ht  seal¬ 
ing  and  easy  work¬ 
ing  features  there 
is  no  substitute  for 
ROLAGLASS. 


is  this  a  copy  ^ 

of  huiiding  specialties  * 


Ha!^  this  ropy  been  passed  from  person  to 
person?  Do  4  or  5  people  in  your  offire  have 
to  fight  for  one  or  two  ropies  of  Building 
Sperialties? 


donH  play  2nd  fiddle! 


For  pennies  a  month  you  ran  have  your  own 
fresh,  clean  ropy  to  read  at  your  ronvenienre. 
Mail  in  your  order  today. 


subscribe  now! 
where  can  you  get 
more  for  your  money? 


match  every  building  material! 


Whether  it's  brick,  stucco,  asbestos-cement 
siding,  shingles,  metal  or  wood  .  .  one  of 
the  26  permanent  colors  of  CALBAR 
Caulking  Compound  will  match  or  harmo¬ 
nize  perfectly!  Non-hardening,  non-staining 
CALBAR  is  easier  and  faster  to  use  .  .  com¬ 
plies  with  Federal  and  ACPA  specifications. 

write  for  details  and  prices 


BUILDING  SPECIALTIES,  425— 4th  Avr.  New  York  16,  N.  Y. 


Manufocturar*  of  Tocknical  Product* 
2612-26  N.  Martha  St.*  Phila.  25,  Pa, 
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SALES  and,  PROFITS 


LOUSIES,  Inc. 


can  be  used  with  either  the  rubber 
tread  or  spike  on  the  floor  surface. 
Because  it  will  not  throw  sparks,  i 
it  is  particularly  suitable  for  use  j 
around  fuels  and  other  volatile 
fluids. 

Alco-Lite  safety  shoes  can  be  at¬ 
tached  to  almost  any  metal  or 
wooden  ladder  and  sell  for  $4.50 
per  pair. 

Aluminum  Ladder  Co.,  Dept.  BS, 
Worthington,  Pa. 


Columbia  All-Steel  Kitchens 
Adds  "Lazy-Susan"  Cabinet 

Extra  space  in  kitchen  corners 
is  put  to  better  use  than  ever  be¬ 
fore  with  installation  of  the  new 
Columbia  All-Steel  “lazy-susan” 
cabinet.  Columbia  designers  went 
right  to  the  housewife  for  advice 
in  solving  the  low  kitchen-corner 
problem.  Spaciousness  was  pre¬ 
served  by  leaving  the  cabinet  free 
from  a  center  pole. 

It  had  been  discovered  that  an 
obstruction  down  the  middle  great¬ 
ly  reduced  the  storage  value  of  the 
cabinet.  The  two  revolving  shelves 
are  20  inches  in  diameter;  the 
upper  shelf  can  be  raised  or  low-  j 
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Grillts  Illustrated  Are  Available  With  Or 
Without  Cast  Aluminum  Initials 


GRILLES  OF  FINEST  EXTRUDED  ALUMINUM 
WITH  GLEAMING  MIRROR-LIKE  FINISH  OR 
SPARKLING  IRIDESCENT  COLORS  AS  DESIRED 


New  Products 
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ered  three  inches,  offering  addi¬ 
tional  flexibility.  The  “lazy-susan” 
is  a  welcome  newcomer  to  the  al¬ 
ready  extensive  line  of  kitchen 
cabinets  manufactured  by  Colum¬ 
bia  All-Steel  Kitchens,  Dept.  BS, 
500  South  Flower  Street,  Burbank, 
California. 

{Continued  on  Page  138) 


Contractors  -  Dealers  -  Distributors  -  Builders 


Backed  by 
Advertising 
to  make 
your  sales 


P&didtUH - 

I  ''offm  Iht  MOST 


to  DMisr-Biilders 

Special  high-profit  dealer  dbeoants 
now  being  offered  to  introduce  this 
Louver  Window  to  your  markets. 
Arm  yourself  with  a  Demonstrator  j 
and  you'll  see  the  fastest  Sates  I 
Action  ever! 


P.O.  Box  150  W.  Palm  Beach,  Fla. 


Peerless  Door  Sweep 


•  Distinctive  New 
Styling 

•  Immediate 
Delivery 

•  low,  low 
Prices 


rnoi 


mmmrnj. 


Peerless  Moil  Slot 


Peerless  Grille  Co 

8811  Foster  Avenue  Brooklyn  36, 
Nightingale  9-3845 


PEERLESS  GRILLE  CO. 

8811  Foster  Ave.,  Bro^kiyii  36,  N.  Y. 

Please  send  information  and  price 
lists  on  items  checked: 

□  Door  Sweep  □  Moil  Slot  □  Grilles 


FOR  COMPLETE  INFORMATION 
AND  PRICE  LISTS 
call  NIghtingdale  9-3845 
OR  MAIL  COUPON 


City . Zone.  .  .  .  State 


KEYSTONE  WIRE  CIOTH  CO 


Hanover,  Pa.  Fostoria,  Ohio 


New  Products 
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Package  Water  Conditioner 

Permutit’s  Package  Water  Con¬ 
ditioning  Plant,  an  extremely  ver¬ 
satile  and  self-contained  unit,  de¬ 
signed  to  chlorinate,  coagulate, 
clarify,  filter,  neutralize,  de-alka- 
lize  and  soften  raw  water  supplies 
is  graphically  described  and  illus¬ 
trated  in  a  new  eight-page  bulletin, 
No.  3869.  This  bulletin  should  be 
of  special  interest  to  all  executives 
and  engineers  dealing  with  water 
problems. 

Prepared  by  The  Permutit  Com¬ 
pany,  New  York  36,  N.  Y.,  it  lists 
the  component  parts  of  the  com¬ 
plete  water  conditioner,  details  the 
principles  of  operation,  gives  rat¬ 
ings,  capacities  and  sizes  and  illus¬ 
trates  some  typical  installations. 

Permutit  Co.,  Dept.  BS,  330  W. 
42nd  St.,  N.  Y.  36,  N.  Y. 


I  ni-iffti  with  the 

CURVED  FRAME 

EASILY  FITS  ALL  INSTALLATIONS! 

FOR  OVERLAP  AND  BLIND  STOP  OPENINGS. 


•  All  Extruded  - - 

Aluminum 

•  Welded  Corners  • 

•  Self  Storing 

•  Screon  Action  in  all  / 

Positions 

•  Stainloss 
Hardware 

•  Ali  Aluminum 
Screen 

Available  under  ANDREA’S  uniaua  Prelabrieatad 
KD  Plan  or  Aitembled. 

WRITE  •  WIRE  or  PHONE  for  Full  Details 


183  HORTON  AVE.,  LYNBROOK,  L.  I..  N.  Y. 

LYnbrook  3-8668 


Murray  Co.  Adds  16"  and  30" 
Window  Fans  to  Line 

Two  brand  new  pace-setters  have 
been  added  to  the  Murray  Com¬ 
pany  of  Texas,  Inc.’s  line  of  win¬ 
dow  fans. 

The  baby  of  the  line  is  a  new 
16”  window  fan  that  is  light  weight 
(shipping  weight  54  lbs.),  portable 
and  attractively  appointed  to  blend 
beautifully  with  any  interior  dec¬ 
orating  motif.  This  ventilator  is 
equipped  with  handy  carrying 
handle  and,  was  designed  as  a  port¬ 
able  room-to-room  ventilator.  It  is 
quickly  and  easily  installed  in  the 
window  as  an  exhaust  fan  and  in¬ 
stantly  removable  for  use  as  a 
floor  circulator.  It  was  customer- 
inspired  and  built  with  the  apart¬ 
ment-dweller  and  small  home- 
owner  in  mind — both  delivery  and 
budget  vise.  This  handsome  new 
16"  Murray  window  fan  promises 
to  be  a  real  sales-leader  in  the 
booming  window  fan  field. 

Murray’s  new  30"  window  fan  is 
available  in  single-speed,  exhaust- 
only  or  the  latest  2-speed,  elec- 
trically-reversible  models,  the  30' 
Murray  delivers  up  to  6500  CFM — 


ALUMINUM 

LUBRICANT 


Helps  Prevent 
Corrosion 

Makes  Windows 
Operate  Freely 

Not  Affected  by 
Temperature 


Here’s  the  line  of  Insect  Wire  Screen¬ 
ing  that’s  built  to  last. . .  and  sells  fast! 
Keystone  Wire  Screening  meets  de¬ 
mands  for  every  need  today  in  new 
and  replacement  work.  Made  by 
modern  manufacturing  methods. 
Keystone  quality  is  carefully  control¬ 
led  to  assure  outstanding  strength, 
durability  and  eye-appeal  in  every 
roll!  Aluminum,  Bronze  and  Galvan¬ 
ized  Insect  Wire  Screening  available 
in  all  standard  widths  and  meets 
U.  S.  Department  of  Commerce  Com¬ 
mercial  Standard  138-49. 


See  for  yourself  what  an  amazing 
product  TRACK-EZE  is! 

Sticking  and  binding  aluniinuni 
windows  slide  like  magic  with  one 
application. 

Send  $1.C0  today  for 
introductory  tube  of 
TRACK-EZE. 

SILVER'S 

Standard  Equipment  Co. 

I  H*S*C  )  National  Distributors 

1308  Western  Ave. 
South  Bend  19,  Ind. 
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ample  for  the  medium  to  large 
home.  A  protective  grill  screen 
both  front  and  back  keeps  out 
draperies  and  tiny  fingers  and  in¬ 
sures  absolute  safety  at  all  times. 

Both  the  16"  and  30" — as  all 
Murray  window  fans — are  finished 
in  ofF-white  baked  enamel  with 
chrome  trim,  are  tested  and  rated 
in  accordance  with  standard  test 
code  of  ASHVE  and  NAFM. 

Write  for  dealer  or  jobber  fran¬ 
chise  information  to:  The  H.  C. 
Biglin  Company,  Dept.  BS,  177 
Harris  Street,  N.  W.,  Atlanta,  | 
Georgia.  The  Biglin  Company  is  | 
the  national  exclusive  sales  agent  i 
for  Murray  fans. 

*  m  * 

1-Piece  Weatherstrip 

A  new  one-piece  side  weather-  : 
strip  covering  the  full  jamb  of  | 
double  hung  windows  has  been  j 
added  to  the  line  of  Hettinger’s 
Triple  Seal  combination  spring 
sash  balances  and  metal  weather¬ 
stripping.  Roll-formed  from  a  spec¬ 
ial  spring  -  tempered  aluminum  | 
alloy,  the  new  side  strip  provides  ; 
smooth-running  channels  for  both 
the  top  and  bottom  sash,  eliminates 
the  need  for  a  wood  parting  stop 
between  them. 


As  on  all  Triple  Seal  units,  all  I 
points  of  friction  between  sash  and 
frame  are  sheathed  in  light  gauge 
metal  for  smoother  operation  and 
a  perfect  weatherproofing  seal. 

The  aluminum  side  strips  never 
have  to  be  painted,  retain  their 
temper  for  years  of  trouble-free 
service.  For  further  information, 
write  Department  D,  Weathei*proof 
Products  Corporation,  P.  O.  Box 
8498,  Waldo  Station,  Kansas  City 
14,  Missouri. 

{Continued  on  Page  140)  i 


ARE  YOU  INTERESTED  IN 
LONG  RANGE  STABILITY? 

MKiidci 


GOMPIETE  NEW  LINE  OF  HUMPHREY 
"TENSION  SEAIED"  STORM  WINDOWS  AND  DOORS  AT  LOWER  PRICES 

Th«  NEW  DoubI*  and  Triple  Track  Humpkroy  "Tansion 
Sealed"  Aluminum  Combination  Storm  Windows  and 
Screens  —  Floating  inserts  on  Zinolite  tracks  —  smooth 
acting  —  non-binding. 

Full  1"  heavy  extruded  Humphrey  Storm  Door  — with 
1,  2.  3  lites  or  the  outstanding  "SeH-Storing"  Combina¬ 
tion  Unit. 


All  new  "Snap-On"  and  "Tension-Sealed"  outside  case¬ 
ment  hinged  storm  panels  with  easy  vent  weatherstripping 
and  Inside  sliding  panels. 


LOW  PRICED  "Self-Storing"  Combination  Storm  Window 
Unit.  Not  just  a  "Come-on,"  but  a  moving  Hem.  Patent 
No.  2-d21,7d4. 


WRITE,  WIRE  OR  CALL  TODAY  ...  AND  HERE’S  WHAT  WE’LL  DO 

One  of  our  twelve  full-time  factory  represerYtati vet  will  contact  you  promptly  for  an 
appointment  to  make  a  pertonai  demonstration,  explain  our  botic  direct  method  of 
distribution  and  show  you  how  you  can; 


1^  Become  a  manufacturing  distributor  with  an  exclusive  franchise  on  patented 
materials. 

2^  Set  up  production  by  very  simple  fabricating  operations  wHh  a  low  tooling  and 
inventory  cost,  all  lineal  stock  -  no  pre-cut  sizes  to  complicate  inventory. 

Hove  continuous  personal  factory  representative  assistance  on  production, 
management,  sales  and  promotion. 

AAoke  greoter  profHs  by  having  legHimate  manufacturing,  distributing,  and 
dealer  profits  for  yourself. 

Control  your  own  deliveries  during  the  busy  seasons  with  no  delays  by  making 
your  own  doors  and  windovrs,  any  sizes. 

DEALER  INQUIRIES  ALSO  INVITED  FOR  OUR  DISTRIBUTORS 

Humphrey  Preducts,  Inc.  has  seven  years  bechg round  ef  steody  growth  end 
exponiien  in  the  Storm  Window  business.  New  enjoying  o  reputation  for  reliability, 
service,  and  satisfaction  in  ever  thirty  states.  A 
gressive  organisation  founded  on  principles  ef  gualHy, 

fairness,  and  a  bask  method  ef  ecenemkally _ rn 

distribution.  rfSJS  B  LiJ 


HUMPHREY  PRDDUCTS.  INC. 


719  EAST  ZIMMERLY 


PHONE  7-2201 


WICHITA,  KANSAS 


DEALERS  Here's  How 

FOLDING  ALUMINUM 
AWNINGS  Help  You  SELL! 

I  Remarkably  low  in  cost. 

Adaptable  to  either  casement  or  double-hung 
windows. 

Easily  and  quickly  installed. 

Finger-tip  control. 

No  handling  expenses  for  putting  up,  taking 
down  or  storing. 

Complete  ventilation. 

Your  choice  ef  colors. 

Modern,  complete  soles  program  available  to 
oil  dealers. 


Six  degrees  of  light 
control  available  by 
easy  adjustment  of 
awning. 


Half  closedClosed  position 


Choice  dealerships  now  available. 
For  complete  details  write  or  wire 


E.  Carton  St. 
Pittsburgh  19,  Pa. 
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Exclusive  New  York  Distributors  for  OLEY  PRODUCTS  CO 

MERCHANTS  HARDWARE  CO.,  Inc. 

157  CHRYSTIE  STREET,  NEW  YORK  2,  N.  Y. 

OREGON  7-8017 


Industrial  Steels,  Inc 

250  Bf>nt  St  A,  .  /_  41 
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ALCOA  Exhibits  Porcelain 
Enameled  Aluminum 

A  full-scale  model  of  a  typical 
wall  section  for  school  construction 
was  featured  at  the  national  Amer¬ 
ican  Institute  of  Architects’  con¬ 
vention  in  Seattle,  Washingfton, 
June  16-19,  The  spandrel  area  was 
porcelain  enamel  on  aluminum  ex¬ 
trusions. 

There  also  were  a  dozen  other 
samples  available  to  demonstrate 
the  wide  color  choice  possible.  The 
supplier  of  the  porcelain  enamel 
finish  materials  claims  resistance 
to  sun  fading  and  that  the  material 
can  be  drilled  or  sawed  without 
danger  of  progressive  chip-back  by 
corrosion  of  the  core  material. 
Porcelain  enameled  aluminum  will 
also  stand  a  mild  degree  of  fonn- 
ing  in  the  field. 

Architects  have  been  turning 
more  and  more  each  year  to  the 
use  of  aluminum  in  architecture. 
Porcelain  enameled  aluminum 
should  be  the  answer  to  their  re¬ 
quest  for  a  variety  of  pennanent 
fade  resistant  colors.  Color  is  es¬ 
pecially  suited  for  such  applica¬ 
tions  as  schools  and  hospitals. 


Helps  your  installers  finish  a  door  in 
less  time,  eliminates  inventory  prob¬ 
lems.  Here’s  everything  you  need  in 
a  matched  set  —  to  work  perfectly 
and  satisfy  every  customer,  includes 
all  fittings  and  screws. 


#215-1"  BACKSET  TUBULAR  LATCH 
All  aluminum  trim  for  Screen  or  Combination 
Doors.  Natural  turn  action  knob  and  lever 
handle  with  a  fingertip  action  lock.  Extra  long 
7/16"  bolt  throw.  Only  2  round  holes  needed 
for  fast,  easy  installation.  Also  in  brass. 


#202  -  SAFETY  CHAIN  STOP 
No  finer  limit  chain  on  the  market.  Heavy  duty 
welded  chain  that  won't  tangle,  double  springs 
for  added  safety.  Weather  and  rust  resistant. 


#1755Vi  -  HINGES 

Set  of  three  quality  hinges,  size  3"x  2  Vs".  Free- 
swinging,  will  not  bind.  Stainless  steel.  Full 
surface,  half  surface  or  with  offset.  Available 
with  or  without  wood  and  sheet  metal  screws. 


#2010  -  UNIVERSAL 
COMBINATION  DOOR  CLOSER 
A  fine,  low  cost  closer  that  gives  smooth,  trouble- 
free  performance.  Positive,  booster  latching 
action.  Easily  installed,  no  springs  to  wind. 


Send  tor  FREE  price  list  catalog 


SHEET  METAL  SCREWS 

HEAT  TREAT  HARDENED 


Will  Not  Rust 
No  Thread  Stripping 
Heads  Won't  Snap  Off 
Low  In  Cost 

Economical  to  Use  •  Attractive 
in  Appearance  •  Foolproof 

Immediate  DeUvery  Without  Priorities 


New  Folder  on  Resolite 
Fiber  Glass  Plastic  Panels 


A  new,  illustrated,  four-page 
folder  describing  how  to  build 
translucent,  fiber  glass-reinforced, 
plastic  coverings  for  terrace,  patio, 
porch,  breeze  way  or  carport  is  be¬ 
ing  distributed  by  the  Resolite 
Corp.,  Zelienople,  Pa. 

This  folder  gives  easy-to-follow 
instructions  on  how  to  put  up  the 
shelter  framework  and  how  to  in¬ 
stall  the  Resolite  covering  sheets, 
plus  diagrammed  fastener  and 
flashing  details. 

Translucent  Resolite  reduces  the 
sun’s  heat,  yet  avoids  the  gloom, 
of  opaque  roofs  or  awnings.  Its 
superior  light  diffusing  qualities 
actually  improve  interior  lighting 
from  windows  facing  terrace  or 


Expressly  Adapted  to  KD  Installations  as  Well 
as  Fabricating  All  Windows  and  Doors 

Mode  of  Type  410  Stainless  Steel  specially  threads,  head  breakage,  dai 
heat  treated  and  polished  for  extreme  threod  stocked  in  Round  Heod, 
cutting  strength  and  maximum  corrosion  re-  Qval  Cts'k  Head  styles,  in 
sistance.  12  and  in  lengths 

Eliminates  the  ru<ting  experienced  with  .  Made  to  your  order  i 

cadmium  or  chrome  prpted  screws.  ‘head  styles.  Also  available  I 

Special  heat  treatment  insures  toughness  recessed  head,  quantity  pen 
and  hardness  necessary  to  resist  stripping  of  Let  us  quote  you  on  yos 
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porch.  Resolite  comes  in  eight  col¬ 
ors  and  semi-clear. 

Since  it  is  unaffected  by  weather 
extremes  of  heat,  cold  or  moisture 
and  is  shatterproof,  it  has  unlim¬ 
ited  outdoor  life. 

The  folder  may  be  obtained  by 
writing  to  the  local  distributor  or 
to  the  Resolite  Corp.,  Zelienople, 


Alsynite  Flat  Fiber  Glass 
Plastic  Enclosure  Panels 

Shower  door  panels  providing 
maximum  safety  as  well  as  beauty 
— long  a  need  for  both  residential 
and  commercial  bathrooms — are 
now  available  for  use  in  standard 
fixtures. 


#  All  you  do  is  assemble,  screen 
and  glaze.  No  cutting,  drilling  — 
no  screws,  nuts,  bolts  or  rivets 
are  needed  or  used! 

#  The  only  window  especially 
designed,  machined,  and  pre¬ 
cisely  cut  for  KD  assembly. 

#  No  special  tools  needed. 


else  to  buy  except  screen  and  Jf 
glazing  materials. 

$••  Scoff  WIndowM  on  dUiplay  In  fho  John  Wanamakor  Fhila.  Storm 

Thousands  Sold  •  Thousands  of  Refotences 
Experienced  •  High  Rated  •  Responsible  Backing 


Alsynite  Company  of  America, 
which  created  corrugated  translu¬ 
cent  fiber  glass  panels  and  later 
introduced  the  first  flat  plastic 
laminate  to  the  market,  now'  is 
producing  a  new  “Series  300”  flat, 
extra-rigid  panel  designed  exclu¬ 
sively  for  show'er  doors  and  tub 
enclosures. 

Heavier  than  standard-weight 
Alsynite,  but  more  translucent, 
these  new  panels  w'eigh  approxi¬ 
mately  11  ounces  a  square  foot  and 
are  .09  inches  thick.  Stock  sizes  are 
32"  X  60"  and  24"  x  66",  with 
smaller  sizes  available  at  no  extra 
cost  and  larger  panels  available  on 
order. 

Five  new  pastel  colors  have  been 
developed  by  the  Alsynite  Com¬ 
pany — mist  white,  mist  blue,  mist 
pink,  mist'  yellow  and  mist  green 
— designed  to  blend  with  any  color 
scheme. 

These  shower  door  panels  have 
a  crinkled  surface  on  one  side  and 
are  smooth  on  the  other. 


for  TODAY'S  proflH  os  well 
as  a  solid,  tong  form  connocflon 

WRITE  #  WIRE  •  PHONE 

about  a  VALUABU 
PROTECTED  ERANCHISE  ^ 


attractive,  brightly-colored  display 
stand  makes  it  possible  for  the 
small  retailer  to  go  into  the  nail 
business  with  a  minimum  invest¬ 
ment.  It  holds  20  packages  of  alu¬ 
minum  nails  in  an  assortment  of 
the  14  most  popular  types  and 
sizes. 

The  paperboard  merchandiser 
reaches  the  retail  outlet  in  the 
shape  of  an  ordinary  corrugated 
board  carton.  By  simple  cutting 
(Continued  on  Page  142) 


Alsynite  Co.  of  America,  Dept. 
BS,  4654  De  Soto  St.,  San  Diego, 
Calif. 


Reynolds  Announces 
New  Noil  Merchandiser 

Introduction  of  a  new  self- 
service  merchandiser  for  aluminum 
nails,  the  first  of  its  kind  in  the 
nail  industry,  is  announced  by 
Reynolds  Metals  Company, 
through  its  Building  Products  Di¬ 
vision  in  Louisville,  Kentucky.  The 
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Detroit  Mocoid — the  first 
American  firm  to  extrude 
vinyl — has  extruded 
nearly  every  conceivable 
type  of  profile.  Whether 
you  need  profiles  similar 
to  those  shown  above  or 
special  “tailor  made’* 
profiles,  it  will  pay  you 
to  send  your  sketch  for 
immediate  quotation.  For 
spline,  channel,  gaskets, 
or  stripping,  Macoid  is 
fully  experienced  and 
fully  equipped  to  design, 
compound  and  extrude 
your  profile  in  any 
length,  any  color. 

AT  NO  EXTRA  COST- 
FUNGI  PROTECTION 

By  compounding  its  own 
material,  Macoid  can 
give  you  any  degree  of 
hardness  or  flexibility 
you  may  need,  and  will 
incoqaoratm  a  fungicide  at 
no  extra  cost. 


CORPORATION 

12340  CLOViRDALI 
DCTROIT  4,  MICHIGAN 
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and  folding,  it  is  quickly  trans¬ 
formed  into  the  self-selling  mer¬ 
chandiser.  An  eye-catching  display 
card  is  included  for  easy  mounting 
atop  the  display  stand.  Set  up  and 
filled  with  packaged  nails,  the  mer¬ 
chandiser  measures  36%  by  14  by 
13  inches,  and  weighs  36  pounds. 

*  *  1/. 

Ruberoid  Introduces  New 
Reflective  Insulation 

Fuel  savings  up  to  30  percent  in 
wintertime  and  temperature  reduc¬ 
tions  of  as  much  as  15°  in  summer¬ 
time  can  both  be  accomplished  with 
The  Ruberoid  Co.’s  new  reflective 
insulation  just  placed  on  the 
market.  Made  of  a  high-reflectance 
aluminum  foil  bonded  to  a  tough 
kraft  paper,  reflective  insulation 
not  only  reflects  up  to  95  percent 
of  the  radiant  heat  rays  that  strike 
it  but  also  acts  as  an  effective 
vapor  barrier  against  the  passage 
of  moisture. 


Designed  for  household,  farm, 
and  industrial  uses,  Ruberoid  re¬ 
flective  insulation  is  sold  in  rolls 
which  contain  250  square  feet  of 
material.  It  is  available  as  a  single 
foil  with  the  reflection  surface  on 
one  side  of  the  kraft  paper  or  as 
double  foil  with  the  reflecting  sur¬ 
face  on  both  sides. 

Low  bulk  makes  for  easy,  rapid 
installation  and  the  only  tools  re¬ 
quired  are  a  ruler,  shears,  and  a 
stapler  or  hammer  and  tacks.  Rub¬ 
eroid  reflective  insulation  may  be 
used  anywhere  that  conventional 
insulation  is  normally  used.  Instal¬ 
lation  is  simplicity  itself  and  the 
regular  studding  or  rafters  may 
be  used  as  a  support  for  the  insul¬ 
ation.  No  special  technique  is  re¬ 
quired  except  that  airspace  on  both 


sides  of  the  reflective  insulation 
should  be  provided.  This  is  easily 
done  by  cutting  the  foil-backed 
paper  to  widths  slightly  greater 
than  the  center-to-center  distance 
of  the  studding  or  rafters,  and 
“bowing”  the  reflective  insulation, 
l^etween  the  studs  or  rafters. 
Greater  insulating  efficiency  may 
be  obtained  by  the  use  of  two  or 
more  sheets  of  reflective  insulation 
spaced  one  inch  apart. 

*  *  ♦ 


Murray  Issues  New 
Fan  Catalog 

The  Murray  Company  of  Texas, 
Inc.,  is  offering  a  brand  new  2-color 
catalogue  that’s  right  off  the  press 
and  up  to  the  minute  including  all 
the  new  Murray  models  and  lines 
in  the  attic  and  window  ventilating 
fans. 

Murray  recently  added  new  16" 
and  30"  window  fans  to  their  line, 
bringing  the  total  number  of  size- 
models  up  to  four — the  16",  20", 
24"  and  30"  models. 

Also  included  in  the  new  cata¬ 
logue  is  Murray’s  brand  new  De¬ 
luxe  line  of  horizontal  and  vertical 
attic  and  industrial  fans  (as  well 
as  the  Standard  line  in  both  types). 
Murray’s  new  Deluxe  line  offers  a 
first  in  the  ventilating  fan  field. 
Deluxe  being  equipped  with  sealed, 
lifetime-lubricated  ball  bearings  in 
both  fan  and  motor. 


These  Deluxe  models  never  re¬ 
quire  lubrication  of  any  kind  and 
— another  exclusive  in  the  field — 
carry  a  full  10  year  guarantee  (ex¬ 
cept  for  belt  and  motor  which  carry 
standard  manufacturer’s  guaran¬ 
tee). 
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Full  specifications  are  tabulated  i 
at  a  glance  on  each  model.  Each 
type  of  Murray  fan  is  presented 
on  a  separate  catalogue  sheet. 

In  addition,  the  catalogue  offers 
a  special  section  of  fully  illustrated, 
step-by-step  installation  instruc¬ 
tions  for  each  type  fan,  both  attic 
and  window. 

An  introductory  section  giving 
valuable  information  on  “The  Mur¬ 
ray  Organization”,  “Distribution”, 
“Sales  Contracts”,  “Sales  Promo¬ 
tion  Helps”  and  “How  to  Sell  Home 
Ventilation”  is  included  and  is  re¬ 
sulting  in  numerous  letters  of  ap¬ 
preciation  from  fan  dealers  and 
distributors. 

The  catalogue  is  free.  Write  to, 
the  H.  C.  Biglin  Company,  Dept. 
BS,  177  Harris  Street,  N.  W.,  At¬ 
lanta,  Georgia,  for  your  free  copy. 
The  Biglin  Company  is  the  national 
exclusive  sales  agent  for  Murray 
fans. 

*  *  * 

Velocity  Power  Tool 
Has  New  Spall 

A  new  design  feature  of  the 
Velocity-Power  Driver,  cartridge- 
actuated  tool  for  setting  studs  in 


DEALERS  WANTED 


for  Exciushro  TorrHorios  in  48  states 


Exclusive  territories  available  everywhere,  durirtg  ex¬ 
pansion  to  nationwide  distribution.  Unusual  opportunity 
selling  fast-moving,  in-demand  item  to 
home  owners,  business. 
Big  dollar- volume 
so  lest  Big  profltsi 
Act  today 
while  choice 
territories 
ore  open I 


Write, 
or  fhene 
Complete  Details! 


1.  EXCLUSIVE  FRANCHISE!  Enjoy  exclu¬ 
sive  selling  rights  in  territory  of  your  choice — 
no  “next-door"  competition! 

2.  YEAR-'ROUND  SALES— 12  months  a  yeorl 

3.  BIGGER  PROFITS!  Terrific  Profit  margin. 
Steady  solesl  Practically  no  servicing! 

4.  SMALL  INVENTORY!  No  wasted 
materials. 

5.  EASY  INSTALLATIONS!  Simple  to  apply 
as  tile — easy  for  even  novices!  Goes  over 

brick,  weather-board,  everything! 

6.  TREMENDOUS  APPEAL!  Over 
$5,000,000.00  sales,  first  year  of 
business.  Increasing  ever  since. 
Protects,  insulates,  beautifies. 


saves  money,  increases 
comfort.  Guaranteed. 

\A  quality 
product! 


NATIONAL  HEATHER  STONE,  INC.  .T> 

2105  East  Gillingham  St.  •  Phila.  24,  Pa. 

Phone:  DEIawore  6-5900 


concrete  or  steel,  is  a  permanently 
attached  spall  or  protective  shield, 
it  is  announced  by  the  Velocity 
Power  Tool  Company. 

For  close-to-th e-wall  jobs  a  sec¬ 
tion  of  the  spall  shield  may  b2 
lifted  and  turned  ou*;  of  the  way, 
a  spokesman  explained.  The  com¬ 
pany  will  also  continue  to  offer  a 
model  of  the  Velocity-Power  Driver 
with  separate  spall  shield. 

The  V elocity-Power  Driver  is 
used  on  both  new  construction  and 
maintenance  jobs  in  electrical, 
{Continued  on  Page  144) 


NcumfUaie 

^004 


Protection  and  beauty  thot  is  distinctly  in¬ 
dividual.  You  lock  the  name  of  sliding  let¬ 
ters  and  numerals  permanently  into  place  in 
a  matter  of  minutes.  Only  one  size  to  stock. 
Fits  all  36"  doors.  Simply  cut  off  ends  for 
narrower  sizes.  Avoilable  also  with  scrolls  on 
top  bar  only  or  plain,  without  scrolls.  Write: 


HEmlock  2709 

DUNCAN-MORRIS  CO. 

40  N.  Vaitey  St. 
AKRON  3,  OHIO 
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Ut  044/1 

Exiruded  Aluminum 
Combination  Window 


24x  24 


SELLING  COST  $23.50 

MaiUost .  7.30 

Nfg.  tost . 2.50 

Installation .  1.50 

Sales  Commission 
((25%) .  5.88 


YOUR  COST  Inst.  17.18 
YOUR  PROFIT  (net)  $  6.32 


$2000  starts  you! 
Overnite  Shipments. 

Write  today: 


TAYLOR 

WINDOWS 

41  1  Elgin  Avenue 
Forest  Park  III 
FOrest  6  4145 
Village  8  4374 


New  Products 

{Continued  from  Page  143) 

heating,  plumbing  and  air  condi¬ 
tioning  installations,  saving  time,  i 
labor  and  money  because  it  enables  | 
i  the  user  to  set  a  stud  within  sec-  j 
I  onds.  The  worker  simply  loads,  j 
j  positions  and  fires  it  and  the  job  j 
^  is  done.  Use  of  an  integral  car-  i 
I  tridge  eliminates  the  need  for  mat-  i 
ching  and  fitting.  Interchangeable  i 
barrels  permit  driving  of  either  1/4  I 
or  %-in.  studs  with  the  same  firing  ! 
unit.  Studs  available  are  either 
solid  head,  or  internal  or  external- 
threaded.  A  spring-loaded  safety 
arm  and  center-fire  cartridges  ^ 
avoid  accidental  discharge,  and  as¬ 
sure  the  correct  load  for  the  job. 

Complete  details  on  the  Velocity- 
Power  Driver,  and  on  the  new  per¬ 
manent  spall  shield,  are  available  | 
on  request  to  Velocity  Power  Tool 
Company,  Dept.  BS,  201  North 
Braddock  Avenue,  Pittsburgh  8, 
Pa. 

*  *  « 

New  Aluminum  Comb. 

Window  by  Cedwin 

Calwin  Company  of  Melrose 
Park,  Illinois,  has  finally  developed 
an  aluminum  combination  storm 
window  and  screen  that  is  posi¬ 
tively  foolproof  in  operation  and 
service.  The  sectional  frames  elim¬ 
inate  the  sticking  and  binding  of 
inserts  after  being  installed  on  the 
house. 

The  recessed  double-hung  design 
blends  into  the  architecture  of 
every  style  of  home.  This,  coupled 
to  the  completely  adjustable,  re¬ 
movable  sill,  permits  a  new  sales 
promotion  campaign. 

For  K-D  operators,  all  parts  are 
cut  to  exact  size  which  makes  for 
easier  assembly  and  installation 
for  all  standard  double  hung  win¬ 
dows.  This  gadget  free  window 
has  been  designed  with  the  home- 
owner  in  mind  through-out.  Be¬ 
cause  of  its  simplicity  in  operation 
it  is  a  boon  to  the  storm  window 
field.  New  methods  of  manufactur¬ 
ing  also  assure  prompt  delivery 
whether  K-D  or  assembled  units. 

Calwin  Co.,  Dept.  BS,  3110  North 
Ave.,  Melrose  Park,  Ill. 


!  QUALITY  doors 

LOW  COMPETITIVE 
PRICE 

2 

PANEL 

MITRED 

ALL-EXTRUDED 
ALUMINUM 
COMBINATION 
DOORS 

Perfectly 
Engineered, 

Sgg  Proof 
Heavy 

Construction 

"A 

Terrific 
Door 
at  a 
Terrific 
pfice!" 

OPERATIONS  TO  FIT  YOUR  NEEDS 
FULLY  ASSEMBLED 

SEMI  KD  •  FULL  K.D. 

Also  ALUMINUM  JALOUSIE  DOORS 
Prompt  Delivery — Write,  Wire  or  Phone 


ELMONT 


MANUFACTURING  CO. 
575  Hempstead  Turnpike,  Elmont,  N.  Y. 
FLorol  Pork  4-3620 


KENBERN 
COMBINATION  ALUMINUM 
STORM  DOORS 

A  good  product,  well  designed, 

I  produced  by  capable  well  trained 

!  personnel,  continually  bringing 

profit  and  repeat  business  to  dis¬ 
tributors  and  dealers. 


We  never  make  false  claims  or 
vogue  promises  about  our  product, 
but  we  do  moke  a  good  door,  and 
wherever  installed,  repeat  business 
follows,  mostly  through  satisfied 
customers. 


Prices  always  in  line  with  compar¬ 
able  merchandise.  Ns  K.  D.'s. 

Kenbern  Aluminum  Products. 
Weyl  A  Gahagan,  Hfgrs. 

6640  Hamilton  Avenue 
Pittsburgh  6,  Pa. 
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W.  E.  Wendland  Appointed  to 
Comilux  Sales  In  N.  Y.  Area 

Walter  E.  Wendland,  for  the  last  j 
ten  years  a  field  sales  representa¬ 
tive  of  Libbey-Owens-Ford  Glass 
Company  in  the  New  York  area, 
has  been  named  regional  sales  ma¬ 
nager  for  the  Corrulux  Division  of 
the  company  in  the  Northeastern 
states. 

This  announcement  was  made  by 
George  D.  Jefferson,  general  sales 
manager.  Mr.  Wendland  will  as¬ 
sume  his  new  duties  immediately 
and  will  have  his  offices  at  570  Lex¬ 
ington  Avenue,  New  York,  where 
the  regional  and  district  sales  onces 
of  LOF  Glass  are  located. 

The  former  Corrulux  division 
office  at  Wilmington,  Del.,  will  be 
consolidated  in  the  New  York  office. 


Flintkote  Elects 
H.  L.  Evans  os  VP 

Mr.  H.  L.  Evans  of  The  Flintkote 
Company  has  been  elected  Vice 
President  in  Charge  of  Manufac¬ 
turing  by  Flintkote’s  Board  of  Di¬ 
rectors.  This  appointment  was  re¬ 
cently  announced  by  Mr.  I.  J.  Har¬ 
vey,  Jr.,  president  of  Flintkote. 

With  Flintkote  for  over  twenty- 
five  years,  Mr.  Evans  was  manager 
of  the  company’s  Chicago  Heights 
plant  until  November,  1951,  when 
he  was  placed  in  charge  of  all  Flint¬ 
kote  manufacturing  operations. 

Mr.  Evans  will  direct  Flintkote’s 
manufacturing  from  the  company’s 
main  office  in  East  Rutherford. 
New  Jersey. 


15  New  Distributors 
Appointed  by  Comilux 

Appointment  of  51  new  distri¬ 
butor  warehouse  locations  for  Cor¬ 
rulux  Division  of  LibbBy-Owens- 
Ford  Glass  Company  in  Ihe  south¬ 
eastern  states  was  announced  re¬ 
cently  by  George  D.  Jefferson,  sales 
manager  of  the  division  with  fac¬ 
tory  and  sales  headquarters  here. 

“We  have  almost  doubled  our 
sales  reprsentation  throughout  the 
country  since  the  beginning  of 


1953,”  reported  Mr.  Jefferson. 
“This  attests  to  the  rapidly  grow¬ 
ing  popularity  of  the  corrugated 
translucent  plastic  fiber  glass  re¬ 
inforced  panels  for  awnings,  sky- 
ligh  '■/S,  patio  screens  and  many 
similar  decorative  and  construction 
uses.” 

The  new  sales  outlets  in  the 
southeastern  states  are  owned  by 
six  distributor  firms.  They  include 
Florida  Glass  &  Mirror  Company, 
Inc.,  and  Florida  Sales  Co.,  Miami ; 
Pritchard  Paint  &  Glass  Co.,  Mi¬ 


ami,  Asheville,  Charlotte  and  Ra¬ 
leigh,  N.  C. ;  Binswanger  &  Com¬ 
pany,  Macon,  Ga.,  Fayetteville  and 
Greensboro,  N.  C.,  Columbia  and 
Florence,  S.  C.,  and  Richmond  and 
Danville,  Va. ;  B.  A.  Montague 
Company,  Inc.,  Myers,  S.  C.,  and 
Central  Glass  Company  of  Virgin¬ 
ia,  Inc.,  Bristol,  Va. 

Ralph  W.  Burdeshaw  is  regional 
sales  manager  for  Corrulux  Divi¬ 
sion  of  Libbey-Owens-Ford  with 
headquarters  in  Atlanta. 

(Contivned  on  Page  146) 
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Watching  tor  daddy 

from  the  safety  and  warmth 
of  her  comfortable  home  .  .  . 


“Beautify  as  they  Protect 


ALL  ALUMINUM 


•  2  or  3  Lite  Doors 

•  Self-Storing  Windows 

•  Triple  Trock  Windows 


*  Magic  Hinge''  Cosement 

*  Roto  Casement  Screens 

*  Jalousie  'self  storing"  Doors 


B  &  G  MFG.  CO. 


PITTSBURGH 

6905  Susquehanna  St. 
Pgh.  8,  Pa. 


CHICAGO 

1139  $.  Wabosh  Avc. 
OiKoge  5,  III. 


NEW  YORK 

112  Cherry  Lone,  Florol  P 
Long  islond,  York 


6  Home  Improvement  Dealer 


145 


I  ♦  ♦  ♦ 

Republic  Steel  Kitchens 
Appoints  Distributor 

Remco,  Inc.,  one  of  Chicago’s 
fastest  growing  radio,  television 
and  electrical  appliance  distribu¬ 
tors,  has  added  Republic  Steel 
Kitchens  to  its  line  of  products. 

Announcement  of  this  move  was 
made  today  by  C.  E.  Howes,  Gen¬ 
eral  Manager  of  Sales  for  Berger 
Manufacturing  Division  of  Repub¬ 
lic  Steel  Corporation  in  Cleveland. 
Remco  will  organize  dealers  to  set 
up  Republic  Steel  Kitchen  Centers 
throughout  northern  Illinois  and 
northwestern  Indiana. 

R.  E.  McGreevy,  president  of  the 
distributing  firm,  said  a  specialized 
sales  force  would  be  established  for 
Republic  Steel  Kitchens,  first  ore- 
to-store  product  in  the  steel  kitchen 
field. 

Republic  Steel,  third  largest 
steelmaker  in  the  world,  offers  the 
largest  assortment  of  cabinet  sizes 
and  styles  on  the  market  in  its  line. 


^  wme  TOMY  ^ 
m  Berm  sbbpbs 

.  m  YOUR  PLASTIC 

L  cmusms  A 


See  the  Kessler  Door 
Sweep.  Quality  built  —  will 
fit  any  door.  55c  each — 36"  length. 

Write  for  quantity  discounts. 

Phone  Riverside  3-9335 

KESSLER  PRODUCTS  i 

COMPANY  I 

1064  West  Federal  Street  I 

YOUNGSTOWN,  OHIO  1 

SPECIALISTS  IN  PLASTIC  EXTRUSIONS  ' 

FOR  THE  STORM  WINDOW  INDUSTRY 


W.  D.  Barton  Joins 
Alsynite  Sales  Force 

W.  Dennis  Barton  has  joined 
the  executive  sales  staff  of  the  Al¬ 
synite  Company  of  America,  it  was 
announced  recently  by  W.  D.  O’¬ 
Morrow,  sales  manager  of  the  San 
Diego  (Calif.)  manufacturer  of 
plastic  building  panels. 

Barton’s  activities  as  owner  and 
manager  of  Consolidated  Plastics 
(Danville,  Calif.)  have  given  him 
an  excellent  background  of  detail 
information  in  the  synthetic  build¬ 
ing  field,  O’Morrow  said.  Barton 
will  continue  to  make  his  head¬ 
quarters  at  Danville,  where  Al¬ 
synite  is  opening  its  regional  sales 
office  for  eleven  Western  states. 

Barton  has  served  as  consultant 
or  executive  in  the  business  ma¬ 
chine,  iron  and  steel  and  aircraft 
industries,  developing  both  domes¬ 
tic  and  foreign  organizations,  and 
his  addition  to  Alsynite’s  staff  is 
“another  step  in  our  rapidly  ex¬ 
panding  sales  program,’’  O’Morrow 
said. 
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OVERCOME 

PRICE 

RESISTANCE 

with 

REDWOOD  COMBINATION 
STORM  WINDOWS 

CERTIFIED  KILN-DRIED 
CALIFORNIA  REDWOOD 


SPECIALLY  TREATED  STAIN.  EXCLUSIVE  INTERLOCK  AND  VENTILATING  FEATURES. 

5  QUARTER  FRAME. 

PAPOOSE.  THE  MOST  ECONOMICAL  REDWOOD  COMBINATION. 

IT'S  PRICED  FOR  VOLUME. 

EXCLUSIVE  TERRITORIES  OPEN  TO  ALERT  DEALERS  AND  DISTRIBUTORS. 

WRITE,  WIRE  or  PHONE 

Detroit  35,  Mich.  UNiversity  4-7134 


Included  are  such  features  as  ad-' 
justable  heights  of  kitchen  assem¬ 
blies,  long  lasting  nylon  drawer 
slides,  Republic  Steel’s  exclusive 
R-53  insulation  and  Perma  Finish 
enamel. 

Remco,  Inc.,  which  was  estab¬ 
lished  in  1948,  maintains  offices, 
display  room  and  warehouse  at  545 
N.  LaSalle  Street  in  Chicago. 

*  *  * 

W.  A.  Schulz  Appointed 
To  N.  Y.  City  FHA 

Commissioner  Guy  T.  0.  Holly- 
day,  Federal  Housing  Administra¬ 
tion,  today  announced  the  appoint¬ 
ment  of  William  Adam  Schultz  to 
the  position  of  Director  of  the  New 
York  City  Office  of  the  Administra¬ 
tion.  Mr.  Schultz  will  direct  all 
FHA  operations  in  the  metropoli¬ 
tan  area. 

The  Federal  Housing  Admini¬ 
stration  Insuring  Office  in  New 
York  City  is  the  second  largest  in  | 
the  country  in  volume  of  mortgage  , 
insurance  written.  To  date  the  of¬ 
fice  has  handled  just  under  one  and 
one-half  billion  dollars  of  mortgage 
insurance. 

The  new  Director,  who  assumed 
his  duties  on  April  30,  1953,  suc¬ 
ceeds  Mr.  Harold  M.  Clay  who 
resigned  to  enter  private  business. 
Mr.  Schulz  was  born  in  New  York  j 
City  and  attended  local  schools  and  I 
universities.  | 

Before  coming  with  the  Admini-  j 
stration,  Mr.  Schulz  had  his  own  | 
company.  The  William  Adam 
Schulz  Company,  which  specialized 
in  real  estate  management  and  in¬ 
surance.  He  has  had  broad  experi¬ 
ence  in  the  technical  phases  of  ap¬ 
praisals  and  construction. 

>•>  *  * 

! 

Delta  Announces  Adoption 
Of  New  Sales  Procedure  I 

The  Delta  Power  Tool  Division 
of  Rockwell  Manufacturing  Com¬ 
pany  announced  today  the  adop¬ 
tion  of  a  revised  set-up  involving 
the  appointment  of  several  Delta 
officials. 

Under  the  new  system,  four  sales  | 
divisions  have  been  set  up  at  the 
firm’s  home  office  here,  each  under  ■ 
{Continued  on  Page  148)  | 


ELLWOOD 


The 

ALUMINUM 

COMBINATION 

DOOR 

THAT  WILL  BUILD 
YOUR  SALES  VOLUME 

The  best  quality,  finest 
engineered  door  in  the  trade. 


'A  Heavy  Corner  Construction 
iK  Top  Quality  Latch 
•k  Super  Heavy  Kick  Panel 
k  Storm  King  Door  Check 
k  Quick  Change  from  Glass  to  Screen 


k  Double  Locked  Inserts 
k  Simple  Bottom  Adjustment 
k  Stainless  Steel  Hinges 
k  Aluminum  Screen  Wire 
k  Competitively  Priced 


Your  salesmen  can’t  miss  with  the  Ellwaod  Door  ...  it  has 
everything  their  customers  want,  dozens  of  sale-closing  fea¬ 
tures. 


MAIL  THE  COUPON  TODAY 


THE 


ELLWOOD 

ALUMINUM  DOOR  CO.,  INC. 
Ellwood  City,  Penno. 
Phone  2755 


GENERAL’S  ALL  WELDED 

oil  fully  extruded  aluminum 

3-Track  storm  and  Screen  window 

.  .  .  the  most  advanced  design  in  the  field!  The  new 
General  3  track  is  precision  fabricated  and  "priced" 
right  for  quick  sales  and  big  profits! 

CHECK  THESE  "SELL"  FEATURES! 

e  W«ld«d  tquor*  corners 
e  Positive  locking  device 
e  Self-storing  inserts 
e  All  aluminum  screening 
O  Easy  to  install 
O  Service  free 

Immediate  Delivery 

K  0  or  Assembled  —  Deoler  and  Distributor  Inquiries  Invited 
Write,  Phone  or  Wire  lor  Profit-Making  Detmit  Torfwfi 

GENERAL  SCREEN  AND  SASH,  INC. 

Stewart  &  Fulton  Ave.,  Gorden  City  Park,  L.  I.  GArden  City  7-8204-871 1 


&  Home  Improvement  Dealer 
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rfYRAIWID-i 

, offers  the, 

lowest 

PRICED 

i-mvk  twwM® 

All^Aluminunt 

storm 

and 

SCREEN 

WINDOW 


INYBSTIGATE  THIS 
fASTBk  SELLING 
PROFIT  MAKER! 


Available  in 

KNOCKED  DOWN  LENGTHS 
or  FULLY  ASSEMBLED 

note  The«  PLUS  feature.: 

,  Built  in  Wealto  StiippinS 
.  r„,  ,0  assamWa.  Use  sc-e. 
ariiler  and  screen  toUet.  That 
all! 

.  Made  of  heavy  eatrnded  metal 

•  AU-Aluminum  screening 

•  Engineered  perfectly 

•  Takes  less  storage  space 

•  Reduces  shipping  costs 
Prompt  delivery 

Matt  and 
Literature  available 
tar  sales  promotion 

Manirfocfured  exclusively  i|i  our  own  plant 
Write  or  Plione 

IAy/^aAiA. 


SCREEN  &  WINDOW 


425  Third  Av«.,  Brooklyn  15,  N. 
Tol.:  50uth  B-5095 


V. 


] 


B.  S.  Reporter 

{Continued  from  Page  147) 
a  product  manager  directly  re¬ 
sponsible  to  E.  W.  Ristau,  vice- 
president  in  charge  of  power  tool 
I  sales. 

^  The  four  product  managers  are : 

!  Ben  Eldridge,  metal  working  divi¬ 
sion;  Thomas  C.  Mortimer,  wood¬ 
working  division;  I.  G.  Meyer, 

'  Homecraft  tools  division,  and  A.  V. 

Taylor,  accessories  division. 

I  “The  change  has  been  made,”  Mr. 

■  Ristau  explained,  “to  give  better 
service  to  our  dealer  organizations 
in  the  face  of  expanded  operations 
and  increasing  diversification  of 
lines.  Each  of  the  product  mana¬ 
gers,  is  an  expert  in  the  line  of 
power  tools  for  which  he  will  be 
responsible.” 

*  *  * 

Kowneer  Appoints 
Robt.  E.  Parkinson 

Robert  E.  Parkinson  has  been 
appointed  Supervisor  of  Materials 
Research  for  The  Kawneer  Com¬ 
pany.  He  is  attached  to  the  recent¬ 
ly  expanded  Research  and  Devel¬ 
opment  Department  which  is  carry¬ 
ing  on  new  product  research  for 
Kawneer  plants  located  in  Niles,  j 
Berkeley  and  Los  Angeles,  Cali-  ' 
fornia.  j.,.Y 

Parkinson  holds  a  Bachelors  de-  ! 
gree  in  Chemistry  from  North-  I 
western  University  and  a  Masters  | 
in  Chemistry  from  Syracuse  Uni-  ! 
versity.  He  came  to  Kawneer  from 
the  Continental  Can  Co.  in  Chicago 
where  he  was  a  project  engineer. 

*  «  * 

Mullins  Appoints  Five 
New  Kitchen  Distributors 

The  appointment  of  five  new 
Youngstown  Kitchens  distributors, 
three  of  them  in  Canada,  is  an¬ 
nounced  by  C.  D.  Alderman,  vice 
president  in  charge  of  merchandis¬ 
ing.  They  are:  | 

Mercury  Distributing  Qo.,  Win-  I 
ston-Salem,  N.  C.,  with  franchised 
territory  covering  both  North  and 
South  Carolina. 

Crouch  Appliance  Co.,  Phoenix, 
Ariz.,  with  branch  at  Tucson. 

Alcock,  Downing  and  Wright, 
Ltd.,  Vancouver,  British  Columbia. 


SPLIMI 
eULZING  STRII 
HAZING.  CHANNE^ 

LcompoundedhAnd  extruded^Ij; 

lRARTICUIAR  REQUIREMENTS 


Jorene  "B"  Vinyl  Plastic  —  the  ideal  insulator 
—  make  your  windows  REALLY  weather-tite. 
Seals  out  drafts,  dirt  and  rain. 

For  all  windows— wood, 
steel  or  aluminum. 


Specialists  in  custom  extrusions  for  over  25 
years.  Send  prints  for  quotation.  Samples  sent 
on  request. 


Costs  so  little  -  -  Adds  so  MUCH  I 


IaRROW  PRODUCJy 

- 

^^  4  70  NO  lA  SALII  ST.,  CNICAGO  1C 


Manufacturers 
Of  Aluminum 
Storm  Sash 

Work  from  lineal  feet  and  save  $  $  $ 
on  every  installation  on  K.  D.  unit 
you  manufacture  and  distribute. 

•  IMMEDIATE  DELIVERY 

•  QUALITY  MATERIAL 

•  EFFICIENT  SERVICE 

Dealers 

Distributors 

Fine  midwestern  territories  still 
available  .  .  .  but  ACT  NOW 
TIME  IS  IMPORTANT 

•  FINEST  WORKMANSHIP 

•  EASY  INSTALLATION 

•  FAST  ASSEMBLY 
Write  Today  to: 

Aluma  Seal  Industries 

1123  Milwaukee  Ave. 
Chicago,  III. 

Dickens  2-1052 
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Marco,  Ltd.,  Calgary,  Alberta. 

Fort  Garry  Agencies,  Ltd.,  Win 

nipeg,  Manitoba. 

*  *  * 

Lucky  Star  to  Produce 
Asphalt  Shingles  for  Ruberoid  | 

Announcement  has  been  made  of  ! 
the  completion  of  a  long-term  j 
agreement  between  The  Ruberoid  j 
Co.,  manufacturers  of  asphalt  and 
asbestos  building  products,  and 
Lucky  Star  Roofing  Products  Corp.  i 
of  Denver.  Under  this  agreement,  i 
Lucky  Star  will  produce  exclusively  j 
for  Ruberoid  a  complete  line  of  | 
asphalt  roofings  and  shingles  for 
servicing  the  Denver  area. 

The  new  Lucky  Star  plant  now  ; 
being  completed  in  Denver  is  said 
to  be  one  of  the  most  modern  roof-  I 
ing  plants  in  the  United  States. 
Operations  at  the  plant  are  ex-  : 
pected  to  commence  in  June  of  this  j 
year.  Production  will  be  maintain-  | 
ed  for  both  the  Ruberoid  and  Old  j 
American  brands  of  Asphalt  Roof-  ! 
ing  Products  which  are  sold  by  j 
distributors  and  dealers  in  the  j 
Rocky  Mountain  territory. 

The  Ruberoid  Co.  owns  and  op¬ 
erates  14  roofing  and  building  ma¬ 
terial  plants  in  locations  east  of 
the  Rockies  and  at  Salt  Lake  City 
...  as  well  as  an  asbestos  mine  in 
Vermont.  This  arrangement  which 
makes  available  the  entire  output 
of  the  new  Denver  plant  to  Ruber¬ 
oid  and  Old  American  customers, 
will,  according  to  the  announce¬ 
ment,  result  in  much  faster  and 
better  service  and  in  addition  the 
benefits  of  localized  transportation 
facilities. 

*  *  * 

C.  D.  Alderman  Appointed 
Vice-President 

C.  D.  Alderman  is  the  new  vice 
president  in  charge  of  Merchandis¬ 
ing  for  Mullins  Manufacturing 
Corporation,  maker  of  Youngstown 
Kitchens.  He  was  elected  to  the 
position  by  directors  on  April  3. 

Well  known  in  the  trade.  Aider- 
man  has  been  selling  Youngstown 
Kitchens  since  he  joined  the  com¬ 
pany’s  kitchen  sales  department  in 
1938.  In  1940  he  was  appointed 
assistant  regional  sales  manager 
(Continued  on  Page  150) 


these  proven  facts: 

1.  REDWOOD  is  one  of  the  world’s 
finest  insulators! 

2.  Heat  flows  thru  steel  260  times  as 
fast  as  thru  REDWOOD! 

3.  Heat  flows  thru  aluminum  1160 
times  as  fast  as  thru  REDWOOD ! 

4.  REDWOOD  used  by  the  CAMP¬ 
BELL  SASH  WORKS  shows  less 
shrinkage  and  swelling  than  con¬ 
crete! 

5.  REDWOOD,  —  even  under  condi¬ 
tions  that  favor  decay,  —  is  one 
of  the  world’s  most  durable 
woods! 

6.  REDWOOD  DEALERS  show  a 
greater  percentage  of  profit  per 
dollar  of  merchandise  sold. 


CAMPBELL’S  Redwood  Combination  Windows  are  the 
finest  quality  obtainable. 

TIE  CAMPBELL  SABI  WORKS 

2409  WILSON  AVENUE  CAMPBELL,  OHIO 

Phone:  52615 


INCREASE  YOUR  PROFITS  with  R-S 

Water  Conditioning  Equipment 

Sell  the  best  in  water  conditioning  equipment  and  watch  your 
profits  grow.  R-S  Water  Softeners  and  Clearstrtam  Crystals 
and  Feeders  are  easy  to  sell  for  both  domestic  and  commercial 
installations.  They  make  friends  while  you  make  more  money. 
Ideal  to  use  for  door  opener  or  follow-up  calls  on  customers. 
Write  today  for  full  information  on  this  superior  line.  Find  out 
how  to  increase  your  profits  in  this  stable,  year-’round  business. 

REYNOLDS-SHAFFER  CO. 

12100  CLOVERDALE  AVENUE,  DETROIT  4,  MICHIGAN 


When  you  want  QUALITY  windows 

You  Can’t  Beat  Redwood 

Check 


&  Home  Improvement  Dealer 
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^^Makes  Selling  Ea»yV' 

CERTIFIED 

ALUMINUM 

Combination  Screen  &  Storm  Windows 

Everything  You  Want  for 
Competitive  Selling 

DELUXE 

Interlocking.  Extruded 

3-TRA(K  and  2-TRA(K 

SELF-STORING  •  TAMPER-PROOF 

Here  is  the  ideal  window  for  the  aggressive  dealer.  From 
one  source  you  can  obtain  3-track  AND  2-track  windows  as 
well  as  combination  storm  doors.  Priced  right  for  high  profits 
and  competitive  selling.  Our  years  of  experience  in  the  field 
assure  you  of  the  kind  of  association  you  want.  Write  or 
phone  today  for  complete  information  on  how  you  can 
increase  your  profits. 


J^u-^e^k  Co- 


1015  West  Diamond  Street 
Philadelphia  22,  Pennsylvania 
Telephone  FRemont  7  2500 


B.  S.  Reporter 

{Continued  from  Page  149) 

in  the  Washington  -  Philadelphia- 
New  York  area,  and  later  that  year 
was  named  regional  sales  manager 
I  there. 

I  In  this  position  he  helped  devel- 
that  has  made  Mullins  the  largest 
op  the  kitchen  merchandising  plans 
manufacturer  of  steel  kitchen 
equipment.  His  territory  consist¬ 
ently  led  in  kitchen  sales. 

During  World  War  II,  Alderman 
served  in  the  office  of  Chief  of 
Army  Ordnance,  and  held  the  rank 
of  major  when  he  left  the  army  in 
1945.  He  was  then  recalled  to  the 
company’s  Warren,  O.  offices  as  as¬ 
sistant  manager  of  kitchen  sales. 

In  1948  he  was  advanced  to  the 
post  of  sales  manager,  and  in  Octo¬ 
ber,  1950  was  named  general  mana¬ 
ger  of  merchandising. 

*  *  * 

Libbey-Owens-Ford 
Licenses  Three  Weavers 
To  Use  Goran  Finish 


offers  you  the  best  Storm  and 

Screen  Door  Hardware! 


cMeaioK.  and 


Available  with  or  without  key 
locking.  Simple  three  Ks*  hoi® 
installation.  Adjustable  to  door 
thickness.  Reversible.  Beautiful 
design  —  Extra  sturdy  stainless 
steel  bolts  and  case  with  pressure 
Available  as  a  unit  aluminum  handies. 

or  in  complete  kits  including  closer,  chain  and  hinges 


No.  90  SCREEN  DOOR  CLOSER 
$«lf-lubrkalMl  wHh  •ncle««4  abMAar  *,.1119. 


hinges  No.  so  STORM  DOOR  aOSER  «  PROTECTOR 

PlaM*rStaiiilM(.In9in««i«d  wHh  drain  haM-upsprlns.  S«M-lwbrlcal*d. 

In  yoar  rn^ulranwnli.  10  y«ar  Oawnntnn. 


IDEAL  BRASS  WORKS,  Inc.  •  250E.5thST.,sT.PAULi,MiNN. 


Licenses  to  three  large  finishers 
of  industrial  glass  cloth  to  apply 
directly  in  their  plants  the  Garan 
finish,  an  important  step  in  manu¬ 
facture  of  reinforced  plastic  lam¬ 
inates,  have  been  issued  by  Libbey- 
Owens-Ford  Glass  Company. 

Don  W.  Lyon,  manager  of  textile 
fiber  glass  sales  of  the  Fiber  Glass 
Division  of  LOF,  announced  that 
the  licenses  have  been  granted  to 
United  Merchants’  Industrial  Fab¬ 
rics  Corp.,  New  York;  T.  E.  Thai, 
Inc.,  Los  Angeles,  Calif.,  and  Glass 
Fabrics  Finishing  Co.,  of  Cedar 
Grove,  N.  J.,  which  is  jointly  owned 
by  Hess,  Goldsmith  &  Co.,  Inc., 
New  York,  and  the  Waldrich  Co., 
Delawanna,  N.  J. 

The  Garan  finish  acquired  by 
LOF  last  May,  and  offered  to 
weavers,  is  a  chemical  surflace 
treatment  applied  to  glass  fibers  to 
give  them  superior  characteristics 
for  reinforcing  plastics. 

Recently  fiber  glass  cloth  sam¬ 
ples  furnished  by  eight  weavers 
were  given  comprehensive  tests  by 
the  Libbey-Owens-Ford  laborato¬ 
ries  for  the  Wright  Air  Develop- 
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ment  Center  of  the  U,  S.  Air  Force 
at  Dayton  as  a  basis  for  revision 
of  specifications  and  other  techni¬ 
cal  data. 

*  *  * 

F.  S.  Kuester  Appointed 
By  Republic  Steel  Kitchens 

Appointment  of  Faison  S.  Kues¬ 
ter  of  Charlotte,  North  Carolina,  as 
a  district  representative  for  Re¬ 
public  Steel  Kitchens  was  an¬ 
nounced  today  by  Berger  Manu¬ 
facturing  Division  of  Republic 
Steel  Corporation  in  Canton,  Ohio. 

Mr.  Kuester  will  establish  dis¬ 
tributorships  for  Republic  Steel 
Kitchens  —  only  ore-to-store  prod¬ 
uct  in  the  steel  kitchen  industry — 
throughout  North  Carolina,  South 
Carolina,  Georgia,  Florida,  Alaba¬ 
ma,  Louisiana,  eastern  Tennessee 
and  southern  Mississippi. 

With  several  other  newly  ap¬ 
pointed  district  representatives, 
Mr.  Kuester  recently  completed  an 
intensive  specialized  training  pro¬ 
gram  in  Canton,  where  Republic 
Steel  Kitchens  are  rolling  off  as¬ 
sembly  lines. 

Republic  offers  the  widest  selec¬ 
tion  of  cabinet  sizes  and  styles  on 
the  market  and  features  many  in¬ 
novations  —  adjustable  height  of 
wall  cabinets,  “floating”  drawer 
action  through  use  of  nylon  drawer 
slides,  “clean  surface”  design 
through  elimination  of  visible  door 
handles  on  wall  cabinets,  and  sev¬ 
eral  others.  | 

Mr.  Kuester,  who  attended  Da-  ; 
vidson  College,  began  his  sales  ca-  j 
reer  in  1935.  Since  then,  he  has  had  j 
wide  experience  with  major  ap-  I 
pliances  as  a  manufacturer’s  agent 
and  a  distributor. 

«  *  * 

Louchheim  Co.  Appointed 
Republic  Steel 
Kitchens  Distributor 

Appointment  of  Stuart  F.  Louch-  j 
heim  Company  of  Philadelphia  as  | 
a  Republic  Steel  Kitchens  distri¬ 
butor  was  announced  here  today 
by  R.  W.  Helms,  general  manager  ; 
of  sales  for  Berger  Manufacturing  i 
Division  of  Republic  Steel  Corp¬ 
oration. 

(Continued  on  Page  152) 


WANT  TO  BE  NUMBER  1  IN  YOUR  AREA  ON 

REDWOOD! 

Join  up  with 

EE  JAY 

•  Comb.  Redwood  Doors 

•  Comb.  Redwood  Windows 

•  Comb.  Redwood  Basement  Sash 

We  are  prime  producers  of  REDWOOD  with  our  own 
timber  and  sawmill.  This  makes  it  possible  to  give  you 
lowest  prices  and  superior  quality. 

DISTRIBUTOR  AND  REPRESENTATIVES  WANTED 

For  complete  information  write  or  phone 

THE  EEJAY  CO. 

416  SO.  MAIN  STREET  WADSWORTH,  OHIO 

Phone:  WAdsworth  3-2181 


TMUPLE 

ACTION 

WONDER 

GLEAM 

ALUMINUM 

POLISH  AND 
CLEANER 


IT  CLEANS! 


•  With  the  miracle  formula  SI-301  and  Homogenlied  SILKOL- 


IT  POLISHES! 

IN  ONE  EASY  APPLICATION 


IT  PROTECTS! 


Unconditionally  guoronteed  to  remove  oxidation,  corrosion  and  discoloration  from  all 
aluminum.  Perfect  protection  in  seaboard  and  manufacturing  areas.  Backed  by  hard¬ 
hitting  national  advertising  and  promotional  plans. 

DISTRIBUTORS!  Choice  territories  still  available.  Eight 
ounce  jar  retails  fo’  SI. 25  in  the  Eastern  Area.  Prices 
slightly  Higher  in  other  ports  ot  the  country.  24  jars  to  a 
case.  Your  cost  SI  4.40  'til  August  30th.  16  oz. 
jar  avoilable  for  commercial  use;  12  jors  to  a 
cose.  Cash  with  order. 

Wriit,  Wire  or  Phone  your  orders  today. 


"Protects 
As  It  Cleans" 


WILLIAM  HOWARD  MFG.  CO. 

"Manufccturers  of  Cleaning  Compounds  for  Industry" 
1472  BROADWAY  NEW  YORK  34,  N.  Y. 

Phone:  BRyant  R-9642 


I 


&  Home  Improvement  Dealer 
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B.  S.  Reporter 

(Continued  from  Page  151) 

Located  at  1229  N.  Broad  Street, 
Philadelphia,  the  firm  will  organize 
dealers  throughout  Delaware, 
southern  New  Jersey  and  south¬ 
eastern  Pennsylvania  to  handle  the 
new  line  of  steel  kitchen  units. 

Republic  Steel  Kitchens  were  de¬ 
veloped  after  more  than  a  year’s 
research  among  housewives,  deal¬ 
ers  and  distributors  everywhere  by 
Republic  Steel  Corporation,  the 
world’s  third  largest  steel  pro¬ 
ducer. 

More  than  $1,000,000  was  spent 
in  retooling  Berger  Plant  No.  2  in 
Canton,  where  the  new  cabinets  are 
rolling  off  assembly  lines. 


SELF-STORING  COMBINATION 
STORM  WINOOWS  AND  SCREENS 


Get  set  now  tor  brisk  sales  this  fall — with  HOME 
SEAL,  the  original  triple  track  aluminum  combina¬ 
tion!  Sells  fast  when  you  demonstrate  the  exclu¬ 
sive  patented  features  that  mean  plus  value  for 
the  homeowner. 

Simple  to  install.  Units  easy  to  reglaze  or  re¬ 
screen  if  damaged. 

Home  Seal  design  makes  it  possible  to  stock  fewer 
units  for  a  wider  variety  of  window  sizes.  Locking 
feature  in  open  or  closed  position  allows  you  to 
sell  extra  safety. 

Regardless  of  what  combinations  you  are  handling 
today,  it  will  pay  you  to  check  into  the  Home 
Seal  deal  and  find  out  how  Home  Seal  Distributors 
and  Dealers  enjoy  substantial  profits. 


Write  for  complete 
information. 

THE  HOME 
WINDOW  CO. 

Fostoria,  Ohio 


Reynolds  Names  Mill 
Products  Distributor 

Reynolds  Metals  Company, 
,  through  its  General  Sales  Office  in 
Louisville,  Kentucky,  has  announc¬ 
ed  the  appointment  of  Mapes  and 
Sprowl,  Inc.,  300  Burnet  Avenue, 
Union,  New  Jersey  as  a  distributor 
of  Reynolds  Aluminum  Mill  prod¬ 
ucts. 

The  distributor  is  completely 
j  equipped  to  furnish  less  than  car- 
I  load  service  on  sheet,  plate,  wire, 

!  rod,  bar,  extruded  shapes,  tubing, 

I  pipe  and  structural  products. 

The  appointment  of  Mapes  and 
Sprowl  will  increase  the  availabili¬ 
ty  of  aluminum  and  make  possible 
better  service  to  aluminum  users  in 
the  metropolitan  New  York  City 
■  area. 

j  *  ♦  * 

Owens-Coming  Announces 
I  New  Group  To  Sell  Fiberglas 

i 

Organization  of  a  new  industry 
i  group  to  sell  the  complete  line  of 
j  Kaylo  and  Fiberglas  industrial  in¬ 
sulations  has  been  announced  by 
Edward  J.  Detgen,  general  sales 
manager  of  the  General  Products 
Division  of  Owens-Corning  Fiber¬ 
glas  Corporation. 

Hugh  T.  Williams  who  has  had 
more  than  13  years  of  experience 
in  the  industrial  insulation  sales 
(Continued  on  Page  153) 


Schaimel 


100%  EXTRUDED  ALUMINUM 

3  CHANNEL 


SCREEN  &  STORM 
WINDOWS 

Write  for  literature  and  details 
on  distributorship  franchise  for 
JASCO  WINDOWS  and  DOORS 
•Pofcnf  Pending 


JiSn  ALUMINUM  PRODUCTS 

CORPORATION 

2099  Jericho  Turnpike 
New  Hyde  Park,  L.  I.,  N.  Y. 

Telephone:  Fleldstone  7-8703 


Dealerships 

still  available  for 

PERMALUM 

in  many  lucrative 
territories. 


EATHER8H1EL 


CORPORATION 


"L 


600  East  Tenth  Street,  Chester,  Pennsylvania 


Distributors  for 


PERMALUM 

windows  and  doors. 


For  Eastern  Pennsylvania, 
Southern  New  Jersey  and 
the  Delmarvia  Peninsula. 
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and  engineering  fields  will  head 
this  new  group  as  manager  of  In¬ 
dustrial  Insulation  Sales.  He  will 
report  to  D.  M.  Barthold,  sales  man¬ 
ager  of  the  Industrial  Construction 
Materials  Division. 

Owens-Corning  distributes  Kaylo 
Heat  Insulation  products  manufac¬ 
tured  by  Owens-Illinois  Glass  Co. 

“With  the  addition  of  Kaylo  heat 
insulating  products  to  the  Owens- 
Corning  line  of  Fiberglas  industrial 
insulations,  we  now  offer  the  best 
and  most  complete  line  of  incom¬ 
bustible  industrial  insulations  avail¬ 
able  to  the  trade  for  use  in  all 
temperatures  from  below  zero 
through  1200°  F.,”  Mr.  Barthold 
said. 

*  *  * 

Reynolds  Appoints 
Philly  Firm,  Architectural 
Products  Distributor 

Appointment  of  a  new  distribu¬ 
tor  for  Reynolds  architectural  al¬ 
uminum  mill  products  has  been  an¬ 
nounced  by  Reynolds  Metals  Com¬ 
pany,  through  its  General  Sales 
Office  in  Louisville,  Kentucky.  The 
new  distributor  is  a  Philadelphia 
firm.  Hardware  &  Metal  Supply 
Company,  with  headquarters  and 
warehouse  at  967-973  N.  Ninth 
Street. 

Hardware  &  Metal  Supply  is 
completely  equipped  to  furnish  less 
than  carload  service  on  standard 
aluminum  architectural  shapes, 
such  as  threshholds,  copings,  sills 
and  railings,  as  well  as  various 
structural  products  in  aluminum. 

The  new  appointment  will  in- 
ciease  the  availability  of  architec¬ 
tural  aluminum  and  offer  better 
service  to  fabricators  of  architec¬ 
tural  aluminum, 

*  *  * 

General  Insulating  Co.  to 
Distribute  LOF  Fiber  Glass 

Appointment  of  General  Insu¬ 
lating  Co.,  2119  NW  22nd  Street,  a 
distributor  for  fiber  glass  insula¬ 
tion  materials  in  a  10-county  Flori¬ 
da  trading  area,  by  Libey-Owens- 
Ford  Glass  Company,  was  an¬ 
nounced  jointly  today  by  Fred  W, 
Segerstrom,  manager  of  superfine 
{Continued  on  Page  154) 
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UUalu/viinum  combination 

WINDOWS  AND  DOORS... 


Competent  Engineering,  Knowhow  in  Design,  Production  and  Service  pot  NASH  Products 
in  the  Number  one  place  with  dealers  and  distributors  all  over  the  nation. 


NASH  2  AND  3  TRACK  ALL-EXTRUDED 
ALUMINUM  COMBINATION  STORM 
WINDOWS  AND  DOORS  HAVE  ALL 
THE  ADVANCED  ENGINEERING  DE¬ 
SIGN  FEATURES  THAT  CLOSE  SALES 
FOR  YOU. 


ALSO 


in  extruded  aluminum: 
GRILLES 
INITIALS  and 
DOOR  SWEEPS 


today  for  full  dtscriptive  literature  cn  all  NASH  quality  products. 

[jlj//UU MANUFACTURING  CO.SS 

Factory  Branch  Offices:  State  Hwy.  #25,  Newark-Elizabeth  Line,  Elizabeth,  N.  J.  ELizabeth  4-4A00 
9126  HaHord  Road,  Baltimore,  Md.  Boulevard  2222 

9  Livinstone  Street,  Dorchester,  Mass.  Avenue  2-3600 

In  Canada;  NASH  ALUMINUM  LTD.,  904  Bruce  St.,  Oshowa,  Ontario  Oshawa  3-2219 


The  Corbin  No.  21  Air  Controlled  Storm  and  Screen  Door 
Closer  offers  outstanding  advantages  to  manufacturers  of  Alu¬ 
minum  Storm  and  Screen  Doors.  Eliminates  expensive  servicing 
.  .  .  it’s  so  trouble-free  that  you  just  install  it  and  forget  it! 
Reversible  for  right  or  left  hand  doors.  Can  be  installed  on 
outside,  inside,  or  between  doors.  Closing  speed  easily  adjust¬ 
able  by  hand.  Aluminum  finish.  One  of  the  finest,  most  durable 
Air  Controlled  Door  Closers  in  its  field. 


P.  &  F.  CORBIN  Division 

The  AnMiicra  Hurdwam  COTpontifua 
N*w  Britaizi.  ComuRctiettt,  D.S.  A. 


Good  Doers  Dosonr# 
Good  QoMts 
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CADILLAC... 

THE  WINDOW  THAT  HAS  INCREASED 
SALES  AND  PROFITS 
FOR  DEALERS 
EVERYWHERE!! 


THE  ALUNEW 

TRIPU-TIACK 

ALUMINUM 

COMBINATION 


WINDOWS 


Til*  mort  "t«Nr«d-ol"  window  in  fho  in- 
duttry  today  .  .  .  with  moro  advaneod 
loaturai  ftian  any  otW  «torm  tath  on  ttio 
marlat.  Truly  tl<a  “monareli  oT  tliom  al." 
Comtruetad  anfiraly  of  fop  qualify  alu* 
minum  aifrusioni.  flut  ii  flio  ono  loif- 
iforinq  window  mada  fo  loll  on  a  com- 
pafifiva  basis  any  saason  of  fho  yoar . . . 
af  a  profif  fo  you.  Don't  daiay . . .  join 
fba  family  of  CADILLAC  daalan  today. 

INQUIMES  INVITED 
FROM  ESTABUSNEO 
DEALERS  A  DISTRIDDTORS 


JERITH  MANUFACTURING  COinc 

2025  I  BOSTON  ST..  PHILADELPHIA  25.  PA 

GArfield  3-1407 


B.  S.  Reporter 

!  (Continued  from  Page  153) 

sales  of  LOF  Fiber  Glass  Division, 
and  Robert  W.  Fausel,  president  of 
the  Miami  company. 

General  Insulating  Co.,  incorpor¬ 
ated  in  1944,  to  do  general  heat  and 
cold  insulating  has  specialized  in 
application  of  rock  wool  and  al¬ 
uminum  foil,  lately  entering  the 
field  of  industrial  insulation  handl¬ 
ing  contracts  for  all  kinds  of  pipe, 
duct  and  boiler  insulation,  as  well 
as  accoustical  insulation  work. 

Mr.  Fausel  said  the  company  will 
carry  stocks  of  superfine  fiber  glass 
which  is  rapidly  becoming  an  im¬ 
portant  factor  in  a  variety  of  in¬ 
sulating  applications. 

Other  officers  of  the  company  in¬ 
clude  William  J.  Richards,  sales 
manager ;  J.  H.  Powell,  manager  of 
industrial  division ;  Clyde  Brew¬ 
ster,  vice  president,  secretary  and 
treasurer,  and  W.  W.  Zittel,  assist¬ 
ant  secretary-treasurer. 

President  Fausel  is  a  mechanical 
engineering  graduate  of  Virginia 
Polytechnic  Institute,  a  major  in 
the  Air  Force  Reserve,  formerly 
with  Curtiss-Wright  Corp.,  ajnd 
Ford  Motor  Co.  He  is  a  native  of 
Louisville,  Ky. 

Mr.  Richards  is  from  Chicago 
where  he  had  more  than  15  years’ 
experience  in  construction  work. 
Mr.  Powell  was  formerly  with  the 
Charles  W.  Keagle  Co.,  industrial 
insulation  firm,  in  Indianapolis. 

*  *  * 

Home  Insulation  &  Awning  Co. 
Launched  in  Erie.  Pa. 

L.  B.  Barber,  Orchard  Brothers’ 
Erie,  Pennsylvania  franchise  hold¬ 
er,  launched  a  new  organization 
this  month  and  called  The  Home 
Insulation  and  Awning  Company, 
Incorporated.  The  occasion  was 
observed  with  a  bang-up  celebra¬ 
tion  on  March  18  which  began  with 
a  live  15-minute  television  and 
radio  broadcast  with  our  own  Don 
Rosenberry  as  one  of  the  stars.  The 
word  “awning”  was  added  to  the 
new  company  name  because  Alum- 
aroll  has  come  to  be  their  main 
product. 


Dustite 

CASKET 


For  Metal 
Casement 
Windows 


Th«  Dufttitc  gask.t  j,  designed  with  on  extruded  plosnc  seol* 
ing  Np,  to  keep  metol  cosement  windows  DUST  TIGHT,  STOKM 
TIGHT,  DRAFT  TIGHT,  RAIN  TIGHT,  and  WIND  TIGHT.  Easy 
to  instoll. 

In  Summer  DUSTITE  seoli  outside  heat  from  air 
conditioned  homes. 


Excellent  for  use  in  control  of  condensation 
where  storm  windows  are  used.  A  small  ad  in 
your  local  paper  will  automotically  bring  pros¬ 
pects  for  storm  windows  into  your  sales  room 
without  canvassing.  Dustite  Gasket  it  a  real 
traffic  builder  and  prospect  finder  for  storm 
windows  and  all  home  improvement  items.  Sold 
under  ten-day  money  back  guarantee. 


DUSTITE 

PRODUCTS  COMPANY 

«  CANTEtlWY  Dl.  •  DAYTON  9,  OHIO 


DEALERS  WANTED 

WRITE  FOR  FULL  DETAILS 


154 


AUGUST  1953  BUILDING  SPECIALTIES 


The  television  show  started  at 
2:30  p.m.  Fred  Zurn,  Alumaroll 
Sales  Manager,  for  the  company, 
was  master  of  ceremonies,  and 
Jack  Barber  spoke  on  the  policies 
of  the  new  corporation.  The  high¬ 
light  of  the  program  was  a  product 
discussion  by  men  representing  the 
manufacturers  of  three  of  their 
products  —  Orchard  Brothers, 
Johns  -  Manville,  and  Lock  Iron 
Company. 

After  the  show,  salesmen,  out-of- 
town  dealers,  and  manufacturers’ 
representatives  were  entertained 
at  a  steak  dinner  with  all  the  trim¬ 
mings  at  an  Erie  club  and  the  party 
continued  until  the  card  game 
broke  up  some  time  in  the  wee, 
small  hours. 

The  board  of  directors  of  this 
new  corporation  is  made  up  of  L. 
B.  Barber,  Bea  Barber,  Harold  Mil¬ 
ler,  Richard  Fessler,  and  Fred 
Zurn.  This  is  a  100  per  cent  em¬ 
ployee  -  owned  organization  with 
everyone  from  the  shop  worker  to 
the  president  owning  a  share  in 
the  new  enterprise. 

Jack  Barber,  president  of  the 
organization,  started  The  Home  In¬ 
sulation  Company  back  in  May, 
1935  with  four  employees  and  in¬ 
sulation  as  his  only  product.  In 
1938  he  added  Kaufmann  Storm 
Sash,  but  the  bulk  of  his  business 
remained  insulation  until  he  added 
Alumaroll  in  1949.  Lock  Orna¬ 
mental  Iron  Railings  completes 

their  present-day  list  of  products. 

*  *  * 

20%  Price  Cuts  Announced 
By  Ramset 

Price  cuts  of  up  to  twenty  per¬ 
cent  were  announced  today  by 
Ramset  Division  of  Olin  Industries, 
Inc.,  on  its  entire  light-duty  line  of 
fasteners. 

J.  E.  Williams,  manager  of  Olin’s 
Ramset  Division,  the  nation’s  lead¬ 
ing  producer  of  powder-actuated 
fasteners  and  tools,  said  the  price 
cut  was  a  move  to  further  increase 
the  value  of  the  Ramset  fastening 
system  to  its  users. 

Reduced  prices,  Williams  said, 
apply  to  Ramset’s  full  line  of  fifty 
light-duty  drive  pins  and  internally 
and  externally  threaded  studs. 


CLASSIFIED  ADVERTISING 

Und«r  thia  baodlnq  claiBliiad  adTartiavmaats  or*  acc*pt«d  at  th«  uaiiona  rat*  of  25  coata  a 
word  but  no  advortbamont  takoa  for  toaa  than  20  worda  wltb  a  minimum  cborgo  of  $5.00; 
3  montba  at  20c  par  word  par  inaartton.  Cbock  or  Monay  Ordar  muat  accompany  copy  ^  Cloa- 
aiflad  Ad.  AdTortbamanta  aolicitiag  doolara  or  dbtrlbutora.  or  now  producta  for  aalo.  not  ac- 
coptod  bi  claaaiiiod  aoction.  Addroaa  all  communlcotlona  to  Cloaaifbd  Dopartmont.  BUILDING 
Spocialtiaa,  425  Fourth  Avonua,  Now  Yorii  16,  N.  Y. 


HELP  W.4NTED 


SALESMEN— CHAIN'  LINK  Fence.  Experienced. 
Sell  direct  or  act  as  representative  for  national 
manufacturer.  .Applications  held  in  strict  confidence. 
Atlas  Fence  Company,  J650  Richmond  Street,  Phila¬ 
delphia,  Penna.  10-53 


MANUFACTURER'S  REPRESENTATIVES 
NOW  calling  on  building  specialties,  store  front, 
awning,  or  home  improvement  dealers  and  dis¬ 
tributors,  to  carry  a  companion  line  on  commission. 
New,  large  volume,  non-seasonal,  high  sales  radia¬ 
tion,  and  limited  competition.  Mapes  Industries.  Box 
411,  BUILDING  SPECIALTIES  4  Home  Im 
provement  Dealer,  425  Fourth  Avenue,  New  York 
16,  N.  Y. 


DEALER  SALESMAN:  OUTSTANDING  storm 
window  and  screen  sales  manager  wanted  for 
midwest  territory  by  prominent  manufacturer.  Our 
products  are  nationally  known  for  quality  and  are 
competitively  priced.  Compensation  way  above  aver¬ 
age  for  right  man.  Salary,  bonus  and  expenses. 
Our  salesmen  know  of  this  ad.  Box  412,  BUILDING 
SPECIALTIES  4  Home  Improvement  Dealer,  425 
Fourth  Avenue,  New  York  16,  N.  Y. 


Per-Fit  Appoints 
George  E.  Stolle 

Per-Fit  Products  Corporation,  of 
Indianapolis,  manufacturers  of  alu¬ 
minum  windows,  announces  the  ap¬ 
pointment  of  George  E.  Stalle  as 
sales  manager.  Stalle  brings  with 
him  18  years’  experience  with  the 
U.  S.  Gypsum  Company  in  sales  and 
sales  management  and  has  a  broad, 
national  knowledge  of  the  construc¬ 
tion  industry. 

Per-Fit’s  expanded  production 
facilities  are  geared  to  a  volume 
business  on  a  national  scale.  Their 
plant  and  offices  are  ready  to  take 
advantage  of  the  rapidly  increas¬ 
ing  demand  of  aluminum  windows 
in  all  sections  of  the  country. 

Under  direction  of  Stalle,  Per- 
Fit  is  also  expanding  its  own  sales 
organization  as  well  as  the  dealer- 
distributor  organization.  Per-F^t’s 
business  is  all  done  through  dis¬ 
tributors.  Their  principal  products 
are  the  Per-Fit  and  Best-Vent 
brands  of  aluminum  windows  for 
residential,  institutional  and  light 
commercial  construction. 


UNUSUAL  MANUFACTURER’S  REPRESEN- 
TATIV'E  available  for  building  specialties  manu¬ 
facturer.  Interested  only  in  long-term  proposition. 
We  have  a  twenty-year  record  of  successful  sales. 
Box  413,  BUILDING  SPECIALTIES  4  Home 
Improvement  Dealer,  425  Fourth  Avenue,  New  York 
16,  N.  Y. 


WANTED:  EXPERIENCED  SALESMAN  to  rep¬ 
resent  long  established  insect  screening  manufacturer 
on  commission  basis  to  call  on  sash  and  door  manu¬ 
facturers  and  jobbers  in  mid  and  far  west  territory. 
Give  territory  regularly  traveled,  experience,  and 
other  lines  carried.  Reply  Box  414,  BUILDING 
SPECIALTIES  4  Home  Improvement  Dealer,  425 
Fourth  Avenue,  New  York  16,  N.  Y. 


WANTED:  PART  TIME  service  of  consulting 
engineer  to  assist  in  improving  and  developing  new 
ideas  for  our  Aluminum  Combination  Storm  Doors 
and  Windows,  now  on  the  market  for  several  rears. 
In  the  first  letter  give  complete  backgrouna,  ex¬ 
perience  and  availability.  Box  415,  BUILDING 
SPECIALTIES  4  Home  Improvement  Dealer,  425 
Fourth  Avenue,  New  York  16,  N.  Y. 


TWO  SPECIALTY  SALESMEN  wanted:  Success¬ 
ful  men  Tired  Of  Traveling.  Average  earnings 
$400.00.$500.00  weekly  within  metro,  area,  closing 
qualified  television  and  newspaper  leads  with  home- 
owners.  Permanent  year  round  steady  income  for 
right  man.  Box  416,  BUILDING  SPECIALTIES 
4  Home  Improvement  Dealer,  425  Fourth  Avenue, 
New  York  16.  N.  Y. 


MANUFACTURER’S  AGENT  WANTED:  Estab¬ 
lished  manufacturer  of  the  only  complete  line  of 
mass  produced  quality  aluminum  awnings  will  appoint 
men  to  handle  its  business  in  all  areas.  Applicants 
should  be  established  in  their  areas.  No  obligation 
to  non-conflicting  lines.  Write  DraCool  Awning 
Corp.,  Lodi,  Ohio,  giving  details  for  interview  in 
your  area. 


WANTED:  SALES  MANAGER  and  assistant.  An 
opportunity  is  here  for  two  good  men  that  can 
manage  and  coordinate  the  sales  department  for  an 
outstanding  Ohio  storm  sash  manufacturer.  This  is 
a  long-term  proposition  with  security  benefits.  The 
opportunity  is  tremendous  for  wide-awake  men  with 
experience  in  setting  up  dealers  and  distributors  all 
over  the  country.  Salary,  expense  account,  and 
overwrite  on  volume  of  sales  can  amount  to  $20,000 
to  $25,000  per  year.  Phone  or  write  today  and  ask 
for  Nate  Brown.  Diamond  Building  Products  Corp., 
3650  E.  93rd  St.,  Cleveland  5,  Ohio.  Telephone: 
VUlcan  3-6260. 


SITUATIONS  WANTED 


PRODUCTION  MANAGER  .AND  Executive 
thoroughly  experienced  in  Alum.  Combination  win¬ 
dows  and  doors  seeks  position  with  future  in  New 
York  area.  Willing  to  invest  as  partner.  Box  423, 
BUILDING  SPECIALTIES  4  Home  Improve¬ 
ment  Dealer,  425  Fourth  Avenue,  New  York  16, 
N.  Y.  10-53 


FOR  SALE 


DIES  FOR  SALE — Brand  new  progressive  dies 
for  the  mfg:.  of  aluminum  nail  slots.  Will  sell  at  a 
sacrifice  price.  Investigate.  Box  420,  BUILDING 
specialties  4  Home  Improvement  Dealer.  425 
Fourth  Ave.,  New  York  16,  N.  Y. 


MISCELLANEOUS 


.ATTENTION  MANUFACTURE!  S  COMBINA¬ 
TION  WINDOWS:  Eastern  distributors  with 
seasoned  personnel  in  dealer  sales,  shop  assembly 
and  office  procedures  offers  its  facilities  to  out  of 
state  manufacturer  as  factory  branch.  Molern, 
small  building  with  all  necessary  equipment  in 
metropolitan  area  (N.  J.).  Cannot  make  capital 
investment.  Proposition  must  be  on  percentage  or 
equivalent.  If  you  desire  to  establish  or  improve 
your  eastern  market  without  a  large  investment, 
we  may  be  your  answer.  Past  records  available  for 
inspection.  Box  417.  BUILDING  SPECIAI-TIES 
4  Home  Improvement  Dealer,  425  Fourth  .\venue. 
New  York  16,  N'.  Y. 
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Volpert,  Inc .  71 

V -Seal  Corporation . Third  Cover 

Vulcan  Metal  Products .  28 


W 

Wallace,  Don . 

Warner  Mfg.  Co .  113 

Weatherlock  Aluminum  Products...  126 

Weather-Proof  Co.,  The .  45 

Weathershield  Corp .  152 

Weather-Wise  Windows,  Inc .  87 

Weather  Wizard  Aluminum  Mfg.  Co.  69 

Werner  Co.,  Inc.,  R.  D .  132 

Westmoreland  Metal  Mfg.  Co .  81 

Weyl  &  Gahagan,  Mfgrs .  144 

Wilson  Mfg.  Co.,  L.  S . 26-27 

Win-Chek  Co .  76 

Winko  Aluminum  Products .  25 

Winstrom  Mfg.  Co .  73 

Winsulite  Mfg.  Co .  127 

Win-Sum  Window  Corp .  96 

Winter  Seal  Corp.  of  New  England.  124 


Y 


Yates  Company .  120 

Youngstown  Industries,  Inc .  85 


Youngstown  Window  and  Door  Co. 30-31 
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AUGUST  1953  BUILDING  SPECIALTIES 


.  w  ROll^FORMED  alumlfium? 

Or»ly  rolled  oiumtnum  offers  the 
strength,  resilierxe,  flexlbilltyr  ond 
lightness  thot  is  so  necessory  for  the 
protecting  oiit^r  skin  of  oil  airplanes. 
This  rolled  outer  skin  must  resist  hoil, 
sleet,  snow,  ice,  moisture,  sudden 
temperature  changes,  ond  the  stresses 
of  excessive  wind  resistoncei 

A  storm  window  must  for  the  most 
part  resist  these  Sante  elements!  Whot 
better  proof  is  needed  to  show  thot 
ROILED^FORMED  oiuminum  is  best  for 
olumtnum  windows. 


CAm  fiftodu/cU 

STORM  SASH  RRIME  WINDOWS 

V-Seol  Ven«^H<«« 

V*S«ai  Roiteh 

SCfffitNS 
Stanitord,  Oromtmtr 
Wickftt 


V-S«ol  Deluxe 
V-Seol  Steelmostei- 
V>$eat  Triple 
V-Seeil  Side  Slide 
Combination  Basement  Sosh 


All  V'Seal  products  are  ovallable  Each 

window  individwotly  pocked  for  easy  storage 
ond  os$emWy-~onother  "V-SEAi  FIRST'l 


We  ROUi.FORM  Sections  to  your  tpodficotions. 


*Amirictt's  most  progressive  aluminum  window 
nutnufacturet^* 


\ 


EXCLUSIVE 


PATENTED  SPRING-CUP 


FULL  NATIONAL 

ADVERTISING  SUPPORT 

and  COMPLETE  SALES  HELPS! 


Makes  installation  easy,  foolproof,  chip- 
proof...glass  is  held  firmly  in*‘knee-action” 
assembly  that  cannot  rattle! 


Perfectly  suspended  jalousies  are  smooth- 
operating...never  a  strain  on  moving  parts 
^.you  can  eliminate  unnecessary  operators 
because  there  is  no  weight  to  lift! 


syt 

